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IBM  to  disclose  blueprint 
for  network  management 

By  Paul  Desmond 

Senior  Editor 


Data  base  protocol 
unites  SQL  products 

SQL  Access  Group  shows  for  first  time  how  its 
technology  solves  SQL  interoperability  problems. 

By  Timothy  O’Brien 

West  Coast  Bureau  Chief 


DG  bolsters 
AViiON’s  role 
as  net  server 

By  Paul  Desmond 

_ Senior  Editor _ 

WESTBOROUGH,  Mass.  — 
Data  General  Corp.  last  week  in¬ 
troduced  a  broad  range  of  com¬ 
munications  products  intended 
to  better  position  its  AViiON  Unix- 
based  computer  as  the  server  of 
choice  for  multivendor  nets. 

DG  unveiled  some  30  prod¬ 
ucts,  including  software  that  en¬ 
ables  the  AViiON  to  act  as  a  server 
in  Apple  Computer,  Inc.  Apple- 
Talk  and  Unix-based  LAN  Manag¬ 
er  local-area  networks,  adding  to 
the  AViiON’s  existing  support  for 
Novell,  Inc.  NetWare  servers. 

The  vendor  also  rolled  out  its 
first  token-ring  network  connec¬ 
tions  for  the  AViiON,  including  a 
token-ring  link  to  IBM  nets  and  a 
link  to  Digital  Equipment  Corp. 
DECnet  networks. 

“In  a  nutshell,  they  want  to  be 
connected  to  everything  else,” 
said  Charles  Robbins,  director  of 
communications  research  at  Ab¬ 
erdeen  Group,  Inc.,  a  Boston  con¬ 
sultancy.  “What  struck  me  was 
the  extensiveness  of  it.  They’re 
biting  off  a  lot.” 

What  differentiates  the  AVi¬ 
iON  as  a  server  is  the  breadth  of 
connectivity  options  it  will  sup¬ 
port,  saidjohn  Anderson,  manag¬ 
er  of  communications  marketing 
(continued  on  page  58) 


RESEARCH  TRIANGLE  PARK, 
N.C.  —  IBM  offered  insight  into 
network  management  topics 
ranging  from  APPN  to  SNMP  in  re¬ 
cent  interviews  at  its  net  manage¬ 
ment  headquarters  here  and  said 
it  will  soon  unveil  a  statement 
further  detailing  future  plans. 

Bill  Warner,  director  of  net¬ 
work  management  in  IBM’s  Net¬ 
working  Systems  group,  said  a 
white  paper  the  company  is  pre¬ 


paring  on  an  array  of  Systems 
Network  Architecture  issues  will 
address  how  IBM’s  net  manage¬ 
ment  strategy  is  evolving  to  ac¬ 
commodate  distributed  points  of 
control  throughout  a  network. 

According  to  Warner,  IBM  has 
been  laying  the  groundwork  for 
distributed  network  management 
functions  for  months  with  the  an¬ 
nouncement  of  products  such  as 
its  LAN  Network  Manager  and  the 
licensing  of  Hewlett-Packard 
( continued  on  page  58) 


NEW  YORK  —  In  an  event  cul¬ 
minating  a  two-year  develop¬ 
ment  effort,  a  consortium  of  data 
base  companies  last  week  dem¬ 
onstrated  for  the  first  time  a  com¬ 
mon  data  base  protocol  intended 
to  facilitate  data  sharing  among 
different  makes  of  SQL  products. 

Members  of  the  SQL  Access 
Group  previewed  versions  of 
standard  data  base  products  mod¬ 
ified  to  include  the  unnamed  pro¬ 
tocol  in  a  demonstration  that 
showed  various  SQL  front-end 
applications  on  client  worksta¬ 
tions  accessing  several  different 
SQL  back-end  data  base  servers. 

“Up  until  now,  every  client/ 
server  data  base  was  based  on  a 
proprietary  protocol,”  explained 
Roger  Sippl,  chairman  of  the  SQL 
Access  Group.  “With  this  stan¬ 
dard,  any  client  can  speak  to  any 
data  base  server  since  they  all 
speak  the  same  language.” 

With  many  companies  using 
various  data  base  management 
systems  and  different  hardware 
platforms,  the  inability  to  man¬ 
age  information  dispersed  across 
an  organization  has  slowed  the 
deployment  and  utilization  of  en¬ 
terprisewide  information  nets. 


Sippl  said  the  group’s  mandate 
is  to  respond  to  increasing  user 
demand  for  SQL  interoperability, 
and  this  protocol  demonstra- 
(continued  on  page  60) 


Group  to  promote 
switched  services 
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Frame  relay 
steals  show 
at  ComNet 

By  Barton  Crockett 

_ Senior  Editor _ 

SAN  FRANCISCO  —  Frame  re¬ 
lay  took  top  billing  at  the  Com¬ 
munication  Networks  West  con¬ 
ference  here  last  week  as  several 
vendors  released  pricing  and 
availability  information  for 
frame  relay  products  and  services 
announced  over  the  past  several 
months. 

Additionally,  Netrix  Corp. 
staged  what  was  billed  as 
the  most  extensive  multivendor 
frame  relay  demonstration  ever, 
and  the  Frame  Relay  Forum  held 
its  first  annual  meeting,  during 
which  it  elected  officers  and  a 
board  of  trustees. 

More  than  120  representa¬ 
tives  from  65  companies  attend¬ 
ed  the  frame  relay  forum,  which 
made  progress  in  its  effort  to  es¬ 
tablish  a  common  vendor  imple¬ 
mentation  of  the  frame  relay 
(continued  on  page  61) 
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FEATURE 

How  to  select  the  best 
tools  to  manage  LANs 


By  Steven  Guengerich 
and  Judd  Volino 

Special  to  Network  World 

Managing  corporate  local- 
area  networks  has  become  a 
complicated  task.  And  selecting 
the  right  LAN  management 
tools  is  almost  as  difficult. 

Part  of  the  problem  involves 
matching  the  management 
equipment  to  the  network  and 
to  the  individuals  assigned  to 
maintain  it.  Today’s  intercon¬ 
nected  LANs  use  equipment 
from  many  vendors,  as  well  as 
numerous  protocols  and  a  vari¬ 
ety  of  topologies. 


Most  companies  also  count 
on  their  LANs  to  do  far  more 
than  simply  let  users  share  re¬ 
sources.  LANs  now  routinely 
support  distribution  of  software 
updates,  critical  client/server 
applications  and  interoffice 
communications  via  electronic 
mail. 

Naturally,  the  duties  of  LAN 
administrators  are  as  diverse  as 
the  nets  they  maintain.  The  LAN 
management  tools  chosen  must 
match  the  network  require¬ 
ments  and  the  technical  level  of 
the  staffers  on  the  scene. 

( continued  on  page  35 ) 


New  forum  promotes  use 
of  switched  digital  services 

Group  will  address  equipment  interoperability  and 
other  issues  holding  back  service  acceptance. 


By  Anita  Taff 

Washington  Bureau  Chief 

RICHARDSON,  Texas  — 
About  100  carriers  and  equip¬ 
ment  manufacturers  voted  here 
last  week  to  form  a  new  industry 
group  whose  charter  is  to  boost 
user  interest  in  switched  digital 
services. 

The  group,  dubbed  the 
Switched  Digital  Services  Appli¬ 
cations  Forum  (SDSAF),  will  fo¬ 
cus  initially  on  promoting  use  of 
switched  56K  bit/sec  services 
and  may  also  work  on  other  ser¬ 
vices  in  the  future,  including 
switched  T-l,  switched  T-3  and 
frame  relay. 

Among  the  factors  that  will  be 
addressed  by  SDSAF  for  switched 


56K  bit/sec  are  lack  of  interoper¬ 
ability  between  different  ven¬ 
dors’  switches  and  inconsistent 
deployment  of  the  technology  by 
various  carriers. 

Switched  digital  services  rely 
on  components  such  as  customer 
premises  equipment,  network 
equipment,  software,  long-dis¬ 
tance  transmission  facilities  and 
access  services  from  a  multitude 
of  companies.  SDSAF  will  take  on 
the  arduous  task  of  getting  ven¬ 
dors  to  cooperate  on  putting  the 
pieces  together  in  a  consistent 
fashion. 

Northern  Telecom,  Inc.  and 
US  Sprint  Communications  Co., 
who  have  been  discussing 
( continued  on  page  6) 


AT&T  wins  pact  to  build 
nat’l  LAN  internet  for  IRS 

Seven-year  contract  awarded  by  Treasury  Dept. 


By  Ellen  Messmer 

Washington  Correspondent 

WASHINGTON,  D.C.  —  The 
Department  of  the  Treasury  last 
week  awarded  a  seven-year  con¬ 
tract  to  AT&T  for  networked 
computer  systems  that  will  auto¬ 
mate  the  bulk  of  the  Internal  Rev¬ 
enue  Service’s  remote  offices  and 
provide  links  to  IRS  data  centers. 

The  IRS  will  install  local-area 
networks  in  local  and  regional 
tax  offices,  and  link  them  with  a 
nationwide  backbone  net. 

The  installations  are  part  of  a 
broad  information  systems  effort 
to  embrace  client/server  com¬ 
puting,  which  will  facilitate  the 
exchange  of  data  between  the  tax 
offices  and  IRS  data  centers. 


“Today’s  offices  cannot  send 
to  and  retrieve  information  from 
the  National  Computer  Center  in 
Martinsburg,  W.Va. ,  where  all  tax¬ 
payer  files  are  kept,”  said  Wilson 
Fadely,  an  IRS  spokesman. 

The  IRS  declined  to  comment 
on  specific  network  plans  until 
expiration  of  a  10-day  moratori¬ 
um  in  which  losing  bidders  have  a 
right  to  challenge  the  contract 
award. 

A  very  tall  order 

The  Treasury  Multi-User  Ac¬ 
quisition  Contract  (TMAC),  with 
a  potential  value  of  $1.4  billion, 
is  the  single  largest  computer  sys¬ 
tems  order  AT&T  has  ever  re- 
( continued  on  page  6 ) 


Bank  mergers  test  mettle 
of  network  and  IS  staffs 


By  Wayne  Eckerson 

_ Senior  Editor _ 

The  merger  between  banking 
giants  Manufacturers  Hanover 
Corp.  and  Chemical  Banking 
Corp.  announced  last  week  is  ex¬ 
pected  to  trigger  a  flurry  of  merg¬ 
ers  among  big  regional  banks  that 
ultimately  will  leave  the  industry 
with  a  handful  of  strong,  highly 
capitalized  national  banks. 

But  as  bank  executives  aggres¬ 
sively  pursue  billion-dollar  merg¬ 
er  deals,  network  and  informa¬ 
tion  systems  (IS)  managers  will 
be  left  to  pick  up  the  pieces.  Of¬ 
ten,  the  success  of  a  merger  will 
depend  on  how  well  managers 
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consolidate  the  banks’  networks 
and  IS  platforms. 

Manufacturers  Hanover  and 
Chemical  Bank  expect  to  save 
$650  million  annually  once  they 
have  consolidated  operations, 
which  will  involve  closing  70  of 
the  combined  banks’  660  branch 
offices  and  laying  off  6,200  work¬ 
ers.  The  annual  savings  will  be  al¬ 
most  double  the  firms’  combined 
1990  earnings. 

“The  consolidation  of  bank 
branches  and  technology  ac¬ 
counts  for  most  of  the  savings  in 
any  bank  merger,”  said  Jack  Han¬ 
cock,  executive  vice-president  of 
( continued  on  page  62 ) 


Briefs 


Frame  Relay  Forum  elects  officers.  At 

its  first  annual  meeting  here  last  week,  the  Frame 
Relay  Forum,  a  vendor  consortium  seeking  to  estab¬ 
lish  a  common  frame  relay  implementation  stan¬ 
dard,  elected  its  first  officers.  Tom  Jones  of  Netrix 
Corp.  was  selected  as  president  of  the  group,  David 
Walta  of  Northern  Telecom,  Inc.  as  vice-president, 
Richard  Klapman  of  AT&T  as  treasurer  and  Robert 
Miller  of  US  Sprint  Communications  Co.  as  secre¬ 
tary. 


in  Poland  and  later  be  expanded  to  include  more 
than  600  branches.  The  contract  is  estimated  to  be 
valued  at  $7  million. 


Hughes  plans  low-end  switch.  Hughes 
Network  Systems,  Inc.,  a  division  of  Hughes  Aircraft 
Co.,  plans  to  roll  out  in  mid- 1992  a  low-end  frame 
relay  switch  that  will  be  about  one-fourth  the  size  of 
the  company’s  current  entry-level  Integrated  Pack¬ 
et  Switch,  according  to  Larry  Mauceri,  senior  direc¬ 
tor  of  product  planning.  The  new  low-end  switch 
will  have  16  ports  and  will  support  the  Simple  Net¬ 
work  Management  Protocol,  Mauceri  said. 


GDC  trims  10%  of  work  force.  General 
DataComm  Industries,  Inc.  (GDC)  last  week  laid  off 
about  190  workers,  10%  of  its  1,900  employees. 
About  one-half  of  those  laid  off  worked  in  a  manu¬ 
facturing  facility  in  Naugatuck,  Conn.,  a  company 
spokeswoman  said,  while  the  remainder  came  from 
GDC  offices  worldwide.  GDC,  which  makes  T-l  mul¬ 
tiplexers  and  other  communications  equipment,  at¬ 
tributed  the  layoffs  to  economic  slowdowns  in  Can¬ 
ada,  the  U.S.  and  the  U.K.  Growth  is  still  good  in  the 
rest  of  Europe,  although  it  has  slowed  somewhat, 
the  spokeswoman  said.  Company  revenue  has  been 
flat  at  about  $200  million  annually  for  the  past 
three  or  four  years. 


AT&T  to  make  token  gesture.  AT&T 
plans  to  add  token-ring  support  to  the  new  models 
of  its  3B2  and  System  7000  mid-range  computers  in 
the  fourth  quarter,  an  AT&T  Computer  Systems  ex¬ 
ecutive  said  at  a  briefing  last  week.  The  first  imple¬ 
mentation  will  enable  the  AT&T  computers  to  tie 
into  16M  bit/sec  token-ring  nets  via  a  Transmission 
Control  Protocol/Internet  Protocol  stack,  said 
James  Clark,  vice-president  of  mid-range,  fault-tol¬ 
erant  and  high-performance  systems  for  AT&T 
Computer  Systems. 


Octel  buys  software  firm.  Octel  Commu¬ 
nications  Corp.  last  week  announced  the  acquisition 
of  Allegro  Intelligent  Systems,  Ltd.,  a  Tel  Aviv,  Isra¬ 
el-based  maker  of  voice  response  systems  and  soft¬ 
ware.  Terms  of  the  deal  were  not  disclosed.  Octel 
and  Allegro  have  worked  together  for  the  past  18 
months  on  product  development  that  resulted  in 
Octel  TransAct,  a  recently  announced  interactive 
voice  response  product  from  Octel.  Allegro  will  be¬ 
come  a  wholly  owned  subsidiary  called  Octel  Com¬ 
munications  (Israel),  Ltd. 


Carriers  flex  muscles  abroad.  MCI 

Communications  Corp.  last  week  announced  that  it 
will  interconnect  its  MCI  Vnet  international  virtual 
network  service  to  similar  services  in  four  addition¬ 
al  countries.  MCI  Vnet  will  be  connected  to  Italcable 
in  Italy,  Kokusai  Denshin  Denwa,  Ltd.  (KDD)  in  Ja¬ 
pan,  Compania  Telefonica  Nacional  de  Espana  in 
Spain  and  Mercury  Communications,  Ltd.  in  the 
U.K.  MCI  is  also  discussing  connecting  Vnet  to  Tele¬ 
com  Canada’s  Virtual  Corporate  Network  service. 

In  other  international  news,  Sprint  International 
announced  it  has  signed  a  multiyear  contract  with 
Powszechna  Kasa  Oszczednosci  (PKO),  the  largest 
bank  in  Poland,  to  build  a  packet-switched  data  net¬ 
work  that  will  initially  link  about  1 00  bank  branches 


AT&T  posts  profits.  AT&T  last  week  an¬ 
nounced  second-quarter  revenues  of  $9  53  billion, 
up  5  4%  from  the  corresponding  period  last  year. 
Net  income  for  the  quarter  reached  $828  million,  a 
26%  increase  from  the  $657  million  recorded  for 
the  similar  period  in  1990.  More  than  half  of  that 
gain  resulted  from  AT&T’s  sale  of  its  share  in  Sun 
Microsystems,  Inc. 

The  company  also  warned  that  it  would  take  a  $4 
billion  write-off  by  year  end  to  cover  expenses  in¬ 
curred  in  its  recent  acquisition  of  NCR  Corp.  The 
pretax  charge  would  be  the  second  largest  in  the  car¬ 
rier’s  history.  In  1983,  AT&T  claimed  the  largest 
write-off  ever  by  a  U.S.  company  when  it  took  $7.3 
billion  in  special  charges  before  divestiture.  AT&T 
said  the  charges  will  cost  the  carrier  $2.5  billion  af¬ 
ter  taxes,  absorbing  most  of  the  year’s  profits. 
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tips,  leave  change  of  address  re¬ 
quests,  interact  with  other  read¬ 
ers,  download  free  software  and 
hunt  for  jobs. 


Use  your  IBM,  Apple  or  other  mi¬ 
crocomputer  to  reach  the  BBS  at 
300  to  2,400  bit/sec  (8N1)  by  di¬ 
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speeds  up  to  9-6K  bit/sec  by  dial¬ 
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speak  to  us  directly  by  calling 
(800)  622-1108. 
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1980  Introduced  the  first  major  public  e-mail  service.  1985  Sprint  introduces  the  world's  first  virtual  private  network.  1987  Fight  million  FONCARDs5"  distributed  in  first  year 


Too  much  capacity. 


Not  enough  capacity. 


NOW  YOU  CAN  AVOID  THE  THREE  BIGGEST 
MISTAKES  IN  DATA  COMMUNICATIONS. 


It  you’re  like  most  people,  some¬ 
times  you  send  huge  volumes  of  data. 
And  sometimes  next  to  none. 

That’s  why  Sprint’s®  Switched 
Digital  Sendees  make  so  much  sense. 
They  give  you  all  the  capacity 
you  need.  When  you  need  it.  Whether 


it’s  56  Kbps  for  file  transfer  or 
448  Kbps  lor  videoconferencing. 
And  you  only  pay  for  the  time 
you  actually  use. 

And  we  carry  voice  and  data  on 
the  same  network.  Which  has  100% 
digital  switches.  And  100%  fiber 


optic  transmission.  Nationwide. 

So  you  get  the  reliability  you  need 
for  critical  data.  And  the  accuracy. 
All  for  the  price  of  a  voice  call. 

If  you’d  like  to  know  more,  just 
call  1-800-359-3302.  And  we’ll 
show  you  how  to  handle  big  volumes 


of  data.  Without  running  into  huge 
problems  with  your  overhead. 


C  1991  US  Sprint  Communications  Company  Limited  Partnership. 


1988  Sprint  awarded  40%  of  Federal  Telecommunications  System  2000  contract  First  to  deploy  SS 7  nationwide.  1990  Sprint  announces  the  first  commercial  video  services  to  the  Soviet  Union. 


Novell  to  acquire  desktop 
OS  vendor  Digital  Research 

Merger  should  expand  performance  of  NetWare. 


Vendor  group  to  test  X.500 
E-mail  directory  capabilities 


By  Caryn  Giltooly 

_ Senior  Editor _ 

PROVO,  Utah  —  Novell,  Inc. 
last  week  agreed  to  acquire  desk¬ 
top  operating  system  vendor  Dig¬ 
ital  Research,  Inc.  in  a  stock  swap 
valued  at  $8  million. 

The  acquisition  will  enable 
both  companies  to  augment  Digi¬ 
tal  Research’s  existing  DOS  clone 
to  handle  basic  Novell  NetWare 
functions  at  the  operating  system 
level,  which  would  improve  the 
performance  of  NetWare  on  a  cli¬ 
ent  workstation. 

Furthermore,  by  off-loading 
some  functions,  such  as  file  trans¬ 
fer  routines,  to  the  operating  sys¬ 
tem,  Novell  will  be  able  to  focus 
on  providing  higher  level  services 
within  NetWare. 

The  agreement  will  result  in  a 
much  tighter  fit  for  NetWare  with 
a  desktop  operating  system,  just 
as  Microsoft  Corp.  ’s  LAN  Manager 
is  tied  to  OS/2. 

Digital  Research,  based  in 
Monterey,  Calif.,  markets  a  clone 
of  Microsoft’s  MS-DOS,  called  DR 
DOS,  in  addition  to  a  multitasking 
operating  system  called  FlexOS. 


Second  in  a  three-part  series 
examining  trends  in  desktop 
operating  systems. 

By  Caryn  Gillooly 

_ Senior  Editor _ 

Of  the  most  popular  desktop 
operating  systems  in  use  —  Unix, 
DOS  and  OS/2  —  the  latter  is  the 
one  with  the  most  uncertain  fu¬ 
ture. 

Today,  there  is  one  version  of 
OS/2:  OS/2  1 .3  from  IBM.  But  by 
the  end  of  the  year,  IBM  is  expect¬ 
ed  to  announce  Version  2.0,  and 
within  12  months,  Microsoft 
Corp.  is  scheduled  to  release  Ver¬ 
sion  3-0. 

Although  this  may  make  it 
sound  like  IBM  and  Microsoft 
have  carefully  crafted  a  viable  up¬ 
grade  path  for  OS/2,  that  is  not 
the  case.  IBM’s  OS/2  2.0  will  be 
based  on  a  different  operating 
system  kernel  than  Microsoft’s 
Version  3-0. 

Further  clouding  OS/2’s  fu¬ 
ture  is  IBM’s  tentative  agreement 
with  Apple  Computer,  Inc.  to  de¬ 
velop  a  new  object-oriented  desk¬ 
top  operating  system,  code- 
named  Pink,  that  would  super¬ 
sede  OS/2. 

“The  whole  question  of  OS/2 
is  up  in  the  air  right  now,”  said  Ja¬ 
mie  Lewis,  vice-president  at 
Clarke  Burton  Corp.,  a  consulting 
firm  based  in  Salt  Lake  City.  “At 
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Under  the  terms  of  the  agree¬ 
ment,  Digital  Research  will  be¬ 
come  a  wholly  owned  subsidiary 
of  Novell. 

According  to  Darryl  Miller,  ex¬ 
ecutive  vice-president  at  Novell, 
the  merger  will  spawn  a  more 
network-ready  DOS. 

“Our  primary  goal  is  to  en¬ 
hance  the  networking  capabili¬ 
ties  of  DOS  itself,  such  that  you’ll 
see  easier  [network]  installation, 
greater  network  management 
control  and  software  distribution 
capabilities,  and  better  accessi¬ 
bility  to  local  and  remote  data,” 
he  said. 

Miller  noted  that  the  agree¬ 
ment  comes  in  response  to  cus¬ 
tomer  demands. 

“Most  companies’  plans  have 
changed  their  strategy  from  hav¬ 
ing  1 5%  to  20%  of  the  desktops 
connected  to  100%  connected,” 
he  said. 

That  shift  increased  the  need 
for  Novell  to  enhance  the  link  be¬ 
tween  NetWare  and  DOS. 

Analysts  said  Novell  might 
have  preferred  to  tie  NetWare  to 
MS-DOS,  but  Microsoft’s  refusal 


this  point,  there’s  no  longer  an 
OS/2.” 

The  question  is  relevant  to  us¬ 
ers  because  future  desktop  oper¬ 
ating  systems  will  be  much  more 
closely  integrated  with  the  net¬ 
work  operating  system. 

“There’s  no  question  that 
some  basic  network  services  will 
be  more  intrinsic  to  the  desktop,” 
Lewis  said.  “There  will  always  be 
a  need  for  a  high-performance 
back  end  [such  as  Novell,  Inc.’s 
NetWare],  but  you’ll  have  a  lot 
more  basic  functionality  built 
into  the  client  operating  system.” 

Dueling  strategies 

Last  September,  IBM  and  Mi¬ 
crosoft  officially  parted  ways 
when  IBM  said  it  would  develop 
OS/2  2.0  and  hand  over  the  de¬ 
velopment  of  OS/2  3-0  to  Micro¬ 
soft. 

Soon  after,  Microsoft  an¬ 
nounced  that  OS/2  3-0  would  not 
simply  be  a  new  version  of  OS/2, 
as  expected,  but  instead  would  be 
based  on  a  combination  of  Micro¬ 
soft  Windows  and  DOS. 

The  product,  Windows  New 
Technology  (NT),  will  be  based 
on  a  32-bit  architecture,  run  on 
machines  based  on  either  Intel 
Corp.  or  Reduced  Instruction  Set 
Computer  (RISC)  microproces¬ 
sors  and  support  applications  de¬ 
veloped  for  DOS,  OS/2  and  Por¬ 


to  share  prerelease  technology 
made  that  virtually  impossible. 
Therefore,  Novell  had  little 
choice  but  to  tie  NetWare  to  its 
own  version  of  DOS. 

“Customers  have  felt  [the  dis¬ 
jointed  NetWare  and  MS-DOS  de¬ 
velopment]  over  the  years,”  said 
Cheryl  Currid,  president  of  Cur- 
rid  &  Co.,  a  consulting  firm  based 
in  Houston.  “Particularly  when 
new  releases  of  NetWare  came 
out  and  there  were  slight  incom¬ 
patibilities  with  MS-DOS.” 

Novell  also  could  have  devel¬ 
oped  its  own  operating  system, 
but,  according  to  Miller,  the  pur¬ 
chase  of  Digital  Research  filled 
the  need  immediately. 

(continued  on  page  62 ) 
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table  Operating  System  Interface 
X  (POSIX)  environments. 

For  users  that  want  to  use 
OS/2  or  develop  applications  in 
an  OS/2  environment,  Microsoft 
said  it  will  sell  an  OS/2  applica¬ 
tion  program  interface  bundled 
with  the  product  and  call  that 
package  OS/2  3-0. 

Strangely  enough,  Microsoft’s 
Windows  NT  does  not  sound  very 
different  from  IBM’s  upcoming 
OS/2  2.0.  This  operating  system 
will  also  have  a  32-bit  architec¬ 
ture  and  will  be  able  to  run  DOS, 
OS/2  and  Windows  applications. 

Unfortunately,  it  is  difficult  to 
compare  the  functionality  of 
OS/2  2.0  and  Windows  NT  be¬ 
cause  Microsoft  has  yet  to  dem¬ 
onstrate  the  latter. 

Because  IBM  will  have  OS/2 
2.0  out  by  year  end,  the  offering 
might  have  been  the  more  logical 
choice  for  users  looking  to  move 
up  from  DOS.  But  the  recent  Ap- 
ple-IBM  agreement  has  raised 
questions  about  IBM’s  intentions. 

Since  announcing  the  Apple 
agreement,  IBM  has  stressed  that 
it  is  committed  to  OS/2  and  will 
continue  to  enhance  the  product. 
But  the  vendor  has  also  stated 
that  Pink  will  be  the  next  step  af¬ 
ter  OS/2,  and  this  may  make 
some  users  rethink  their  migra¬ 
tions  plans. 

“The  fragmentation  hurts 
OS/2.  It  will  help  keep  DOS 
where  it  is  and  will  mean  more 
people  will  go  out  and  buy  [  Micro¬ 
soft]  Windows”  to  use  with  DOS, 
Lewis  said.  “DOS  will  be  with  us 
for  a  long,  long  time.”  □ 


By  Bob  Brown 

_ Senior  Editor _ 

SAN  FRANCISCO  —  A  group 
of  electronic  mail  service  provid¬ 
ers  last  week  said  it  will  launch  an 
X.500  pilot  program  designed  to 
speed  the  establishment  of  a  uni¬ 
versal  public  directory  service  for 
E-mail  users. 

Members  of  the  North  Ameri¬ 
can  Directory  Forum  (NADF) 
said  the  development  of  an  X.500 
directory  of  E-mail  addresses 
would  let  users  locate  addresses 
as  easily  as  finding  telephone 
numbers  via  directory  assistance. 
Customers  on  one  carrier’s  net¬ 
work  today  cannot  search  for  ad¬ 
dresses  of  users  on  other  nets. 

The  pilot  program,  scheduled 
to  begin  early  next  year,  will  be 
designed  to  test  interaction 
among  the  E-mail  directories  op¬ 
erated  by  various  public  network 
providers  belonging  to  the  NADF. 

The  NADF  is  a  consortium  of 
domestic  and  Canadian  E-mail 
network  carriers  formed  last  year 
to  discuss  operational,  commer¬ 
cial  and  technical  issues  involved 
in  implementing  a  universal  E- 
mail  directory  based  on  the 
CCITT  X.500  Series  of  Recom¬ 
mendations.  NADF  members, 
which  include  AT&T,  BT  North 
America,  Inc.,  IBM  and  Sprint  In¬ 
ternational,  will  serve  as  users  of 
the  X.500  pilot  network. 

“Proprietary  directories  have 
served  the  carriers  and  their  cus- 


By  Bob  Brown 

_ Senior  Editor _ 

PEABODY,  Mass.  —  Picture¬ 
Tel  Corp.  last  week  slashed  by 
41%  the  entry  price  for  buying 
into  videoconferencing  with  the 
unveiling  of  two  new  low-cost 
systems,  including  the  market’s 
first  black-and-white  offering. 

PictureTel  executives  hope 
the  two  new  models  for  its  exist¬ 
ing  System  4000  line,  priced  at 
$19,900  and  $24,900,  will  ap¬ 
peal  to  customers  that  previously 
could  not  afford  videoconferenc¬ 
ing.  The  company  is  also  target¬ 
ing  the  products  at  existing  cus¬ 
tomers  who  want  to  expand  their 
video  networks. 

Analysts  said  the  products 
could  trigger  market  price  com¬ 
petition  given  the  fact  that  the 
previously  lowest  priced  video- 
conferencing  systems  sold  for  be¬ 
tween  $35,000  and  $40,000. 

“It’ll  be  interesting  to  see  how 
the  competition  reacts,”  said  Tim 
McElgunn,  associate  editor/ana¬ 
lyst  at  Datapro  Research  Group,  a 


tomers  quite  nicely  up  to  now,” 
said  Gary  Rowe,  core  services  di¬ 
rector  for  AT&T  Easy  Link  Ser¬ 
vices  and  AT&T’s  representative 
to  the  NADF.  But  the  advent  of 
X.400,  which  provided  for  the  in¬ 
terconnection  of  public  and  pri¬ 
vate  nets  and  enabled  users  to 
perform  interenterprise  messag¬ 
ing,  is  forcing  the  move  to  X.500 
directories. 

In  recent  months,  the  NADF 
has  defined  guidelines  for  what 
an  X.500  directory  should  look 
like,  setting  the  foundation  for 
the  pilot  program,  Rowe  said. 

Among  the  areas  to  be  ex¬ 
plored  during  the  test  are  various 
techniques  for  updating  informa¬ 
tion  in  a  distributed  directory  en¬ 
vironment,  testing  interaction 
between  private  user  and  public 
network  directories,  and  control¬ 
ling  access  to  the  directory  — 
one  of  the  group’s  more  serious 
implementation  challenges,  he 
explained.  The  pilot  will  also  let 
carriers  evaluate  performance  is¬ 
sues  involved  with  address 
searches. 

Detailed  goals  of  the  pilot  are 
scheduled  to  be  finalized  by  year 
end  and  a  working  group  is  being 
established  to  head  up  that  effort, 
said  Ted  Myer,  forum  cochairman 
and  a  principal  with  Rapport 
Communication,  a  Washington, 
D.C.  consulting  firm. 

“Nobody  has  really  ever  at- 
( continued  on  page  61) 


Delran,  N.J.,  research  firm. 
“[$20,000]  is  a  pretty  attractive 
number  for  a  lot  of  [users].  The 
price  brings  this  product  down  to 
a  new  market  level.” 

PictureTel’s  Model  20  Admin¬ 
istrator  System  supports  full-mo¬ 
tion  black-and-white  video  trans¬ 
missions  and  costs  $19,900, 
while  the  similar  Model  100  Pro¬ 
fessional  System  supports  color 
video  and  costs  $24,900. 

Both  systems,  which  will  be 
available  in  two  months,  feature  a 
20-in.  monitor  and  include  Pic¬ 
tureTel’s  proprietary  echo-can¬ 
cellation  algorithm,  dubbed  Inte- 
( continued  on  page  62 ) 


Correction:  The  story 

“House  waffles  over  two 
RBHC  manufacturing  bills” 
(NW,  July  15)  incorrectly 
identified  Michael  Birck.  He  is 
chairman  of  the  Telecom¬ 
munications  Industries  Asso¬ 
ciation  in  Washington,  D.C. 


OS/2  future  clouded  by 
fragmentation  of  backers 


PictureTel  intros  low-cost 
videoconferencing  systems 

Offers  market’s  first  black-and-white  model. 


This  is  no  way  to 
conduct  LAN  management. 


Introducing  the  Maestro  Intelligent  Switching  Hub. 

The  only  way  to  orchestrate  your  LANs  right  from  your  desktop. 


It  seems  the  more  critical  your 
Token  Ring  LANs  become,  the 
more  time  you  waste  in  the  wiring 
closet-reconfiguring  rings,  con- 
necting  spares,  adding  users.  It’s 
error-prone,  time-consuming  and 
unproductive. 

Now  Bytex®  introduces  a  way 
to  really  manage  your  network: 
the  Maestro™ 

Intelligent 
Switching  Hub™ 

Token  Ring  control  at  the 

flick  of  a  wrist.  Maestro  uses 
Bytex’s  proven  switching  technol¬ 
ogy  to  provide  LAN  configura¬ 
tion  and  management  under  soft- 


m  a  e  s  t  r  o 


ware  control.  Right 
from  your  desktop. 

Need  to  move  a  PC 
from  one  ring  to  an¬ 
other?  Just  change  it 
on  your  screen  and 
Maestro  reconfigures 
it.  Need  to  replace  a 
failed  unit  with  a  spare?  Maestro 
switches  it  on-line  for 
you.  No  more  trips  to 
the  wiring  closet.  No 
more  delays  while  you  struggle 
with  cabling.  It’s  a  new  era  in 
LAN  control  and  management. 

How  does  99.99%  availability 
sound?  For  over  10  years,  mis¬ 


sion-critical  networks 
worldwide  have  relied 
on  Bytex’s  redundant, 
fault-tolerant  switching 
technology  to  achieve 
99.99%  uptime.  Now 
Maestro  brings  that 
same  technology  to 
Token  Ring  LANs.  Maestro 
means  higher  network  availability, 
improved  productivity  and 
reduced  cost. 

Ask  for  a  private  audition. 

If  you’re  using  LANs  for  critical 
applications,  you  need  the  con¬ 
trol  and  reliability  that  only 
Maestro  offers.  Call  Bytex  today. 


Once  you  see  what  Maestro  can 
do,  you’ll  sing  its  praises,  too. 

Call  1-800-23-BYTEX. 

Code:NW72291  ] 

□  Rush  me  "The  6  Toughest  Questions 
You  Can  Ask  A  Hub  vendor"-FREE! 

□  Contact  me  for  a  demonstration 

Name _ 

Title _ 

Company _  | 

Address _  i 


Telephone _ 

Mail  to:  Bytex  Corporation,  120  Turnpike  Rd., 
Southborough,  MA  01772-1886 


Bytex  in  a  registered  trademark  and  Maestro  and  Intelligent  Switching 

of  Bytex  G»rp. 


Fleet/Norstar  to 
link  900  offices 
with  VSAT  net 

By  Wayne  Eckerson 

_ Senior  Editor _ 

PROVIDENCE,  R.I.  —  Fleet/Norstar  Fi¬ 
nancial  Group,  Inc.  last  week  said  it  will 
build  a  very  small  aperture  terminal  satel¬ 
lite  network  to  link  900  branch  offices  to 
its  main  data  center  in  Albany,  N.Y. 

The  VSAT  net,  which  will  be  built  by 
AT&T  Tridom,  is  expected  to  save  the  fi¬ 
nancial  services  firm  more  than  $5  million 
during  the  next  five  years  in  local  access 
and  line  costs,  according  to  Michael  Zuc¬ 
chini,  executive  vice-president  and  chief 
information  officer.  Terms  of  the  deal  with 
AT&T  Tridom  w'ere  not  disclosed. 

Besides  the  cost  savings,  Fleet/Norstar 
decided  to  go  with  VSATs  because,  com¬ 
pared  to  terrestrial  lines,  the  technology  is 
more  reliable  and  makes  it  easier  to  add 
new  branch  offices,  Zucchini  said. 

After  completing  a  10-month  pilot  test 
using  VSATs  to  link  30  branch  offices  to  the 
Albany  data  center,  Zucchini  said,  “Every¬ 
thing  AT&T  [Tridom]  told  us  about  VSATs 
was  true.  We  were  very  impressed  with  the 
[network’s]  reliability.”  AT&T  Tridom 
guarantees  99-5%  or  better  uptime. 

Work  on  the  the  full-scale  VSAT  net¬ 


work  will  begin  this  month,  and  the  project 
is  scheduled  for  completion  next  spring. 

The  net,  which  will  support  speeds  of 
56K  bit/sec  or  less,  will  replace  low-speed 
leased  lines  connecting  600  Fleet/ 
Norstar  branch  offices  in  Connecticut, 
Maine,  New  Hampshire,  New  York  and 
Rhode  Island  to  the  data  center.  In  addi¬ 
tion,  the  network  will  support  300  branch 
offices  formerly  owned  by  the  Bank  of  New 
England,  which  Fleet/Norstar  acquired  in 
a  $625  million  takeover  deal  that  was  fi¬ 
nalized  last  week. 

The  VSAT  net  will  support  the  bank’s 
automated  teller  machines  and  worksta¬ 
tions  used  by  bank  tellers  and  customer 
service  representatives  to  execute  transac¬ 
tions  such  as  withdrawals,  deposits,  cus¬ 
tomer  account  lookups  and  other  custom¬ 
er  service  activities. 

The  branch  offices  communicate  with 
the  data  center  using  IBM  Systems  Net¬ 
work  Architecture  Synchronous  Data  Link 
Control  protocols,  while  the  ATMs  use  Bi¬ 
nary  Synchronous  Communications  pro¬ 
tocols.  In  the  future,  Fleet/Norstar  expects 
to  support  local-area  network  traffic  using 
X.25  protocols,  an  AT&T  spokesman  said. 

In  addition,  the  VSAT  network  will  sup¬ 
port  burglar  alarms,  which  will  be  routed 
to  the  data  center  and  back  to  local  police 
surveillance  centers.  Eventually,  it  will 
support  videoconferencing,  Zucchini  said. 

Under  the  contract,  AT&T  Tridom  will 
install  a  private  hub  earth  station  on  the 
roof  of  Fleet/Norstar’s  operations  center 
( continued  on  page  60 ) 


New  forum  promotes 
switched  services 

continued  from  page  2 
ways  to  promote  switched  services  for 
more  than  a  year,  have  been  the  driving 
force  behind  the  group. 

Companies  that  attended  the  meeting 
last  week  and  expressed  interest  in  joining 
SDSAF  include  Ascend  Communications, 
Inc.,  AT&T,  BellSouth  Corp.,  GTE  Tele¬ 
phone  Operations,  MCI  Communications 
Corp.,  Motorola/Codex  Corp.,  Newbridge 
Networks,  Inc.,  Pacific  Bell,  Southwestern 
Bell  Corp.,  Timeplex,  Inc.,  Teleos  Commu¬ 
nications,  Inc.,  United  Telecommunica¬ 
tions,  Inc.  (US  Sprint’s  parent  company), 
US  West,  Inc.  andVideoTelecom,  Inc. 

Although  the  Big  Three  long-distance 
carriers  all  offer  switched  56K  bit/sec  ser¬ 
vices,  users  remain  largely  unaware  of 
these  offerings,  according  to  Bernie 
Schneider,  SDSAF’s  president  and  director 
of  product  management  at  Sprint  Data 
Group. 

In  order  to  attract  users,  the  forum  will 
help  develop  switched  56K  bit/sec  applica¬ 
tions  and  ease  the  implementation  of  the 
service  as  much  as  possible,  he  said. 

Problems  that  the  SDSAF  will  be  work¬ 
ing  to  resolve  include  a  lack  of  compatibil¬ 
ity  in  local  carrier  technology  and  net¬ 
work  architectures;  the  lack  of  interoper¬ 
ability  among  long-distance  carriers’ 
services;  questions  about  interconnecting 
switched  56K  bit/sec  and  Integrated  Ser¬ 
vices  Digital  Network  services;  and  the  cre¬ 
ation  of  procedures  to  deal  with  the  unpre- 
dicatable  switched  digital  traffic  loads. 

In  terms  of  applications,  switched  56K 
bit/sec  has  been  used  largely  as  a  backup 
service  for  private  lines,  but  forum  attend¬ 
ees  said  the  service  would  work  well  for 
videoconferencing,  facsimile  and  the  link¬ 
ing  of  local-area  networks. 


AT&T  to  build  nat’l 
LAN  internet  for  IRS 

continued  from  page  2 
ceived.  The  contract  will  be  the  basis  for  all 
IRS  network  purchases  during  the  next 
seven  years.  Other  Treasury  agencies, 
such  as  the  U.S.  Customs  Service,  will  have 
the  option  of  purchasing  equipment  and 
services  through  the  TMAC  contract  as 
well. 

Fadely  said  1 20,000  IRS  employees  at 
64  district  offices,  numerous  satellite  of¬ 
fices,  10  nationwide  taxpayer  service  cen¬ 
ters  and  seven  regional  offices  are  not  fully 
networked  today. 

Only  the  10  taxpayer  service  centers 
currently  can  access  the  Martinsburg  main¬ 
frames  by  means  of  the  IRS’  X.25  packet¬ 
switching  network,  Fadely  said. 

Under  the  TMAC  award,  AT&T  will  de¬ 
liver  as  many  as  3,200  Reduced  Instruc¬ 
tion  Set  Computer-based  Pyramid  Tech¬ 
nology  Corp.  MISe  servers, ‘  about  50,000 
AT&T  Intel  Corp.  80386-based  worksta¬ 
tions  for  use  as  LAN  clients  and  an  indefi¬ 
nite  number  of  LANs,  bridges,  routers, 
multiplexers,  and  other  network  products 
and  peripherals,  such  as  printers. 

Under  the  contract,  AT&T  will  supply 
an  Integrated  Applications  Suite  of  appli¬ 
cations  it  developed  based  on  off-the-shelf 
data  base,  financial  and  accounting  soft¬ 
ware,  as  well  as  text-search  and  retrieval 
packages  from  multiple  vendors. 

AT&T  teamed  up  with  two  primary  sub¬ 
contractors,  Pyramid  and  Computer  Sci¬ 
ences  Corp.  (CSC),  in  winning  the  deal 
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ntelligent  Digital  Multiplexer 


Until  now  Fractional  T1  products  had 
"fractional"  features  to  match.  The  SCITEC 
IDM  has  all  the  features  you'd  never  expect 
to  find  in  T1  and  FT1  access  equipment. 

Intelligence  and  features  to  create  networks 
which  provide  integrated  solutions. 

•  Up  to  8  DTE  ports 

•  N  x  56,  64  data  rates 

•  Hot-insertable  cards 

•  Effortless  user-interface 

•  ESF  monitoring 

•  Comprehensive  BERT 

•  Integrated  CSU 

•  Remote  configuration 

•  CEPT  compatible 
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Discover  the  IDM,  a  T1/FT1  access  pro¬ 
duct  from  a  company  committed  to  wide- 
area  networking...  worldwide. 

Call  Now.. .1-800-343-0928 
Or  Fax.. .1-401-849-8020 


Scitec  Communication  Systems  Limited  •  North  America  •  Europe  •  Australia  •  Asia  Pacific 


Although  the  group  is  trying  to  foster  an 
alliance  among  a  somewhat  uneasy  group 
of  competitors,  several  attendees  said  they 
believed  that  cooperation  was  the  only 
way  to  push  the  switched  56K  bit/sec  mar¬ 
ket. 

“I  like  to  think  about  making  the  pie 
bigger  because  then  everyone  gets  a  bigger 
piece  of  the  pie,”  said  Walter  Suski,  district 
manager  for  AT&T  Switched  Digital  Ser¬ 
vices. 

He  pointed  out  that  the  only  way  to 
make  that  happen  is  for  vendors  to  put  all 
of  the  pieces  together  for  customer  appli¬ 
cations. 

“Switched  data  isn’t  like  voice,”  he 
said.  “With  switched  data,  you  have  to  sell 
an  application  —  you  have  to  show  cus¬ 
tomers  how  all  of  the  pieces  go  together. 
You  can’t  expect  customers  to  do  it  them¬ 
selves.” 

Martin  Burack,  senior  manager  of  data 
services  marketing  at  MCI,  agrees  there 
are  technical  issues  that  need  industry  co¬ 
operation  to  resolve.  “The  need  for 
[switched  56K  bit/sec]  isn’t  quite  here  yet 
and  neither  is  the  capability,  so  there  have 
to  be  some  risks  taken  on  both  sides,”  he 
said. 

Burack  noted  that  some  of  the  interop¬ 
erability  requirements  sought  by  switched 
56K  bit/ sec  vendors  and  users  exceed  what 
is  available  with  some  voice  services  today. 
For  example,  virtual  private  network  ser¬ 
vices  are  not  interoperable. 

Glenn  Hall,  director  of  access  manage¬ 
ment  at  US  Sprint,  said  that  once  carriers 
successfully  iron  out  an  interoperability 
plan  for  switched  56K  bit/sec  services,  the 
market  should  take  off. 

“Without  interoperability,  we’re  in  a 
real  struggling  industry,”  he  said.  “When 
you  get  the  interoperability  piece  in  place, 
you  get  rid  of  some  of  that  high-tech  reluc¬ 
tance  of  users.”  □ 


over  separate  teams  led  by  IBM  and  Lock¬ 
heed  Corp.,  which  are  both  weighing  deci¬ 
sions  on  whether  to  protest  the  award. 

AT&T  will  assist  each  IRS  office  in  de¬ 
signing  the  LAN  and  data  base  system  to  fit 
specific  needs,  according  to  Jim  Leto, 
AT&T  Federal  Computer  Systems  vice- 
president  and  general  manager.  He  said 
CSC  will  perform  some  systems  integra¬ 
tion  functions,  including  the  specific  data 
base  design. 

The  typical  design  envisioned  under 
TMAC  will  feature  AT&T  workstations 
networked  to  a  Pyramid  MISe  server, 
which  would  run  a  distributed  database  ap¬ 
plication. 

The  IRS  already  uses  about  100  total  of 
the  MISe  servers  and  older  Pyramid  9000 
series  computers  residing  on  Transmis¬ 
sion  Control  Protocol/Internet  Protocol- 
based  Ethernets,  according  to  Ed  Scott, 
Pyramid’s  executive  vice-president. 

Fadely  and  officials  from  Pyramid  and 
CSC  declined  to  offer  details  about  the 
wide-area  network  links  to  each  of  the  IRS 
offices,  but  sources  said  the  IRS  is  interest¬ 
ed  in  preserving  its  Consolidated  Data  Net¬ 
work,  a  private  X.25  packet-switched  net. 

Under  federal  law,  new  network  pur¬ 
chases  have  to  comply  with  the  Govern¬ 
ment  Open  Systems  Interconnection  Pro¬ 
file  (GOSIP).  In  order  to  satisfy  the  GOSIP 
requirement,  AT&T  will  install  networks 
that  support  a  dual-protocol  stack  of 
TCP/IP  and  OSI  protocols,  providing  a  mi¬ 
gration  path  from  existing  TCP/IP  nets, 
said  Tom  Nixon,  AT&T’s  program  manager 
for  TMAC.  □ 
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Why  have  two  gateways  when  you  can 
accomplish  everything  you  want  with  just  one? 


INTRODUCING  IRMALAN  FOR  EXTENDED  PLATFORMS 


As  the  mainframe  connectivity  expert,  DCA® 
has  now  pioneered  new  ground  with  the 
introduction  of  our  enhanced  3270  gateway, 
IRMALAN™  for  Extended  Platforms  (EP). 

With  our  proven  expertise  in  both  PC 
(IRMALAN)  and  Macintosh®  (MacIRMALAN™) 
gateway  support,  in  addition  to  Windows™ 
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With  IRMALAN /EP  3270 gateway, 
you  can  support  DOS,  Mac  and  Windows 
clients  with  a  single  gateway. 

3270  connectivity  (IRMA™  Workstation  for 
Windows),  we’ve  developed  IRMALAN//?/5  as 
the  single  superior  gateway  solution. 

With  this  single  gateway,  you  can  now 
support  DOS,  Mac  and  Windows  clients. 


And  it’s  also  designed  for  IBM®  NETBIOS, 
Novell’s  IPX/SPX  protocol*  and  AppleTalk? 

And  by  supporting  multiple  platforms 
on  your  LAN,  IRMALAN//?/5  eliminates  the 
need  to  purchase  more  than  one  gateway. 
That’s  a  cost  savings  that  puts  it  far  above 
anything  offered  by  the  competition. 

But  that’s  not  all.  IRMALAN//?/5  comes 
with  RamXpander,™  our  memory  manager 
that  allows  fully  featured  emulation  in  less 
than  40K  of  resident  memory. 

Plus,  our  unique  server  licensing  also 
makes  it  one  of  the  most  cost-effective  gate¬ 
ways  available.  That’s  because  we  base  the 
price  on  how  many  users  on  the  LAN  need 
to  access  the  mainframe  at  once.  So  you 
only  pay  for  the  access  you  need,  choosing 
from  8, 32, 64,  or  128  concurrent  users. 

We’ve  even  made  it  easy  to  purchase 
IRMALAN//?/5  by  including  DFT,  SDLC  and 


802.2  token- ring  gateway  software  under 
NETBIOS,  NetWare®  and  AppleTalk  all  in 
one  package.  So  now,  migrating  to  different 
gateway  technologies  won’t  cost  a  thing. 

To  get  you  up  and  running,  the  DOS 
client  is  also  included.  To  extend  your  plat¬ 
forms,  just  add  software  for  Macintosh  and 
Windows  users  depending  on  your  needs. 

So  now  that  there’s  only  one  gateway 
decision,  just  call  DCA  at  1-800-348-DCA-l, 
ext.  70R,  to  receive  free  information  with 
further  details  on  connecting  your  mixed 
LAN  environments  to  the  mainframe. 

Or  better  yet,  just  call  your  reseller  to 
order  IRMALAN//?/5  today.  Because  with  our 
new  single  gateway  solution,  now  there’s  no 
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•Windows  client  software  is  not  yet  available  for  the  Novell  IPX/SPX  protocol.  ©1991  Digital  Communications  Associates,  Inc.  All  rights  reserved.  DCA  is  a  registered  trademark  and  IRMAIAN,  MacIRMALAN,  IRMA,  and  RamXpander  are  trademarks 

of  Digital  Communications  Associates,  Inc.  AH  other  brand  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  owner. 


Our  bridges 
connect  what  no  other 

bridges  can. 


Network  managers  are  always  getting  caught  in 
the  middle.  On  one  hand,  network  users  want  data 
on  demand  without  network  delays  and  bottlenecks. 
On  the  other,  management  wants  to  keep  down 
their  costs. 

Fortunately,  there’s  a  solution.  The  Microcom 
LAN  Bridge™  (MLB™).  A  highly  flexible  bridging 
solution  that  transparently  links  either  Token  Ring 
or  Ethernet  networks.  The  MLB  provides  high 
performance  remote,  local,  or  combination  bridge 
configurations  on  a  truly  plug  and  play  basis. 

Microcom’s  LAN  Bridge  also  provides  4:1  data 
compression  to  move  LAN  packets  even  faster.  That 
saves  time  and  line  costs  whether  you  use  leased 
lines  at  rates  up  to  2.048M  or  an  X.25  network. 

What’s  more,  Microcom’s  LAN  Bridge  is  modular 
for  easy  expansion.  That  means  your  investment 


is  protected  as  your  network  grows. 

So  why  get  stuck  in  the  middle? 
Choose  a  Microcom  LAN  Bridge. 


C.H  1-800-822-8224 

today  for  more  information  including  our  FREE  guide 
“LAN  Internetworking”  or  FREE  video  "LAN  Internetworking 
Fundamentals”  or  complete  and  mail  this  coupon. 

Please  send  me:  □"LAN  Internetworking"  guide 

□  “LAN  Internetworking  Fundamentals”  video  (quantities  limited.) 


Name  _ Title 

Company _ 

Street _ 


City 


State  _ Zip 


Telephone 


NW7/22 


L  Microcom.  Inc.,  Technology  Guides 

500  River  Ridge  Drive,  Norwood,  Massachusetts  02062-5028 
(61  7)  551  -1000,  Fax:  (617)  551-1021,  International  Fax:  (617)  551-1007 


Microcom  LAN  Bridge  and  MLB  are  trademarks  of  Microcom  Systems.  Inc.  Other  trademarks 


referenced  are  the  property  of  their  respective  holders.  C  Microcom.  Inc.,  1991.  All  rights  reserved. 
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VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Worth  Noting 


“T 

JLf  we  didn’t  get 
support  from  the  CPE 
vendors,  the  viability 
of  [Switched 
Multimegabit  Data 
Service]  would  be 
significantly 
diminished.” 

Steve  Starliper 

SMDS  project  manager 
Pacific  Bell 
San  Ramon,  Calif. 


eople  & 
Positions 


Stanley  Cramton  last 
week  was  named  vice-presi¬ 
dent  and  managing  director  of 
USSR  enterprises  and  Europe¬ 
an  networks  at  US  West, 
Inc.’s  US  West  Diversified 
Group. 

In  this  newly  created  posi¬ 
tion,  Cramton  will  be  based  in 
Moscow  and  be  responsible 
for  US  West  operations  in  the 
Soviet  Union.  He  will  also 
oversee  US  West  network  sys¬ 
tem  development  activities  in 
Europe. 

Previously,  Cramton  was 
director  of  business  develop¬ 
ment  for  US  West  Internation¬ 
al  in  Washington,  D.C.,  where 
he  worked  on  US  West  projects 
in  the  Soviet  Union.  Those 
ventures  included  the  Trans- 
Soviet  Line  project  and  the  cel¬ 
lular  telephone  systems  in 
Leningrad  and  Moscow. 

Howard  Frank,  former 
chairman  of  the  board  of  di¬ 
rectors  at  Fairfax,  Va. -based 
Network  Management, 
Inc.  (NMI),  has  resigned  that 
position  to  become  senior  fel¬ 
low  at  the  University  of  Penn¬ 
sylvania’s  Wharton  School  of 
Business. 

At  the  Wharton  School,  he 
will  conduct  research  into  the 
impact  of  networking  on  orga¬ 
nizational  behavior  and  devel¬ 
op  new  courses  in  information 
studies. 

Frank  will  be  replaced  by 
Francis  Dramis,  who  will 
continue  to  serve  in  his  cur¬ 
rent  capacity  as  NMI’s  presi¬ 
dent  and  chief  executive  offi¬ 
cer.  □ 


DSC  took  steps  to  improve 
quality  before  CCS7  outages 

Firm  recently  reshuffled  staff  to  attack  problems. 


By  Ellen  Messmer 

Washington  Correspondent 

PLANO,  Texas  —  DSC  Com¬ 
munications  Corp.’s  admission 
that  faulty  software  and  inade¬ 
quate  testing  contributed  to  two 
recent  Common  Channel  Signal¬ 
ing  System  7  outages  comes  on 
the  heels  of  an  internal  effort  to 
improve  quality  control. 

One  analyst  last  week  said 
DSC  has  been  thrust  into  the  na¬ 
tional  spotlight  at  a  time  when 
the  company  had  just  completed 
an  executive  reshuffling  aimed  at 
tightening  quality  control. 

Achmad  Chadran,  research 
manager  at  consultancy  North¬ 
ern  Business  Information/Data- 
pro,  said  DSC,  a  maker  of  a  wide 
array  of  network  equipment,  has 
been  hampered  by  quality  control 
problems  in  the  past. 

Some  DSC  customers  had  can¬ 
celed  orders  for  cross-connect 
equipment  because  of  software 
problems,  he  added. 

Chadran  said  DSC  has  a  histo¬ 
ry  of  bowing  to  shareholder  pres¬ 
sure  by  shipping  product  before  it 
is  adequately  tested  in  order  to 
rack  up  sales  before  the  end  of  a 
financial  reporting  period. 

“DSC  got  in  the  habit  at  the 
end  of  the  reporting  period  of 
pushing  machines  off  the  assem¬ 


bly  lines,”  Chadran  said.  A  DSC 
spokesman  declined  comment. 

New  appointment 

Two  months  ago,  the  company 
appointed  Frank  Perpiglia  vice- 
president  of  technology  and 
product  development,  replacing 
Gunnar  Korpinen,  formerly  se¬ 
nior  vice-president  of  the  tech¬ 
nology  group.  Chadran  viewed 
the  appointment  as  an  effort  by 
DSC  to  tighten  quality  control. 

The  DSC  spokesman  declined 
to  establish  a  direct  link  between 
the  quality  control  issue  and  Per- 
piglia’s  appointment  to  replace 
Korpinen,  who  will  remain  as  a 
consultant  to  the  company. 

According  to  the  spokesman, 
the  company  was  determined  to 
overcome  the  events  of  the  past 
few  weeks. 

“Frank  [Perpiglia]  will  be  do¬ 
ing  what  he  can  to  make  sure  we 
do  not  have  a  repeat  of  what  hap¬ 
pened,”  he  said. 

Perpiglia  recently  told  the 
House  Telecommunications  Sub¬ 
committee  that  last  April  DSC 
failed  to  adequately  test  a  switch¬ 
ing  software  upgrade  it  shipped 
to  its  customers. 

The  lack  of  testing  “was  a  key 
contribution  to  the  problem,” 
(continued  on  page  10) 


INDUSTRY  BRIEFS 


MCI  reports  record  revenue.  MCI  Communications 
Corp.  last  week  posted  revenue  of  $2,098  billion  for  its  second 
quarter,  an  11%  jump  over  revenue  for  the  corresponding 
period  last  year. 

According  to  Bert  Roberts,  MCI  president  and  chief  operating 
officer,  the  carrier  is  pleased  but  remains  cautious  in  light  of 
economic  conditions.  MCI  reported  earnings  of  $129  million, 
compared  to  $170  million  for  the  same  quarter  last  year. 

US  Sprint  parent  posts  slight  gains.  United 
Telecommunications,  Inc.,  the  parent  company  of  US  Sprint 
Communications  Co.,  last  week  reported  second-quarter  reve¬ 
nue  of  $1.36  billion,  compared  to  $1.24  billion  for  the 
corresponding  period  last  year. 

Operating  income  was  $73  million,  compared  to  a  loss  of 
$42  million  in  the  second  quarter  of  1990.  United  Telecom  said 
US  Sprint’s  minutes  of  use  grew  14%  over  the  same  period  a 
year  ago. 

Revenue  from  United  Telecom’s  local  operations  were  $696 
million  for  the  second  quarter  ended  June  30,  up  slightly  from 
$684  million  for  the  second  quarter  of  1990. 

3Com,  Make  Systems  ink  deal.  3Com  Corp.  last 
week  said  it  has  entered  into  an  agreement  with  Make  Systems, 
Inc.  of  Mountain  View,  Calif.,  in  which  Make  Systems  will  add 
data  on  3Com’s  NetBuilder  bridge  and  router  line  to  its  Netool 
decision  support  software.  Netool  enables  users  to  simulate 

(continued  on  page  10) 


Routers  on  trial 


Vendors  cooperating  in  SMDS  trials 


1  RBHC 

Router  vendors 

j  Ameritech 

Not  available 

j  Bell  Atlantic  Corp. 

QPSX  Systems,  Ltd. 

BellSouth  Corp. 

Wellfleet  Communications,  Inc. 

2  others  (not  available) 

Nynex  Corp. 

Cisco  Systems,  Inc. 

Wellfleet 

Pacific  Telesis  Group 

Advanced  Computer  Communications 
Cisco 

Ungermann-Bass,  Inc. 

Wellfleet 

Southwestern  Bell  Corp. 

Cisco 

Wellfleet 

US  West,  Inc. 

Not  available 

GRAPHIC  8Y  SUSAN  J.  CHAMPENY 


SOURCE:  REGIONAL  BELL  HOLDING  COMPANIES 


RBHCs  enlist  router 
makers  in  SMDS  tests 

Carriers  hope  to  convince  users  interoperability 
issues  will  be  resolved  once  new  offerings  bow. 


By  Bob  Brown 

Senior  Editor 

Leading  router  suppliers  are 
teaming  up  with  regional  Bell 
holding  companies  in  a  series  of 
Switched  Multimegabit  Data  Ser¬ 
vice  (SMDS)  trials  to  assure  users 
their  equipment  will  work  with 
the  services  when  they  become 
tariffed  offerings. 

Cooperation  between  the 
router  makers  and  the  RBHCs 
should  go  a  long  way  toward  con¬ 
vincing  customers  that  interoper¬ 
ability  issues  relating  to  SMDS 
have  been  addressed,  giving  users 
an  effective  service  to  link  LANs 
over  local  or  regional  distances, 
industry  observers  said. 

“The  CPE  industry  sees  the 
potential  for  SMDS  to  equalize 
the  speeds  between  wide-area 
networks  and  local-area  net¬ 
works,”  said  David  Yates,  a  senior 
product  manager  at  Wellfleet 
Communications,  Inc.,  a  router 
maker  in  Bedford,  Mass.  “In  the 
past,  the  wide-area  network  has 
been  a  bottleneck”  for  linking 
10M  or  even  100M  bit/sec  LANs. 

SMDS  is  a  metropolitan-area 
data  networking  service  that  al¬ 
lows  users  to  transmit  data  at 
speeds  up  to  45M  bit/sec  on  a 
switched  basis  for  peak  loads. 
Therefore,  users  pay  only  for 
bandwidth  used,  as  opposed  to 
dedicated  lines  for  which  users 
must  pay  a  fixed  rate. 

Users  typically  will  employ  a 
router  to  exchange  LAN  traffic 
with  SMDS  nets  and  be  guaran¬ 
teed  that  certain  routers  will 
work  with  specific  SMDS  sendees 
based  on  current  interoperability 
trials. 

Although  existing  routers  lack 
SMDS  interfaces,  major  bridge 
and  router  vendors  have  pledged 
to  support  SMDS  in  future  soft¬ 


ware  upgrades  based  on  informa¬ 
tion  gathered  during  the  RBHCs’ 
SMDS  interoperability  trials. 

To  date,  SMDS  has  been  large¬ 
ly  viewed  as  an  RBHC-backed  ini¬ 
tiative  and  overshadowed  by 
frame  relay,  another  transmis¬ 
sion  alternative  that  customer 
premises  equipment  vendors  and 
users  have  been  quick  to  em¬ 
brace. 

“We’ve  got  to  work  with  other 
vendors  to  verify  SMDS  as  a  viable 
network  service,”  said  Steve  Star¬ 
liper,  SMDS  project  manager  at 
Pacific  Bell  in  San  Ramon,  Calif. 
“We  don’t  want  the  marketplace 

uw 

V V  e  don’t  want 
the  marketplace  to 
perceive  SMDS  as  a 
telco-invented  service.” 

▲  ▲▲ 


to  perceive  SMDS  as  a  telco-in- 
vented  service.” 

Caroline  Cranfill,  SMDS  proj¬ 
ect  manager  within  the  Science 
and  Technology  Department  of 
BellSouth  Corp.  in  Atlanta, 
agreed. 

“By  building  SMDS  interfaces, 
vendors  like  Cisco  [Systems,  Inc.] 
and  Wellfleet  are  sending  users  a 
message  that  SMDS  is  a  useful  ser¬ 
vice,”  she  said.  “If  w-e  couldn’t 
get  [these  vendors]  to  build  SMDS 
interfaces,  there  would  be  no 
point  in  us  offering  these  ser¬ 
vices.” 

Cisco  and  Wellfleet,  two  of  the 
top  players  in  the  router  market, 
(continued  on  page  10) 
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RBHCs  enlist  router 
makers  in  SMDS  tests 

continued  from  page  9 
have  been  among  the  most  active  SMDS 
supporters  in  the  customer  premises 
equipment  market,  but  observers  said  that 
other  vendors  are  expected  to  support  the 
technology  as  well.  Since  SMDS  sendee 
rollouts  will  not  be  in  full  swing  for  at  least 
a  year,  users  shouldn’t  be  concerned  if  a 
particular  router  vendor  is  not  the  first  to 
deliver  an  SMDS  interface,  Starliper  said. 

Both  Cisco  and  Wellfleet  have  pledged 
to  include  SMDS  interfaces  in  the  next  soft¬ 
ware  upgrade  to  their  products  later  this 
year.  They  are  also  working  with  several 
RBHCs,  including  Nynex  Corp.,  Pacific  Bell 


and  Southwestern  Bell  Corp.,  to  test  inter¬ 
operability  between  their  routers  and  the 
carriers’  SMDS  offerings  (see  chart,  page 
9).  All  of  the  RBHCs  are  still  in  the  process 
of  testing  SMDS  switches,  applications  and 
customer  premises  equipment,  including 
routers. 

Earlier  this  month,  for  example,  Bell¬ 
South  announced  it  was  conducting  trials 
based  on  Wellfleet  routers.  The  tests  in¬ 
clude  demonstrating  interoperability  be¬ 
tween  the  Wellfleet  routers  and  Bell- 
South’s  SMDS-compliant  central  office 
switches.  Separately,  BellSouth  will  use 
SMDS-compliant  Wellfleet  gear  to  connect 
about  300  LAN  users  at  BellSouth  sites  in 
Atlanta,  Birmingham,  Ala.,  and  Nashville. 
These  LANs  will  be  linked  over  SMDS  lines 


running  at  1 .5M  and  45M  bit/sec. 

Pacific  Bell  has  been  testing  routers 
from  Advanced  Computer  Communica¬ 
tions,  Cisco  and  Wellfleet  in  multiuser, 
multivendor  SMDS  network  trials.  These 
trials  have  tested  the  performance  of 
bridges  and  routers  when  handling  assort¬ 
ed  traffic  loads  and  addressing  schemes  as 
well  as  interoperating  with  other  vendors’ 
routers. 

While  both  the  RBHCs  and  the  router 
vendors  have  been  pleased  with  the  test  re¬ 
sults  so  far,  issues  related  to  the  actual 
commercial  deployment  of  SMDS  sendees 
could  be  the  major  hurdle. 

“The  real  promise  of  SMDS  will  depend 
largely  on  the  attractiveness  of  the  carri¬ 
ers’  SMDS  tariffs,”  Yates  said.  □ 


V.32b/s  modems,  you  get  true 
38,400  bps  throughput.  And 
that’s  V. whoosh.  With  regular 
V.32  modems,  real  throughput 
is  less  than  30,000  bps. 

V.High  Performance 

ASL™  isU.S.  Robotics’ Adap¬ 
tive  Speed  Leveling.  All  modems 
slow  down  for  line  noise.  But  two 
high  speed  Couriers  working 
together  will  speed  up  again 
when  line  conditions  improve. 
Other  modems  leave  you  stuck 
in  “low.”  That  can  turn  a  $1  call 
into  a  $10  call.  And  that's 
V.  ro  b  u  st  fo  r  V.  savi  ngs . 

V.  Forgettable 

U.S.  Robotics  pioneered 
V.32  bis.  In  fact,  we’ve  been 
shipping  V.32  bis  products  since 
last  year  to  some  of  the  largest 
companies  in  the  world,  includ¬ 
ing  DuPont,  Kodak,  U.S.  West, 
and  CompuServe.  With  U.S. 
Robotics  modems,  these  com¬ 
panies  can  V. forget  about  the 
hassles  of  high  speed  data 
communications,  forget  about 


V.32  modems  are  now 
V.obsolete.  That’s  right,  just 
when  you  thought  it  was  safe  to 
standardize  on  V.32s,  the  CCITT 
officially  approved  the  standard 
for  a  greatly  improved  product, 
the  V.32  bis.  So  before  you 

make  a  V. investment, 
read  on. 


The  Courier  V.32bis, 
HST  and  HST  Dual  Stan¬ 
dard  modems  are  all  available  in 
internal,  external  and  rackmount 
models. 


U. S.  Robotics  and  the  USRobotics  logo  are 
registered  trademarks,  and  Courier.  Courier 

V. 32bis,  Courier  HST,  Courier  HST  Dual 
Standard  and  ASL  are  trademarks  of  U.S. 
Robotics,  Inc. 


[Mobotics 


The  standard:  Courier  V.32bis  with  ASL.™ 


line  noise,  and  forget  about 
resending  data.  In  addition,  they 
can  forget  about  investing  in 
V.obsolescence.  And  so  can  you. 

When  you  need  to  move  up 
to  high  speed  modems,  insist 
on  V.32jb/s  and  U.S.  Robotics. 

1-800-DIAL-USR.  In  Canada: 
1-800-553-3560.  In  the  U.K.: 
Miracom Technology,  Ltd., 

0473  233-888.  Or  write:  U.S. 
Robotics,  Inc.,  Attn:  Marketing 
Dept.,  8100  N.  McCormick  Blvd., 
Skokie,  I L  60076. 


Avoid  Modem 
V.Obsolescence 


V.Fast 

V.32  bis  is  14,400  bps  full 
duplex.  It's  50%  faster  than  a 
V.32,  and  6  times  faster  than 
2400  bps  modems.  When  you 
add  CCITT-standard  V.42b/s 
data  compression,  as  in  our 
Courier  Dual  Standard™  and 


DSC  tried  to  improve 
quality  before  outages 

continued from  page  9 
Perpiglia  admitted.  He  explained  that  the 
software  was  missing  three  lines  of  code, 
which  caused  the  signal  transfer  points  to 
malfunction  under  minor  stress  condi¬ 
tions. 

The  consequence  was  a  series  of  net¬ 
work  crashes  in  past  weeks  for  two  DSC 
customers,  Bell  Atlantic  Corp.  and  Pacific 
Telesis  Group.  Both  Bell  Atlantic  and  Pa¬ 
cific  Telesis  said  DSC’s  remedial  actions 


DSC  at  a  glance 


Headquarters:  Plano,  Texas 

Employees:  4,000+ 

1990  net  income:  $20.1  million 


1990  revenue:  $519.3  million 

1990  revenue  breakdown: 


Analog-to-digital 
multiplexers - 


Tandem 

switches 

25% 


Other 

10% 

2% 


Service 


12% 


2% 


Point-to-multipoint 
p-  radio  equipment 

Digital  cellular 
■—^r-  switches 
7%  t 


15% 

Digital  access  and 
cross-connect 
system  equipment 

27%  X  . 


Intelligent  network  equipment 
-  (Signaling  System  7) 


SOURCE:  DSC  COMMUNICATIONS  CORP. 
GRAPHIC  BY  SUSAN  J.  CHAMPENY 


have  brought  the  situation  under  control 
(“BOCs  divulge  genesis  of  CCS7  crashes,” 
NW,  July  15). 

But  Bell  Communications  Research, 
which  is  heading  the  investigation  task 
force,  told  Congress  it  intends  to  perform 
intensive  testing  on  the  DSC  equipment  in 
conjunction  with  AT&T,  Northern  Tele¬ 
com,  Inc.  and  the  Bell  operating  compa¬ 
nies  to  duplicate  the  outage  conditions  un¬ 
til  engineers  are  satisfied  the  cause  of  the 
failures  has  been  found.  □ 


Industry  Briefs 

continued  from  page  9 

network  configurations  and  traffic  condi¬ 
tions,  thereby  determining  new  perfor¬ 
mance  parameters.  Netool  already  offers 
data  on  Network  Equipment  Technologies, 
Inc.,  Newbridge  Networks,  Inc.  and  Time- 
plex,  Inc.  T-l  equipment. 

MFS  objects  to  PacBell  deal. 

Oakbrook  Terrace,  Ill. -based  alternative 
access  carrier  Metropolitan  Fiber  Systems, 
Inc.  (MFS)  last  week  filed  objections  with 
the  California  Public  Utility  Commission 
regarding  Pacific  Bell’s  proposed  inter¬ 
connection  settlement  agreement  with  Te¬ 
leport  Communications  Group. 

According  to  Royce  Holland,  MFS  presi¬ 
dent  and  chief  executive  officer,  the  inter¬ 
connection  agreement  should  be  rejected 
because  it  lacks  any  cost  justification  for 
the  proposed  rates. 

Holland  said  the  rates  proposed  by  Pa¬ 
cific  Bell  are  four  times  higher  than  rates 
MFS  negotiated  with  New  York  Telephone 
Co.  for  comparable  interconnection  in 
New  York  City  and  seven  times  higher  than 
rates  MFS  has  negotiated  for  comparable 
interconnection  with  Illinois  Bell  Tele¬ 
phone  Co.  in  Chicago.  □ 
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TELECOMMUNICATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Worth  Noting 


United 

Telecommunications, 
Inc.,  which  began  in 
1899  as  a  small 
telephone  company  in 
Abilene,  Kan.,  recently 
installed  its  four  millionth 
access  line.  The 
company  now  operates 
local  carriers  in  1 7 
states  and  owns  US 
Sprint  Communications 
Co. 


arrier 

Watch 


Bell  Communications 
Research  last  week  said  it 
will  soon  offer  testing  of 
Switched  Multimegabit  Data 
Service  (SMDS)  gear  to  ensure 
product  interoperability. 

Bellcore  made  the  an¬ 
nouncement  at  a  meeting  of 
the  SMDS  Interest  Group  at 
the  Communication  Networks 
West  trade  show  in  San  Fran¬ 
cisco.  The  interest  group  in¬ 
cludes  representatives  from 
the  seven  regional  Bell  hold¬ 
ing  companies,  independent 
local  exchange  carriers  and 
various  equipment  vendors. 

The  research  organization, 
which  is  owned  by  the  RBHCs, 
said  it  will  compare  vendors’ 
SMDS  interface  protocols  to 
Bellcore  generic  require¬ 
ments  and  industry  standards. 

SMDS  is  an  emerging  public 
packet-switched  service  that 
will  support  speeds  up  to  45M 
bit/sec.  The  first  technical  au¬ 
dits  of  SMDS  equipment  will  be 
for  equipment  supporting  T-l 
speeds  of  1.54M  bit/sec,  and 
they  could  begin  during  the 
first  quarter  of  next  year.  Test¬ 
ing  at  the  45M  bit/sec  T-3  rate 
should  follow  soon  after. 

The  first  cross-country  In¬ 
tegrated  Services  Digital  Net¬ 
work  call  using  multiple  carri¬ 
ers  and  different  network 
switches  was  made  last  week, 
according  to  Bell  Communica¬ 
tions  Research,  BellSouth 
Corp.,  Southwestern  Bell 
Telephone  Co.  and  US  Sprint 
(continued  on  page  12) 


GTE  to  bring  T-l  network 
optimizer  tool  to  market 

Product  checks  least  cost  route  for  entire  net. 


By  Wayne  Eckerson 

Senior  Editor 

WALTHAM,  Mass.  —  GTE  Lab¬ 
oratories,  Inc.  last  week  said  it 
plans  to  commercially  release  a 
network  design  tool  originally 
developed  for  in-house  use  that 
optimizes  private  T-l  networks 
for  cost  and  reliability. 

GTE  Labs  developed  its  Com¬ 
puter-Aided  Planning  for  T-l  Net¬ 
works  (CAPT1N)  almost  a  year 
ago  to  enable  the  carrier’s  sales 
force  to  offer  net  design  and  plan¬ 
ning  services  to  customers  with 
T-l  networks. 

Currently,  GTE  Labs  is  negoti¬ 
ating  with  a  third  party  to  license 
the  product,  which  will  then  be 
made  publicly  available. 

CAPT IN  differs  from  most 
network  design  tools  because  it 
uses  mathematical  modeling 
techniques  to  determine  least 
cost  routing  configurations  for  an 
entire  T-l  network,  according  to 
Rita  Vachani,  senior  member  of 
the  technical  staff  at  GTE’s  Tele¬ 
communications  Research  Lab¬ 
oratory  here  who  helped  develop 
the  product. 

By  contrast,  most  net  design 
tools  calculate  the  cheapest  way 
to  route  traffic  between  each  pair 
of  nodes  on  a  network  rather 
than  look  at  the  network  configu¬ 
ration  as  a  whole.  While  the  tools 


identify  least  cost  routing  be¬ 
tween  nodes,  they  may  not  iden¬ 
tify  the  net  configuration  that  of¬ 
fers  the  lowest  overall  cost, 
Vachani said. 

GTE  developed  CAPT 1 N  to  run 
on  Digital  Equipment  Corp.  VMS 
or  Unix  hosts  and  on  personal 
computers  using  DOS  and  Micro¬ 
soft  Corp.  Windows  386.  The  per¬ 
sonal  computer  package  uses 
graphics  to  display  network  con¬ 
figurations  and  is  geared  to  small 
to  midsize  net  configurations. 
The  host  version  can  perform  op¬ 
timizations  for  nets  of  any  size. 

To  use  CAPT  IN,  users  must 
first  enter  network  traffic  figures 
and  tariff  data  into  tables  in  the 
software.  In  order  to  access  tariff 
data,  users  must  write  programs 
that  enable  CAPT  IN  to  download 
tariff  data  from  commercially 
available  data  bases.  Otherwise, 
users  would  have  to  manually  en¬ 
ter  the  information. 

The  personal  computer  ver¬ 
sion  of  CAPT  IN  graphically  dis¬ 
plays  all  net  nodes  and  T-l  cir¬ 
cuits  in  a  user’s  network,  as  well 
as  the  estimated  monthly  usage 
charges  under  that  configuration . 
Pull-down  screens  enable  users 
to  check  available  capacity  and 
the  number  and  speed  of  chan¬ 
nels  being  used  within  any  circuit. 
( continued  on  page  12 ) 


WASHINGTON  UPDATE 


BY  ELLEN  MESSMER 

Hollings  bill  targets  unsolicited  calls.  Sen.  Ernest 
Hollings  (D-S.C.)  has  introduced  legislation  (S.  1462)  that 
would  outlaw  all  computerized  autodial  telephone  calls  made  to 
businesses  and  residences. 

The  bill  would  also  prohibit  the  transmission  of  facsimiles 
except  under  the  condition  that  the  targeted  recipient  has  given 
prior  approval.  The  first  congressional  hearing  for  the  new 
Hollings  bill  is  set  for  Wednesday. 

Subcommittee  hears  from  900>number  reps.  At 

a  hearing  last  week  to  discuss  two  pending  Senate  bills  to 
regulate  the  $1  billion-a-year  900-number  services  industry,  the 
Senate  Communications  Subcommittee  heard  from  industry 
representatives  who  criticized  the  proposed  regulations. 

Blake  Barker,  executive  vice-president  of  USA  Today  Infor¬ 
mation  testified  on  behalf  of  the  National  Association  of 
Information  Services  and  urged  Congress  not  to  adopt  a  new' 
rule  requiring  information  providers  using  900  numbers  to 
register  with  the  Federal  Trade  Commission  (FTC). 

The  FTC  registration  requirement  is  contained  in  Sen.  Daniel 
Inouye’s  (D-Hawaii)  bill,  The  Telephone  Consumer  Assistance 
Act  (S.  1166),  but  not  in  the  similar  bill,  The  900  Services 
Consumer  Protection  Act  of  1991  (S.  471),  introduced  by  Sen. 
John  McCain  (R-Ariz.). 

( continued  on  page  12 ) 
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RBHC  ISDN  deployment  plans 

Company 

Switches 

Lines  with 

Percentage 

Year 

equipped 

access  to 

of  total 

with  ISDN 

ISDN 

lines 

(in  thousands) 

(in  thousands) 

Ameritech 

1991 

NA 

2,200 

15% 

1994 

600 

14,000 

87 

Bell  Atlantic  Corp. 

1991 

275 

6,900 

38 

1994 

450 

17,100 

90 

BellSouth  Corp. 

1991 

121 

3,100 

17 

1994 

354 

10,500 

52 

Nynex  Corp. 

1991 

29 

1,900 

NA 

1994 

80 

4,100 

26 

Pacific  Telesis  Group 

1991 

88 

4,100 

30 

1994 

175 

7,500 

50 

Southwestern  Bell  Corp. 

1991 

51 

1,127 

8.8 

1994 

167 

3,905 

32.2 

US  West,  Inc. 

1991 

130 

3,000 

23 

1994 

203 

7,300 

51 

NA  =  Not  available 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 

SOURCE:  NETWORK  WORLD 

Carriers,  vendors 
vow  to  unite  on  ISDN 

RBHCs  discuss  plans  to  increase  ISDN  support, 
team  up  with  equipment  makers,  software  firms. 


By  Anita  Taft 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  Ac¬ 
knowledging  that  carriers  and 
vendors  have  failed  to  cooperate 
enough  to  give  Integrated  Ser¬ 
vices  Digital  Networks  a  reason¬ 
able  chance  of  market  success, 
the  RBHCs  sponsored  a  forum 
here  earlier  this  month  to  lay  out 
plans  they  hope  will  bring  the  in¬ 
dustry  together. 

Virtually  every  speaker  — 
representing  hardware  manufac¬ 
turers,  software  developers  and 
local  and  long-distance  carriers 
—  agreed  that  widespread  de¬ 
ployment  of  ISDN  has  been  mired 
in  an  endless  waiting  game.  The 
regional  Bell  holding  companies 
are  hesitant  to  deploy  ISDN  tech¬ 
nology  until  sufficient  equipment 
and  applications  exist  to  ensure 
user  acceptance. 

Meanwhile,  hardware  and 
software  manufacturers  say  they 
won’t  invest  millions  of  dollars  in 
new  products  until  they  are  sure 
the  carriers  are  committed  to 
providing  the  transmission  plat¬ 
form.  Users,  on  the  other  hand, 
wonder  if  it  is  wise  to  implement 
ISDN  given  the  mixed  signals  they 
have  received  from  suppliers. 

Dennis  Hayes,  president  of 
Hayes  Microcomputer  Products, 
Inc.,  a  data  communications  pio¬ 
neer,  summed  up  the  exaspera¬ 


tion  many  have  felt  over  the  slow 
movement  of  ISDN. 

“The  peak  of  expectations  for 
the  promise  of  ISDN  became,  af¬ 
ter  a  few  years,  the  valley  of  dis¬ 
appointment,”  Hayes  said. 

He  attributes  much  of  the 
problem  to  the  wide  differences 
in  corporate  culture  between 
telephone  companies  and  other 
technology  firms. 

“The  telephone  companies 
were  working  at  what  they 
thought  w’as  breakneck  speed  to 
make  the  biggest  change  that  has 
ever  been  made  in  the  telephone 
network.  Yet  the  computer  indus¬ 
try  became  frustrated  and  began 
to  wonder  why  it  was  taking  so 
long,”  Hayes  said. 

About  500  people  represent¬ 
ing  firms  ranging  from  the  three 
major  long-distance  carriers  to 
IBM  and  Visa  International,  Inc. 
attended  the  two-day  conference. 
At  the  forum,  RBHC  officials  said 
that  despite  industry  doubts,  they 
are  completely  committed  to 
ISDN  and  vowed  to  put  their  re¬ 
sources  into  an  effort  to  have 
widespread  ISDN  deployment  by 
1994. 

RBHC  officials  vowed  to  open 
their  test  labs  to  application  de¬ 
velopers  and  strike  strategic  part¬ 
nerships  with  outside  firms  to 
make  sure  the  equipment  and 
(continued  on  page  12 ) 
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AT&T’s  Tariff  12  users 

Virtual  Telecommunications  Network  Service 


Option 

Customer 

Minimum 
service  period 
(Years) 

Total  contract 

VdllJG 

(Millions  of  dollars) 

1. 

Dupont 

5 

$90  to  100 

2. 

Ford 

5 

129 

3. 

American  Express 

5 

233 

4. 

American  Airlines 

5 

167 

5. 

Federal  Express 

3 

42 

6. 

Allied  Signal 

4 

29 

7. 

GE 

5 

158 

8. 

First  Chicago 

5 

23 

9. 

Combustion  Engineering 

3 

11 

10. 

GE 

5 

11 

11. 

Prudential 

5 

200 

12. 

PaineWebber 

5 

57 

13. 

Kemper  Financial  Services 

5 

45 

14. 

J.C.  Penney 

5 

185 

15. 

MasterCard 

3 

21 

16. 

Unisys 

5 

100  to  200 

17. 

RJR  Nabisco 

3 

24 

18. 

James  River 

5 

22 

19. 

National  Semiconductor 

3 

12 

20. 

Citibank 

3 

41 

21. 

Dupont 

3 

54 

22. 

Aetna 

3 

35 

23. 

Chemical  Bank 

3 

17 

24. 

EDS 

5 

44 

25. 

Hertz 

5 

55 

26. 

USAir 

5 

124 

27. 

Primerica 

3  to  5 

53  to  89 

28. 

Litton 

3  to  5 

19  to  32 

29. 

Dupont 

3  to  5 

52  to  87 

30. 

Ciqna 

5 

104 

31. 

Marriott 

5 

151 

32. 

Colonial  Penn 

3 

30 

33. 

Bridgestone/Firestone 

3  to  5 

22  to  37 

34. 

CSX 

3 

36 

35. 

Nestle 

3 

22 

36. 

Metropolitan  Life 

5 

146 

37. 

Atlantic  Richfield 

5 

24 

38. 

Manufacturers  Hanover 

3 

16 

39. 

Wang  Laboratories 

3 

51 

40. 

General  Dynamics 

3 

16 

41. 

Boise  Cascade 

5 

33 

42. 

Caterpillar 

5 

27 

43. 

McGraw-Hill 

3 

18 

44. 

Undisclosed 

5 

83 

45. 

Anheuser-Busch 

4 

15 

46. 

Chase  Manhattan 

5 

55 

47. 

Undisclosed 

3 

28 

48. 

Xerox 

5 

126 

49. 

Goldman  Sachs 

3 

18 

50. 

Security  Pacific 

3 

25 

51. 

Multiuser  option* 

3 

313 

52. 

Undisclosed 

3 

19 

53. 

Undisclosed 

3 

35 

54. 

Undisclosed 

3 

14 

55. 

United  Technologies 

3 

43 

56. 

National  Data 

3 

21 

57. 

Chevron  Technology 

5 

59 

58. 

Pepsico 

3 

12 

59. 

Hyatt 

3 

27 

60. 

Avis 

5 

33 

61. 

Undisclosed 

4 

17 

62. 

Undisclosed 

3 

15 

63. 

Coors 

3 

3 

64. 

Undisclosed 

3 

45 

65. 

Farmers  Insurance 

3 

21 

66. 

Computer  Language  Resources 

3 

7 

67. 

Textron 

3 

21 

68. 

ITT/Sheraton 

3 

38 

69. 

Hospital  Corp.  of  America 

3 

6 

70. 

Undisclosed 

3 

32 

71. 

The  Equitable 

3 

21 

72. 

Undisclosed 

3 

47 

73. 

Marine  Midland  Bank 

3 

9 

74. 

Alexander  &  Alexander 

5 

10 

75. 

John  Hancock 

3 

22 

76. 

Undisclosed 

3 

27 

77. 

Lincoln  National 

5 

36 

78. 

Undisclosed 

3 

16 

79. 

Undisclosed 

5 

145 

80. 

Safeco  Insurance 

3 

7 

81. 

Undisclosed 

5 

20 

82. 

Fleet/Norstar 

5 

25 

83. 

Wal-Mart 

3 

21 

84. 

Black  &  Decker 

4 

12 

85. 

C&S/Sovran 

5 

25 

86. 

Undisclosed 

3 

24 

87. 

Undisclosed 

4 

78 

88. 

Airborne  Express 

3 

11.6 

89. 

The  Travelers 

3 

42 

90. 

Honeywell 

3 

20 

*  Former  AT&T  Enhanced  Private  Switched  Communications  Service 

customers  including  Xerox,  LTV,  USX,  Alcoa,  Western  Electric,  Conrail,  ICI 
Americas,  PPG  Industries  and  Quantum  Chemicals. 

GRAPHIC  BY  SUSAN  J  CHAMPENY 

Vendors  vow 
to  unite  on  ISDN 

continued from  page  11 
software  necessary  to  make  ISDN 
a  viable  tool  for  users  is  available 
within  the  next  three  years. 

To  underscore  the  extent  of 
their  commitment,  the  RBHCs 
made  a  point  that  the  representa¬ 
tives  they  sent  to  the  forum  were 
all  at  or  above  the  vice-presiden¬ 
tial  rank. 

In  addition  to  addressing  the 
investment  dilemma  that  has 
stunted  the  growth  of  ISDN, 
RBHC  officials  said  they  will  work 
to  solve  problems  such  as  the  lack 
of  interoperability  between  vari¬ 
ous  switch  manufacturers,  lack 
of  connectivity  between  ISDN 
switches  and  questions  about 
pricing. 

For  example,  each  of  the 
RBHCs  and  major  switch  manu¬ 
facturers  has  committed  to  sup- 


T 

Jl  he  RBHCs’  renewed 
commitment  to  the 
technology  may  prove  to 
be  the  necessary 
catalyst  for  its 
advancement. 

▲  ▲▲ 


port  a  nationwide  implementa¬ 
tion  of  ISDN  dubbed  National 
ISDN- 1 .  This  should  eliminate  the 
types  of  interoperability  prob¬ 
lems  that  occurred  in  the  past 
when  manufacturers  produced 
ISDN  products  with  slightly  dif¬ 
ferent  implementations  of  the 
protocol. 

Also,  with  the  RBHCs  agreeing 
to  a  uniform  implementation  of 
ISDN,  hardware  and  software 
vendors  can  feel  confident  that 
the  products  they  develop  will 
work  in  any  of  the  carriers’  net¬ 
works,  as  opposed  to  having  to 
customize  equipment  for  use  in 
different  regional  nets. 

Although  there  have  been  nu¬ 
merous  disappointments  with 
ISDN,  the  RBHCs’  renewed  com¬ 
mitment  to  the  technology  may 
prove  to  be  the  necessary  catalyst 
for  its  advancement.  In  the  past, 
many  have  blamed  the  RBHCs’ 


Washington 

Update 

continued  from  page  11 

At  the  hearing,  Barker  said  the 
FTC  registration  requirement 
would  serve  no  benefit  in  policing 
unscrupulous  information  pro¬ 
viders  who  aim  promotions  at 
children  or  engage  in  fraud 
through  use  of  900  numbers. 

Peter  Brennan,  chairman  of 
the  voice  information  services  di¬ 
vision  of  the  Information  Indus¬ 
try  Association  (IIA),  told  Inouye 


lukewarm  response  for  holding 
back  ISDN.  Even  now,  with  the 
RBHCs’  beefed-up  commitment 
to  the  technology,  the  carriers 
have  divergent  deployment 
plans.  Three  of  them  —  Bell¬ 
South  Corp.,  Pacific  Telesis 
Group  and  US  West,  Inc.  —  will 
have  ISDN  available  on  only 
about  50%  of  their  total  access 
lines  by  1994. 

Nynex  Corp.  will  make  ISDN 
available  on  only  26%  of  its  total 
lines  within  the  next  three  years, 
while  Southwestern  Bell  Corp. 
will  have  the  service  available  on 
about  3  2%  of  its  total  lines  in  that 
time  frame. 

There  are  reasons  to  believe 
that  the  RBHCs’  commitment  will 
help  rejuvenate  ISDN.  Even 
though  five  of  the  seven  carriers 
will  only  have  ISDN  available  on 
50%  or  less  of  their  access  lines 
by  1994,  they  will  concentrate  on 
metropolitan  areas  first,  the  us¬ 
ers  thought  to  have  the  greatest 
use  for  the  technology. 

And  although  there  are  wide 
variations  in  the  deployment  of 
Common  Channel  Signaling  Sys¬ 
tem  7  (CCS7)  —  the  signaling 
technology  needed  to  tie  togeth¬ 
er  switches  equipped  with  ISDN 
—  five  of  the  seven  carriers  said 
at  the  forum  they  will  have  CCS7 
linkage  on  80%  to  90%  of  their 
ISDN  switches  by  1994. 

One  reason  the  RBHCs  may 
now  be  more  supportive  of  ISDN 
is  the  increasing  realization  that, 
with  about  a  93%  penetration 
rate  for  telephones  in  U.S.  house¬ 
holds,  they  can  expect  only  limit¬ 
ed  growth  in  the  number  of  new 
subscribers.  Therefore,  they  must 
look  to  new  services  as  a  way  to 
increase  use  on  their  networks. 

Mont  Williams,  a  vice-presi¬ 
dent  at  Ameritech,  said  the  reali¬ 
ty  that  the  carrier  must  do  a  bet¬ 
ter  job  finding  new  services  to 
create  additional  revenue  growth 
has  hit  home.  In  a  recent  study 
commissioned  by  Ameritech, 
only  10%  of  users  interviewed 
said  they  would  consider  the 
phone  company  as  a  source  for 
designing  and  installing  data  ap¬ 
plications,  according  to  Williams. 

In  one  category  —  large  in¬ 
surance  companies  —  not  one 
user  listed  the  phone  company  as 
a  potential  data  communications 
source.  Users  participating  in  the 
survey  work  in  industries  ranging 
from  government  to  financial 
services  to  hospitals.  □ 


that  the  IIA  considers  the  FTC 
registration  requirement  “oner¬ 
ous,”  adding  that  “it  could  have  a 
chilling  effect  on  audiotex  as  a 
First  Amendment  forum.” 

At  the  conclusion  of  the  hear¬ 
ing,  McCain  and  Inouye  an¬ 
nounced  they  would  work  to  put 
forth  one  common  bill  to  be 
backed  by  the  subcommittee  be¬ 
fore  Congress’  August  recess.  A 
Senate  legal  aide  said  that  McCain 
is  interested  in  Inouye’s  FTC  reg¬ 
istration  proposal  and  may  back 
that  idea.  □ 


Carrier  Watch 

continued from  page  11 

Communications  Co.  The  ISDN 
call,  which  originated  in  South¬ 
western  Bell’s  Advanced  Tech¬ 
nology  Laboratory  in  St.  Louis, 
was  carried  by  US  Sprint  to  a  Bell¬ 
South  switch  in  Atlanta.  Central 
office  switches  from  AT&T,  DSC 
Communications  Corp.  and  Nor¬ 
thern  Telecom,  Inc.  were  used  to 
support  the  link. 

Pacific  Bell  recently  lowered 
rates  for  its  Custom  800  toll-free 
service  by  as  much  as  $2  per  hour 
for  high-volume  users.  Weekday 
usage  rates,  which  peak  at  $11 
per  hour  for  lower  volume  users, 
are  now  as  little  as  $8  per  hour 
for  subscribers  with  500  hours  or 
more  of  calls  per  month  and  $7 
per  hour  for  users  with  1,000 
hours  or  more. 

The  new  reduced  rates  apply 
automatically  when  a  subscriber 
reaches  the  required  thresholds. 
The  rates  only  apply  for  calls 
made  within  Pacific  Bell  service 
areas.  □ 


GTE  to  bring  T-l 
tool  to  market 

continued  from  page  11 

When  users  execute  an  algo¬ 
rithm  function,  CAPT1N  analyzes 
all  possible  configurations  for 
connecting  network  nodes,  tak¬ 
ing  into  account  all  available 
bandwidth.  It  then  graphically 
displays  the  optimal  net  configu¬ 
ration  and  calculates  monthly  us¬ 
age  costs. 

Users  then  can  run  another  al¬ 
gorithm  that  builds  redundancy 
into  the  optimized  network  de¬ 
sign.  The  algorithm  determines 
the  least  expensive  combination 
of  circuits  that  need  to  be  added 
to  ensure  route  diversity.  In  addi¬ 
tion,  it  calculates  the  total  cost  of 
the  new  network  configuration 
based  on  predefined  traffic  pat¬ 
terns. 

CAPTIN’s  algorithms  assume 
that  users  have  a  digital  access 
and  cross-connect  system  or  in¬ 
telligent  multiplexers  that  can  be 
loaded  with  routing  tables  at  each 
node.  This  gives  users  the  great¬ 
est  flexibility  in  establishing  opti¬ 
mal  routing  patterns  across  the 
network,  Vachani  said. 

CAPT1N  also  enables  users  to 
define  a  fixed  number  of  circuits 
between  any  network  nodes. 
CAPT1N  will  then  reoptimize  the 
network,  keeping  those  circuits 
in  place. 

GTE  Labs  has  not  listed  a  price 
for  CAPT1N  because  it  develops 
products  for  GTE  business  units’ 
internal  use,  not  for  commercial 
sale.  Pricing  will  be  determined 
by  resellers.  However,  Vachani 
said  GTE  customers  can  call 
their  account  representatives 
for  information  about  the  prod¬ 
uct. 

Non-GTE  customers  can  call 
Vachani  at  (617)  466-2607  for 
additional  information.  □ 
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Without  AT&T,  a  problem  down  here 
could  sink  your  business. 


At  AT&T,  providing  state  of  the 
art  overseas  private  line  service  is  just 
part  of  what  we  do.  Providing  state 
of  the  art  back  up  is  the  rest  of  the  job. 

Our  special  routing  options 
provide  the  ultimate  in  security  for 
your  private  network. 

For  example,  AT&T  Internation¬ 
al  ACCUNET®  Digital  Services  offers 
you  the  option  of  diversity  So  your 
back-up  can  be  on  a  separate  cable, 
not  just  a  separate  line. 


And  AT&T  SKYNET®  Interna¬ 
tional  Service,  our  satellite  network, 
also  provides  the  option  of  physically 
separate  routes  to  ensure  performance. 

But  special  routing  options  are 
just  one  reason  to  choose  AT&T  Our 
60  years  of  international  experience  is 
another.  We  have  solid,  established 
relationships  with  phone  companies 
around  the  world.  And  AT&T  rep¬ 
resentatives  in  27  countries. 

So  before  you  make  your  next 

j  j 


international  call,  call  AT&T  at 
1 800  448-8600  ext  333. 

You'll  see  why  AT&T  is  the  best 
company  to  keep  your  information 
systems  afloat. 


AT&T 

The  right  choice. 


Microsoft  Mail 


We  too  believe  that, 
“The  mail  must  go  through’.’ 
And  while  sleet,  snow  and 
the  dark  of  night  may  not  be 
your  immediate  concerns, 
there  are  a  few  other  things 

aavss  any  PC  network.  you  should  consider. 

Like  how  to  connect  everything 
from  a  small  workgroup  to  an  entire 


organization  with  one  mail  system. 

Our  solution:  new  Microsoft’  Mail. 
It’ll  deliver  to  anyone’s  mailbox. 
Whether  that  box  is  a  PC  running  MS- 
DOS’,  the  Microsoft  Windows"  environ¬ 
ment,  a  Mac,  or  Presentation  Manager 
It’ll  also  deliver  across  any  PC  net¬ 
work.  Like  our  own  LAN  Manager,  IBM’ 
Novell',  AppleTalk  -  you  get  the  message. 


'Plus  shipping,  handling,  and  alt  applicable  sales  lax.  Offer  good  while  supplies  Iasi  and  only  in  the  00  United  Stales  In  the  US,  call  (800)  227-4679,  Dept.  Q45.  For  information  only:  In  Canada,  call  (416)  568-3503:  outside  the  US.  and  Canada  call  (206)  936-8661  ©1991  Microsoft  Corboratio 
Apple  Computer,  Inc.  IBM  is  a  registered  trademark  of  International  Business  Machines  Corporation.  Novell  is  a  registered  trademark  of  Novell,  Inc.  1  ^ 


And  if  you  already  have  a  mail  sys¬ 
tem,  whether  it’s  on  your  “big  iron”  or 
something  a  little  smaller,  our  gateways 
will  let  you  connect  everyone  seamlessly 

Making  it  easy  for  everybody  in 
your  company  to  send  messages,  swap 
documents  and  boost  productivity. 

One  final  note. 

Microsoft  Mail  is  the  only  mail 


system  you’ll  need,  because  it’s  designed 
to  grow  right  along  with  your  company. 

To  see  all  the  great  things  that  come 
in  the  Mail,  simply  call  (800)  227-4679, 
Department  Q45.  We’ll  send  you  a  work¬ 
ing  model  for  only  $9.95? 

Microsoft 

Making  it  all  make  sense- 


All  rights  reserved.  Microsoft,  the  Microsoft  logo  and  MS-DOS  are  registered  trademarks  and  Windows  and  Making  it  all  make  sense  are  trademarks  of  Microsoft  Corporation.  Presentation  Manager  is  a  trademark  licensed  to  Microsoft  Corporation.  Mac  and  AppleTalk  are  registered  trademarks  of 


Building  a  facility  network  requires  many  decisions. 
And  none  is  more  critical  to  the  network’s  success 
than  your  choice  of  smart  hubs. 

In  the  interest  of  survival,  then,  here  are  four 
things  you  should  know. 

Reliability.  The  cost  of  network  downtime 
can  be  astronomical  in  terms  of  lost  business  and 
decreased  productivity.  To  survive,  full-time 
networking  is  critical.  With  Chipcom’s  ONline™ 
System  Concentrator,  you  can  build  a  totally 
fault-tolerant  facility  network  that  switches 
around  broken  cables  and  failed  components, 
and  reroutes  network  traffic  without  users  even 
knowing  a  problem  exists. 

Flexibility.  Your  facility  network  must  be 
able  to  handle  today’s  technology,  like  Ethernet 


and  Token  Ring,  yet  be  open  to  tomorrow’s,  such 
as  FDDI.  The  ONline  System  Concentrator’s 
modular  design  makes  it  easy.  And  its 
TriChannel™  architecture  means  each  hub  can  run 
up  to  three  concurrent  networks — Ethernet, 
Token  Ring  or  FDDI — in  any  combination, 
without  additional  backplanes. 

Manageability.  A  hub  that  merely  tells 
you  there’s  a  problem  is  no  longer  good  enough. 
Chipcom’s  ONline  Network  Control  System 


<m  c  h 


has  the  power  to  reassign,  balance  and  reconfigure, 
without  rewiring  or  shutdown,  to  suit  changing 
network  conditions.  For  the  first  time,  you 
control  your  network.  Instead  of  the  network 
controlling  your  company. 

The  real  cost  of  networking.  The 

good  news  is  that  this  reliability,  flexibility  and 
manageability  can  actually  cost  your  company 
less.  To  find  out  how,  and  for  more  information 
on  Chipcom’s  ONline  System  Concentrator, 
call  1-800-228-9930. 

P  C  0  M" 


Survival  Gear 


ONline  and  TriChannel  are  trademarks  of  Chipcom  Corporation. 
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DATA  COMMUNICATIONS 

PRODUCTS,  SERVICES,  ARCHITECTURES,  STANDARDS  AND  NETWORK  MANAGEMENT 


Gandalf  tool  uses  SNMP, 
CMOT  to  manage  Ethernets 

Product  also  feeds  data  to  integrated  managers. 

By  Paul  Desmond 

Senior  Editor 


Worth  Noting 


trataCom,  Inc.  last 
week  announced  it  has 
shipped  its  1 ,000th  IPX 
multiplexer  frame  relay 
port,  which  was 
installed  earlier  this 
month  at  WilTel.  More 
than  28  companies 
have  installed  or 
ordered  StrataCom’s 
four-port  frame  relay 
interface  boards,  the 
company  said. 


D 


Packets 

Brixton  Systems,  Inc.  of 

Cambridge,  Mass.,  last  week 
announced  BrxPPP,  a  soft¬ 
ware  package  that  lets  users 
connect  local  and  remote  Sun 
Microsystems,  Inc.  SPARCsta- 
tions  via  dial-up  lines. 

The  software  can  also  be 
used  to  connect  two  SPARC- 
stations  through  a  router  re¬ 
mote  to  both  workstations  or 
to  connect  workstations  on  re¬ 
mote  local-area  networks. 

In  addition,  Brixton  an¬ 
nounced  Brx3770/RJE,  soft¬ 
ware  that  lets  a  Unix  worksta¬ 
tion  emulate  an  IBM  3770 
remote  job  entry  controller  to 
support  high-speed  file  trans¬ 
fers  over  Systems  Network  Ar¬ 
chitecture  networks. 

BrxPPP  and  Brx3770/RJE 
are  both  available  now.  Each 
costs  $1,950. 

Hewlett-Packard  Co. 

last  week  announced  the  HP 
OpenView  Sun  SNMP  Agent, 
which  is  Simple  Network  Man¬ 
agement  Protocol  agent  soft¬ 
ware  for  Sun  Microsystems, 
Inc.  SPARC  workstations  and 
servers  that  works  with  any 
SNMP  management  system. 

The  agent  provides  data  on 
disk  space  capacity,  CPU  load, 
number  of  users  and  Ethernet 
statistics  and  automatically 
generates  alarms  when  prede¬ 
fined  conditions  occur. 

The  agent  is  scheduled  for 
availability  in  August.  Prices 
range  from  $400  for  single 
quantities  to  $  1 00  each  for  or¬ 
ders  of  1 ,000  or  more.  □ 


WHEELING,  Ill.  —  Gandalf 
Data,  Inc.  last  week  announced  a 
network  management  system 
that  can  use  both  Open  Systems 
Interconnection  protocols  and 
the  Simple  Network  Management 
Protocol  (SNMP)  to  manage  LAN- 
attached  devices. 

The  software  product,  dubbed 
Access  Manager,  runs  on  a  Sun 
Microsystems,  Inc.  SPARCstation 
IPC  workstation  attached  to  an 
Ethernet  local-area  network  sup¬ 
porting  the  Transmission  Control 
Protocol/Internet  Protocol.  It 
can  manage  any  device  —  such  as 
LAN  bridges,  routers  or  hubs  — 
that  supports  the  OSI  Common 
Management  Information  Proto¬ 
col  (CMIP)  or  SNMP. 

To  manage  devices  using 
CMIP,  Access  Manager  employs 
the  CMIP  over  TCP/IP  standard 
known  as  CMOT. 

Access  Manager  uses  dual  pro¬ 
tocol  stacks,  meaning  Gandalf 
TCP/IP  and  SNMP  software  runs 
alongside  an  OSI  stack  from 
Touch  Communications,  Inc., 
said  John  Hanton,  product-line 


COLUMBUS,  Ohio  —  Banc 
One  Corp.,  based  here,  recently 
announced  a  $6  million  contract 
with  Racal-Milgo  for  data  net¬ 
working  products  that  will  enable 
the  bank  to  merge  multiple  ana¬ 
log  networks  onto  a  single,  pre¬ 
dominantly  digital  network. 

The  Racal-Milgo  contract  fol¬ 
lows  a  previously  announced  $42 
million  contract  the  bank  holding 
company  signed  with  MCI  Com¬ 
munications  Corp.  to  upgrade  the 
voice  and  data  networks  that 
serve  the  752  branch  offices  of 
Banc  One’s  52  affiliate  banks  in 
seven  Midwestern  states. 

The  upgrade  to  the  voice  net, 
which  called  for  a  migration  of 
most  voice  traffic  to  MCI  virtual 
private  services,  was  completed 
about  six  months  ago,  said  Ron¬ 
ald  Cybyske,  senior  vice-presi¬ 
dent  for  information  services  at 
Banc  One  Services  Corp.,  the 
bank’s  information  services  arm. 

By  year  end,  Banc  One  plans 
to  complete  the  installation  of  its 
new  digital  data  networking  facil¬ 
ities  in  most  sites,  Cybyske  said. 


manager  for  Gandalfs  network 
management  systems. 

The  product  supports  stan¬ 
dard  SNMP  Management  Infor¬ 
mation  Base  (MIB)  I  and  II  vari¬ 
ables,  which  define  managed 
objects.  It  also  supports  MIB  ex¬ 
tensions  from  Cabletron  Sys¬ 
tems,  Inc.,  Proteon,  Inc.  and  Syn- 
Optics  Communications,  Inc.  that 
enable  it  to  manage  products 
from  these  vendors,  Hanton  said. 
In  addition,  it  can  be  customized 
by  the  user  to  support  other  ven¬ 
dors’  MIB  variables. 

Access  Manager  can  feed  net 
management  data  to  larger  inte¬ 
grated  net  management  systems, 
including  those  from  AT&T,  Digi¬ 
tal  Equipment  Corp.  and  IBM, 
Hanton  said. 

Access  Manager  comes  in  two 
versions,  both  of  which  use  the 
Open  Software  Foundation’s  Mo¬ 
tif  graphical  user  interface.  The 
Domain  Edition  is  for  nets  with 
fewer  than  250  managed  devices. 
The  Enterprise  Edition  supports 
nets  with  thousands  of  devices. 

Available  now,  Access  Manag¬ 
er  software  ranges  in  price  from 
$4,000  to  $18,000.  □ 


Typically,  that  means  replacing 
three  9-oK  bit/sec  multidrop  ana¬ 
log  lines  —  which  supported  sep¬ 
arate  applications,  such  as  auto¬ 
mated  teller  machines,  IBM  3270 
traffic  and  security  systems  — 
with  a  single  multidrop  digital  cir¬ 
cuit  of  up  to  64K  bit/sec  that  can 
support  all  three  types  of  traffic. 

Most  of  the  digital  links  will  be 
supported  by  Racal-Milgo’s  Ex- 
calibur  Multiport  Multidrop  Digi¬ 
tal  Access  Product,  a  combination 
multiplexer  and  data  service 
unit/channel  service  unit  that 
can  feed  different  types  of  data 
traffic  onto  a  single  digital  link. 
The  product  also  provides  dial 
backup,  a  feature  the  analog 
equipment  lacks. 

“We’re  striving  to  achieve 
99-99%  [availability]  in  the  net¬ 
work  and  think  we  should  be  able 
to  achieve  that  with  this  [configu¬ 
ration],”  Cybyske  said. 

Racal-Milgo’s  Communica¬ 
tions  Management  Series  400  net 
management  system  is  also  in¬ 
cluded  in  the  contract,  along  with 
network  design,  optimization,  in¬ 
stallation,  project  management 
and  maintenance  services.  □ 


Racal-Milgo  helps  hank 
convert  to  digital  data  net 

By  Paul  Desmond 

Senior  Editor 


Internet  is  the 
answer  for 
Indiana 
University 


New  Albany 


Indiana  University  uses 
the  TCP/IP  to  link  its  SNA 
and  Digital  Equipment 
Corp.  DECnet  networks, 
and  to  route  SNA  and 
DECnet  traffic  over  a 
wide-area  internetwork 
that  links  its  8  campuses. 
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Indiana  U.  merges 
traffic  onto  backbone 


Backbone  links  8  campus  nets,  supports  LAN 
and  SNA  traffic,  and  extends  service  availability. 


By  Maureen  Molloy 

_ Staff  Wtiter _ 

BLOOMINGTON,  Ind.  —  Indi¬ 
ana  University  has  installed  a 
multiprotocol  backbone  that 
links  local-area  networks  and 
SNA  devices  on  eight  campuses, 
giving  users  access  to  data  bases 
and  other  network  resources 
across  the  statewide  internet. 

The  intercampus  backbone 
will  eventually  replace  two  sepa¬ 
rate  networks:  an  IBM  Systems 
Network  Architecture  net  that 
supports  administrative  data  and 
a  Digital  Equipment  Corp.  DEC¬ 
net  that  supports  academic  data. 

By  merging  traffic  from  those 
nets  onto  a  single  backbone,  the 
university  will  lower  its  network 
costs  but,  more  importantly, 
broadens  the  availability  of  ser¬ 
vices  to  users  on  its  campuses. 

“The  distances  between  cam¬ 
puses  pose  challenges  that  we 
must  meet  by  innovative  technol¬ 
ogies,  drawing  together  people 
and  resources,”  university  Presi¬ 
dent  Thomas  Ehrlich  said  in  re¬ 
sponse  last  October  to  receiving 
an  INTEROP  Achievement  Award 
for  Internetworking  in  Educa¬ 
tion. 

The  LAN  internetwork  is  part 
of  Ehrlich’s  vision  of  “one  uni¬ 
versity  with  eight  front  doors.” 

The  goal  of  that  vision,  ac¬ 
cording  to  Dick  Ellis,  principal 
analyst  for  the  University  Com¬ 
puting  Services’  Network  Plan¬ 
ning  and  Development  group, 
has  been  to  transparently  link  us¬ 
ers  to  data  bases  and  other  infor¬ 
mation  sources  throughout  the 


university. 

“Internetworking  is  a  tool 
that  allows  a  common  transport 
for  all  academic  and  administra¬ 
tive  information  and,  ultimately, 
will  allow  the  university  to  elimi¬ 
nate  the  distinction  between  the 
two,”  Ellis  said. 

Administrators  are  now  tied 
into  the  same  information  nets  as 
faculty,  thereby  smoothing  com¬ 
munications  and  encouraging 
new  levels  of  information  access. 

The  universitywide  internet 
spans  about  300  miles  from  the 
campus  in  Gary  to  the  one  in  New 
Albany  (see  graphic,  this  page). 

Building  a  common  link 

The  initial  challenge  at  the 
main  campus  here  was  creating  a 
link  between  the  SNA  network 
and  the  DECnet. 

The  university  decided  on  an 
open  network  architecture  and 
began  migrating  applications  to 
Transmission  Control  Protocol/ 
Internet  Protocol  in  1988  as  the 
way  to  integrate  resources. 

Previously,  all  central  admin¬ 
istrative  applications  were 
housed  on  an  IBM  3090  main¬ 
frame  and  available  only  to  users 
with  SNA  terminals.  Now,  they’ve 
been  retooled  to  support  TCP/IP 
as  well  as  SNA.  This  enables  users 
on  LAN-attached  workstations  to 
access  the  3090-resident  applica¬ 
tions  via  the  TCP/IP  net. 

Furthermore,  users  on  the 
SNA  net  can  now  access  the 
TCP/IP  net  through  ACCES/VT 
software  running  under  MVS. 

( continued  on  page  57) 
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•Current  DOS  users  can  purchase  a  5.0  upgrade  package  To  order  your  version  of  DOS  5.0.  see  your  IBM  Authorized  Remarketer,  or  calll  800  IBM  7699  to  order  a  single  copy.  IBM.  Personal  System/2  and  PS/2  are  registered  trademarks  and 
Micro  Channel  is  a  trademark  of  International  Business  Machines  Corporation.  386  is  a  trademark  of  Intel  Corp.  ©  1991  IBM  Corp. 


IBM  brings  its  mastery  of  i386™  SX  to  a 
variety  of  new  models. 
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When  it  comes  to  386  SX  technology, 

IBM  just  about  wrote  the  book.  Right  from 
the  start,  the  IBM  PS/2®  Model  55  SX 
hit  the  bestseller  list,  making  it  the 
leading  386  SX  machine.  And  now  IBM 
is  opening  a  whole  new  chapter  with  20  MHz 
models  specifically  designed  to  be  more  flexible  and 
expandable. 

The  Personal  System/2®  Model  57  SX  brings  new 
levels  of  value  to  a  Micro  Channel"  PS/2,  providing 
data  integrity  and  increased  performance  in  connected 
and  multitasking  environments.  It  comes  with  a  new 
generation  2.88MB  diskette  drive  and  SCSI  on 
the  planar.  The  popular  55  SX  has  also  been 
upgraded.  It  offers  affordable  Micro  Channel 
performance,  now  with  4MB  RAM  and  40  or 
80MB  hardfiles.  And  our  two  newest  AT- bus 
PS/2s  deliver  powerful  performance  at  prac¬ 
tical  prices.  The  40  SX  offers  full  desktop 
expandability  while  the  35  SX  packs  its  power 
into  a  smaller  footprint.  And  with  132-column  screen 
support,  a  new  122- key  keyboard  and  IBM  software, 
all  new  models  can  also  run  existing  mainframe  host 
terminal  applications. 

IBM  also  has  new  ways  to  improve  PS/2  perfor¬ 
mance,  starting  with  a  new,  faster,  more  user-friendly 
DOS  5.0.  It  requires  less  memory,  yet  offers  advanced 
functions  like  built-in  task  switching  and  a  full  screen 
editor.*  The  new  PS/2  3.5"  Rewritable  Optical  Drive 
offers  127MB  media  capacity  with  a  66 -millisecond 
average  seek  time,  and  the  new  Model  8504  12" 
monochrome  display  lets  you  view  it  all  with  high 
resolution  and  clarity. 

To  get  the  full  story,  including  our  “PC  Trade-In 
Offer,”  contact  your  IBM  Authorized  Remarketer  or 
IBM  marketing  representative.  For  a  remarketer  near 
you,  call  1  800  272-3438,  ext.  386. 


Models  35,  40  and  57  SX  feature  i386  SX  20  MHz  proces¬ 
sors,  16- bit  VGA  and  5.25"  internal  drive  capability. 

80/ 160MB  hardfiles  are  available  on  the  57  SX;  40/80MB 
on  the  40  SX  and  35  SX.  Memory  is  upgradable  to  16MB 
with  4MB  standard  on  the  57  SX,  2MB  on  the  35  SX  and 
40  SX.  The  40  SX  and  57  SX  each  have  five  expansion 
slots  and  four  DASD  bays;  three  slots  and  two  bays  on 
the  35  SX.  A  medialess  35  SX  LAX  station  model  is 
also  available  with  a  Token-Ring  Adapter  standard. 


How’re  you 
going  to  do  it? 

PS/2  it! 


That’s  a  seat  at  SynOptics’  free  “The 
Evolution  of  the  Token  Ring  Enterprise” 
seminar. 

A  seminar  absolutely  packed  with 
valuable  information  about  managing 
non-SNA  networks  and  devices  in  an 
SNA  environment. 

Well  explore  topics  like  leveraging 
NetView'”  to  manage  Ethernet1  and 
FDDI  LANs.  And  look  at  how  internet¬ 
works  can  extend  the  reach  of  your 
SNA  network. 

The  seminar  will  be  led  by  network¬ 
ing  experts  from  SynOptics,  a  world 


Free  Token  Ring  Seminars 

July  16 

Arlington  ,VA 

July  17 

Rosemont,  IL 

July  18 

Dallas,  TX 

July  23 

Irvine,  CA 

July  24 

Universal  City,  CA 

July  25 

Scottsdale,  A Z 

July  30 

San  Francisco,  CA 

July  31 

Seattle,  WA 

Sept  10 

New  York,  NY 

Sept  11 

Boston,  MA 

Sept  12 

Hartford,  CT 

Sept  13 

Toronto,  ONT 

Sept  17 

Ottawa,  ONT 

Sept  18 

Detroit,  MI 

Sept  19 

Atlanta,  GA 

leader  in  LAN  integration  and  manage¬ 
ment  with  well  over  a  million  network 
nodes  installed. 

It’s  a  half-day  seminar.  You  can 
choose  a  morning  or  afternoon  session, 
complete  with  breakfast  or  lunch.  But 
be  forewarned,  seats  (a  bit  more  com¬ 
fortable  than  the  one  you  see  here)  are 
very,  very  limited.  So  call  the  toll-free 
number  below  to  reserve  yours  today. 

^SynOptics 


Seats  are  limited,  so  reserve  yours  today  Call  1-800-PRO-NTWK. 


SynOpticsCommunications.lnc.  4401  Great  America  Parkway.  P.O.Box  58185.  Santa  Clara.  CA95052-8185.  C 1991  SynOptics  Communications,  Inc.  Names  indicated  by  TM  or®  are  trademarks  or  registered  trademarks  of  their  respective  holders. 
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Survey  finds  X.400  is  not 
E-mail  backbone  of  choice 

X.400-based  wares  considered  not  mature  enough. 


Users  migrating  to  OS/2 

Percentage  of  operating  systems  used 
on  desktop  workstations 

|  1995 


1  1990  1 


1% 


3% 

5% 

10% 


10% 


21% 


69% 
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X  12% 

\ 
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20% 


6% 

2% 


ED  Apple  Computer,  Inc.  Macintosh  OS  ED  OS/2 
CD  DOS  ED  Unix 

ED  Microsoft  Corp.  Windows/DOS  ED  Others 

*1995  figures  are  estimated 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  GARTNER  GROUP.  INC.,  STAMFORD.  CONN 


OS/2  to  be  strong 
contender  in  OS  fight 

OS/2  viewed  as  a  cinch  to  run  on  net  servers 
but  will  vie  for  client  devices  with  DOS,  Windows. 


By  Salvatore  Salamone 

Features  Writer 


3Com  Corp.  recently  in¬ 
troduced  its  MultiConnect  TP 
Starter  Kit,  an  entry-level 
lOBaseT  modular  hub  that  en¬ 
ables  users  to  expand  their 
MultiConnect  devices  in  incre¬ 
ments  of  three  ports.  Most  12- 
port  hubs  available  today  can 
only  be  expanded  by  daisy- 
chaining  a  second  hub  to  the 
unit,  but  3Com’s  product  will 
change  that,  said  Pat  Conlon, 
product  manager  at  3Com’s 
Network  Adapter  Division  in 
Santa  Clara,  Calif. 

The  kit  consists  of  3Com’s 
1 2-port  MultiConnect  Repeat¬ 
er  bundled  with  four  Multi¬ 
Connect  lOBaseT  Modules. 
The  repeater  can  accommo¬ 
date  as  many  as  1 5  modules. 
Most  importantly,  the  custom¬ 
er  can  save  money  with  the  in¬ 
cremental  expansion,  accord¬ 
ing  to  3Com. 

The  MultiConnect  TP  Start¬ 
er  Kit  is  available  now  for 
$1,650.  Additional  3Com  TP 
Modules  cost  $395  each. 

GUPTA  Technologies, 
Inc.  will  hold  its  second  annu¬ 
al  International  GUPTA  Devel¬ 
opers  Conference  Aug.  18-21 
in  San  Francisco.  The  theme  of 
the  event  is  Opening  Windows 
to  SQL:  From  The  Workgroup 
To  The  Enterprise. 

Keynote  speakers  will  in¬ 
clude  Umang  Gupta,  president 
and  chief  executive  officer  of 
GUPTA  Technologies;  Jim 
Bills,  executive  vice-president 
of  sales  for  Novell,  Inc.;  Tony 
Rego,  planning  manager  for 
client/server  computing  at 
IBM;  and  Herbert  Edelstein, 
principal  and  founder  of  Eu¬ 
clid  Associates,  a  data  base 
consultancy. 

To  register  for  the  confer¬ 
ence,  call  (800)  672-2700.  □ 


By  Caryn  Gillooly 

_ Senior  Editor _ 

CAMBRIDGE,  Mass.  —  The 
Open  Systems  Interconnection 
X.400  standard  for  electronic 
messaging  is  falling  short  of  user 
expectations  and  will  not  likely 
oust  proprietary  electronic  mail 
backbones  for  intracompany 
communications,  according  to  a 
new  study. 

A  Forrester  Research,  Inc.  re¬ 
port,  “E-mail  Backbones,”  said 
X.400  has  too  many  problems  at 
this  point  to  be  used  for  intracom¬ 
pany  E-mail.  The  report  cited 
X.400’s  complex  addressing 
scheme,  limited  support  for  net¬ 
work  transports  and  costs  as  lim¬ 
iting  factors. 

The  study  also  said  90%  of  the 
Fortune  1,000  companies  have 
disconnected  proprietary  E-mail 
systems,  while  the  other  10% 
have  a  proprietary  backbone  con¬ 
necting  the  disparate  systems. 
During  in-depth  interview  with 
15  leading  E-mail  users,  Forres¬ 
ter  found  only  two  customers  that 
use  X.400  internally. 

The  reason  that  few  propri¬ 
etary  E-mail  backbone  nets  have 
been  implemented  starts  with  the 
cost  and  complexity  of  installing 


FREMONT,  Calif.  —  Vitalink 
Communications  Corp.  recently 
announced  its  intention  to  deliv¬ 
er  by  year  end  standards-based 
network  management  software 
that  can  be  used  to  control  multi¬ 
ple  vendors’  internetworking 
equipment  from  a  central  work¬ 
station. 

Vitalink’s  said  its  Open  Man¬ 
agement  System  (OMS)  will  run 
on  a  Sun  Microsystems,  Inc. 
SPARCstation  and  support  Sun’s 
SunNet  Manager  software  as  well 
as  the  Simple  Network  Manage¬ 
ment  Protocol  (SNMP). 

Unlike  Vitalink’s  WANmanag- 
er,  a  proprietary  system  for  mon¬ 
itoring  and  controlling  only  Vita- 
links  bridges,  OMS  will  monitor 
and  control  any  device  on  an  in¬ 
ternetwork  that  supports  an 
SNMP  agent,  the  vendor  said. 

“This  will  be  the  centerpiece 
of  our  strategy,”  said  Dana  Hen¬ 
drickson,  Vitalink’s  assistant 
vice-president  of  business  devel¬ 
opment.  “OMS  will  be  the  prod- 


and  operating  such  a  backbone, 
no  matter  what  the  protocol,  ac¬ 
cording  to  users  cited  in  the 
study.  “Rolling  out  a  corporate 
messaging  backbone  will  expose 
anything  wrong  with  your  net¬ 
works,”  said  a  representative 
from  a  financial  company  cited  in 
the  study. 

A  petroleum  refinery  repre¬ 
sentative  agreed,  “This  is  not  the 
Dow  Jones,  but  [electronic]  mail 
is  one  of  the  most  network-inten¬ 
sive  applications.” 

Other  problems  with  creating 
any  E-mail  backbone  stem  from 
inconsistencies  between  propri¬ 
etary  packages.  “Each  mail  sys¬ 
tem  has  its  own  directory,”  said  a 
representative  from  a  chemical 
firm.  “There’s  no  way  to  synchro¬ 
nize  them  all.  If  a  user  gets  added 
to  one  system,  nobody  on  other 
systems  knows  about  it.” 

By  its  nature,  X.400  would 
seem  to  help  in  joining  propri¬ 
etary  systems  for  those  custom¬ 
ers  that  were  determined  to  im¬ 
plement  a  corporate  E-mail 
backbone.  This,  however,  is  not 
the  case,  according  to  the  report. 

“[X.400]  products  available 
today  are  just  not  functional 
( continued  on  page  22 ) 


uct  used  to  manage  all  the  inter¬ 
networking  products  we  mar¬ 
ket.” 

Although  Vitalink  will  contin¬ 
ue  to  support  WANmanager,  all 
new  development  will  be  focused 
on  OMS,  and  the  vendor  will  work 
to  migrate  customers  to  the  new 
platform. 

Vitalink,  recently  acquired  by 
Network  Systems  Corp.  (NSC), 
has  entered  into  cooperative  de¬ 
velopment  agreements  this  year 
with  Coral  Network  Corp.  and 
Netlink,  Inc.  to  provide  internet¬ 
working  products  for  Fiber  Dis¬ 
tributed  Data  Interface,  T-3  and 
IBM’s  Systems  Network  Architec¬ 
ture  networks.  Hendrickson  said 
OMS  will  support  these  products 
and  those  from  Vitalink  and  NSC. 

Vitalink  said  it  chose  the  Sun 
platform  because  it  is  widely  used 
for  SNMP-based  net  management 
systems.  By  relying  on  the  Sun- 
Net  Manager  as  the  basis  for  its 
core  management  functions,  the 
company  intends  to  announce 
new  features  that  expand  on 
( continued  on  page  22 ) 


Over  the  next  four  years,  OS/2 
will  emerge  as  a  viable  operating 
system  contender  to  Microsoft 
Corp.’s  DOS,  despite  confusion 
caused  by  the  IBM-Microsoft  rift 
over  OS/2  and  the  current  mar¬ 
ket  dominance  of  Microsoft  Win¬ 
dows  3-0. 

According  to  users  and  ana¬ 
lysts,  OS/2  will  likely  become  a 
common  choice  as  a  server-based 
operating  system  because  it  en¬ 
ables  applications  to  take  advan¬ 
tage  of  multitasking  features. 

For  some  users,  OS/2  may 
even  prove  viable  as  an  operating 
system  for  client  workstations, 
although  some  industry  observ¬ 
ers  say  it  will  face  a  tougher  chal¬ 
lenge  from  Windows  for  control 
of  the  user  workstation  market. 

Last  year,  IBM  and  Microsoft 
licensed  only  300,000  copies  of 
OS/2,  according  to  San  Jose, 
Calif.-based  market  research  firm 
Dataquest,  Inc.  That  compares  to 
the  2.25  million  copies  of  Win¬ 
dows  3-0  that  Microsoft  said  it 
sold  in  the  product’s  first  eight 
months  of  sales. 

Despite  the  lopsidedness  of  to¬ 
day’s  operating  system  market, 
2 1  %  of  all  desktop  computers  will 
use  OS/2  as  the  primary  operat¬ 
ing  system  by  1995,  according  to 
Gartner  Group,  Inc.,  a  Stamford, 
Conn. -based  market  research 
firm.  That  would  greatly  improve 
on  the  meager  1%  market  share 
OS/2  attained  last  year  (see 
graphic,  this  page). 

One  reason  for  the  optimism, 
industry  observers  said,  is  that  to¬ 
day’s  number  of  units  shipped  is 


not  a  true  indication  of  OS /2’s  fu¬ 
ture  potential  in  the  local-area 
network  environment.  “There’s 
certainly  a  limited  number  of 
OS/2  licenses,  and  OS/2  has  a 
small  installed  base,”  said  Stew¬ 
art  Skomra,  vice-president  of 
marketing  at  iLAN,  Inc.,  a  Colum¬ 
bus,  Ohio  systems  integrator. 
“But  these  licenses  are  only  for 
the  development  environment.” 

Skomra  said  he  believes  that 
application  development  based 
on  these  small  number  of  licenses 
will  soon  be  complete  and  the 
number  of  OS/2  licenses  will 
grow  substantially. 

“A  typical  Fortune  100  com¬ 
pany  has  bought  [a  dozen  or  so] 
OS/2  licenses  for  developing  ap¬ 
plications  that  will  eventually  run 
on  10,000-node  networks,”  he 
said.  “We  should  see  some  of 
these  applications  operating  on 
these  networks  in  the  next  1 2  to 
18  months.” 

Migrating  to  OS/2 

Although  companies  are  de¬ 
veloping  OS/2  applications, 
some  observers  warn  that  many 
users  will  employ  the  operating 
system  on  networks  servers  in¬ 
stead  of  client  workstations. 

“It’s  expensive  to  upgrade  the 
client,”  said  Marc  Rosenthal,  per¬ 
sonal  computer  system  analyst  at 
the  New  York  law  firm  of  Cravath, 
Swaine  &  Moore.  “I’m  not  talking 
about  the  cost  of  the  software,  but 
the  hardware.  OS/2  1.3  takes 
30M  [bytes]  of  space  on  a  hard 
disk.” 

Rosenthal  noted  that  most  of 
his  client  workstations  are  IBM 
/ continued  on  page  22 ) 
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Vitalink’s  OMS  to  manage 
multiple  internet  devices 

By  Timothy  O’Brien 

West  Coast  Bureau  Chief 
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OS/2  to  be  strong 
contender  in  OS  fight 

continued from  page  21 
Personal  System/2  55  SX  microcomput¬ 
ers  with  30M-byte  hard  drives.  “With  my 
[workstations],  OS/2  leaves  no  room  for 
documents  or  data  base  information  to  be 
stored  locally,”  he  said. 

Currently,  Cravath,  Swaine  &  Moore 
stores  most  of  its  data  locally,  so  the 
amount  of  disk  space  needed  for  OS/2  is  a 
problem  in  the  client  environment. 

Rosenthal’s  firm  is  converting  all  its 
servers  to  OS/2.  For  now,  the  company 
will  probably  use  DOS  5.0  on  the  clients. 
“[DOS  5  0]  is  cheaper,  takes  less  memory 
and  more  RAM  is  available  than  with 
OS/2,”  he  said. 

ILAN’s  Skomra  doesn’t  believe  the 
hardware  issue  that  Rosenthal  raises  will 
be  a  problem.  If  a  user  is  considering  OS/2 
over  a  combination  of  DOS  and  Windows 
on  the  client,  the  hardware  considerations 
are  about  the  same,  he  said. 

“Windows  does  not  take  as  much  disk 
space  as  OS/2,”  Skomra  said.  “But  many 
machines  that  have  the  4M  [bytes]  of  mem¬ 
ory  needed  to  run  Windows  come  with  a 
hard  disk  that  has  the  storage  capacity  for 
OS/2.” 

OS/2  or  Windows? 

A  user  considering  OS/2  vs.  Windows 
on  client  workstations  is  facing  more  than 
a  philosophical  decision. 

“Windows  initially  looked  impressive,” 
Rosenthal  said.  “Similar  to  OS/2,  it  allows 
you  to  cut  and  paste  between  applica¬ 
tions.”  But  he  added  that  when  a  Windows 
application  crashes,  it  usually  brings  the 
client  workstation  down  with  it. 

This  is  not  a  problem  with  OS/2.  “With 
OS/2,  if  there  is  an  error,  it  won’t  take  the 
whole  system  with  it,”  Rosenthal  said. 

Skomra  agreed,  “Clients  running  OS/2 
eliminate  some  of  the  net  performance 
problems  because  of  the  multitasking  na¬ 
ture  of  the  operating  system.  [The  system] 
isn’t  held  up  by  retries  or  by  degradation  of 
performance  on  the  net.” 


Clients  running  Windows  have  other 
problems.  A  Network  World  survey  of  net 
managers  conducted  in  April  found  that 
29%  had  difficulty  using  Windows  with 
their  operating  system  (“Survey:  Drawing 
a  bead  on  net  managers’  top  concerns,” 
NW,  June  3)-  Furthermore,  27%  of  the  re¬ 
spondents  said  Windows  on  clients  caused 
network  performance  problems. 

In  addition  to  performance  issues, 
there  are  other  factors  to  consider  when 
choosing  between  OS/2  and  Windows. 

Skomra  said  he  believes  OS/2  brings 
many  benefits  to  certain  applications.  For 
example,  a  help  desk  staffer  sitting  at  a 
workstation  with  OS/2  running  on  the  cli¬ 
ent  can  be  more  responsive  to  problems  on 
the  network. 

“Using  OS/2’s  multitasking  features,  I 
can  have  alerts  sent  to  the  foreground  and 
notify  the  operator  that  a  higher  priority 
task  has  arrived,”  Skomra  said.  “In  a  Win¬ 
dows  environment,  the  operator  must  que¬ 
ry  the  system  to  see  if  there  is  a  new  prob¬ 
lem.” 

The  two  approaches  are  fundamentally 
quite  different.  “Windows  is  user-driven; 
OS/2  is  a  system-driven  environment,”  he 
said. 

Moving  to  OS/2  seems  to  bring  fewer 
network-related  problems  than  moving  to 
Windows.  It  also  offers  additional  advan¬ 
tages  such  as  more  responsive  interplay 
between  the  client  and  server.  But  those 
wanting  to  take  advantage  of  OS/2’s  pow¬ 
er  must  choose  between  Microsoft’s  OS/2 
and  IBM’s  version. 

“The  two  will  never  meet  again,” 
Skomra  said.  Applications  will  be  devel¬ 
oped  for  both,  and  they  may  not  be  com¬ 
patible. 

“That  means  users  need  to  make  a 
choice  today  betting  on  the  future  of  those 
alternatives,”  he  added. 

Rosenthal  and  Skomra  both  lean  to¬ 
ward  IBM’s  OS/2.  They  said  OS/2  1.3  is 
adequate  and  OS/2  2.0,  which  is  due  out  at 
year  end,  will  be  even  better.  Meanwhile, 
Microsoft’s  OS/2  Version  3-0  isn’t  expect¬ 
ed  to  be  available  until  late  1992  or  early 
1993-  □ 


Cayman  intros  software  that  lets 
X  Window  devices  use  Mac  wares 


By  Caryn  Gillooly 

_ Senior  Editor _ 

CAMBRIDGE,  Mass.  —  Cayman  Sys¬ 
tems,  Inc.  last  week  introduced  software 
for  Apple  Computer,  Inc.  Macintoshes  that 
enables  X  Window  System  terminals  or 
workstations  to  use  applications  residing 
on  a  Macintosh. 

With  the  company’s  new  XGator  soft¬ 
ware,  X  Window  users  on  terminals  or  Unix 
workstations  can  run  local  Macintosh  ap¬ 
plications  in  a  window  alongside  other  X 
Window  applications  or  access  Macintosh 
applications  remotely  via  Transmission 
Control  Protocol/Internet  Protocol  links. 

The  XGator  software  runs  on  any  Mac¬ 
intosh  Plus,  SE  or  II  Series  running  System 
5.0  or  higher.  With  the  software,  the  Mac¬ 
intosh  acts  as  an  applications  server;  any 
number  of  X  Window  users  can  log  onto 
the  microcomputer  over  a  TCP/IP  net  and 
launch  applications  residing  on  the  Macin¬ 
tosh.  Users  will  even  be  able  to  cut  and 
paste  between  Macintosh  and  Unix  applica¬ 
tions,  the  company  said. 

According  to  Cayman,  based  here,  XGa¬ 
tor  is  the  first  X  Window  client  for  the  Mac¬ 
intosh.  X  Window  users  will  also  have  ac¬ 
cess  to  any  resource  available  through  the 
Macintosh,  including  electronic  mail  and 
printers. 

“XGator  runs  on  the  Mac  and  basically 
brings  that  Mac  and  all  the  applications  on 
that  Mac  into  the  Unix  environment,”  said 


X.400  is  not  E-mail 
backbone  of  choice 

continued  from  page  21 
enough  to  put  on  internal  backbones,” 
said  Janet  Hyland,  director  of  network 
strategy  research  at  Forrester. 

The  first  problem  with  X.400  is  its  ad¬ 
dressing  scheme.  According  to  Hyland,  the 
scheme  was  originally  designed  to  be  ex¬ 
pandable  in  order  to  accommodate  any 
number  of  new  E-mail  addresses  at  any  lo¬ 
cation.  But,  she  said,  some  X.400  destina¬ 
tions  can  require  up  to  a  two-line  address, 
which  then  must  be  masked  by  the  network 
administrator  so  the  users  will  use  the  sys¬ 
tem. 

The  types  of  networks  X.400  uses  to 
transmit  messages  is  another  issue,  as 
X.400  only  runs  over  X.25  or  OSI  nets. 
“Companies  with  neither  [X.25  nor  OSI] 
are  reluctant  to  implement  them  just  to 
run  X.400,”  Hyland  said.  She  added  that 
vendors  are  currently  working  on  products 


Eric  Janszen,  product  marketing  manager 
for  Cayman.  “So  any  workstation  or  X 
[Window]  terminal  user  [in  a  Unix  environ¬ 
ment]  can  Telnet  using  TCP/IP  to  a  Mac  on 
the  net  and  run  those  [Mac]  applications 
remotely.” 

On  the  management  side,  with  the  con¬ 
nectivity  provided  through  XGator,  net¬ 
work  managers  will  be  able  to  monitor, 
configure  and  maintain  AppleTalk  devices 
from  an  X  Window  terminal  or  workstation 
using  existing  AppleTalk  management  de¬ 
vices  or  such  packages  as  EtherPeek  and 
NetWachman  from  The  AG  Group. 

“On  internetworks  with  many  Macin¬ 
tosh  users,  XGator  lets  network  adminis¬ 
trators  manage  the  Macintosh  network  and 
support  users  without  leaving  their  termi¬ 
nals,”  Janszen  said. 

The  administrator  at  the  X  Window  ter¬ 
minal  or  workstation  will  also  be  able  to 
take  over  or  share  a  Macintosh  user’s 
screen  to  make  it  easier  to  help  and  in¬ 
struct  users,  according  to  Janszen. 

XGator  will  work  in  conjunction  with 
Cayman’s  existing  Macintosh  connectivity 
products,  such  as  its  GatorBox  CS,  to  make 
X  Window-to-Macintosh  connections  over 
an  Apple  LocalTalk  network,  and  Gator- 
Share,  to  let  X  Window  terminal  users  copy 
files  from  the  Macintosh. 

XGator  is  expected  to  be  available  next 
month  at  $495  for  a  single-user  license 
and  $3,750  for  a  10-user  license.  □ 


that  will  let  X.400  run  over  the  Transmis¬ 
sion  Control  Protocol/Internet  Protocol, 
but  they  are  not  yet  available. 

Expense  is  another  limiting  factor.  Ac¬ 
cording  to  Hyland,  not  only  will  customers 
incur  the  expense  of  X.400  software, 
which  is  more  costly  than  proprietary 
products,  but  many  users  will  also  expend 
manpower  and  additional  funds  to  debug 
the  products. 

According  to  the  study,  the  first  imple¬ 
mentations  of  X.400  are  for  communica¬ 
tions  between  corporations,  rather  than 
internal  company  communications.  Many 
corporations  are  currently  in  the  process 
of  installing  mail  links  with  trading  parters 
using  X.400  gateway  connections  to  vari¬ 
ous  public  X.400  mail  carriers. 

“Before  X.400,  it  used  to  take  six  to 
eight  weeks  to  establish  a  link  with  another 
company,”  the  chemical  company  repre¬ 
sentative  said.  “Now,  with  one  phone  call, 
you  can  be  sending  mail  to  Exxon  [Corp.j 
in  an  hour.”  □ 


OMS  to  manage 
multiple  devices 

continued  from  page  21 
SunNet  Manager’s  SNMP  capabilites. 

Vitalink  plans  to  use  SunNet  manager 
application  program  interfaces  (API)  to 
modify  and  add  functionality  to  existing 
SunNet  Manager  applications. 

“The  element  network  management 
capabilities  of  SunNet  Manager  were  al¬ 
ready  there  —  we  didn’t  have  to  start  from 
scratch,”  said  Doreen  Pizzaro,  Vitalink 
product  manager  for  network  manage¬ 
ment  products.  “Our  strategic  direction 
now  is  to  work  towards  standards.” 

In  addition  to  managing  and  monitor¬ 


ing  Vitalink  devices,  OMS  will  allow  users 
to  control  other  SNMP-based  internet¬ 
working  gear  through  features  that  include 
various  settings  for  device  configurations, 
user-defined  alarm  thresholds  and  net¬ 
work  status  monitoring  through  unsolicit¬ 
ed  alarms. 

Through  the  graphical  interface,  users 
can  monitor  the  network’s  status. 

Several  types  of  event  monitoring  will 
continuously  update  users  on  the  health  of 
the  network  and  support  proactive  prob¬ 
lem  management  by  providing  early  notifi¬ 
cation  of  degrading  net  conditions. 

Pricing  for  OMS  will  start  at  $  1 0,000  for 
software  only  and  will  run  about  $40,000 
for  hardware  and  software  packages.  □ 
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Worth  Noting 


“W 


i’re  almost 
to  the  stage  of 
disposable  equipment 
and  software.  Product 
life  cycles  are  short 
and  becoming  even 
shorter.” 

Ron  Brown 

Independent 
communications  consultant 
Melrose,  Mass. 


ssociation 

Watch 


The  annual  meeting  of  the 
Vitalink  User  Exchange  will 
be  held  Sept.  24-27  at  the  Parc 
Fifty  Five  Hotel  in  San  Francis¬ 


co. 


Users  of  Vitalink  bridges 
and  routers  will  be  gathering 
to  exchange  ideas  on  how  to 
improve  the  operation  of  their 
networks,  as  well  as  to  partici¬ 
pate  in  educational  sessions 
on  such  topics  as  how  to  apply 
Vitalink  products  in  advanced 
networks. 

For  more  information,  con¬ 
tact  Lisa  Rico  at  (415)  795- 
6182. 


The  Association  of  Data 
Communications  Users 
(ADCU)  recently  elected  a 
new  slate  of  officers  for  two- 
year  terms. 

Ronald  West,  manager  of 
telecommunications  and  of¬ 
fice  automation  at  Shearman 
&  Sterling  was  elected  presi¬ 
dent. 

The  new  first  vice-presi¬ 
dent  is  KPMG  Peat  Marwick’s 
Janet  Hufton,  while  Pat  Ryan 
from  Pitney  Bowes,  Inc.  holds 
the  position  of  second  vice- 
president. 

Ralph  Newton  of  North 
America  Philips  Corp.  was 
elected  treasurer,  and  Robert 
Connelly  of  ADT,  Inc.  will 
serve  as  secretary. 

The  first  director-at-large 
is  John  Falzone  of  John  Han¬ 
cock  Mutual  Life  Insurance 
Co.,  and  the  second  director- 
at-large  is  Tim  Simmons  of 
Reilance  Insurance  Co. 

For  more  information  on 
the  ADCU,  contact  Executive 
Director  Augie  Blegen  at 
(612)881-6803- □ 
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GM,  Chrysler  spin-off  plots 
network,  systems  overhaul 

New  infrastructure  will  help  support  firm’s  growth. 


By  Wayne  Eckerson 

_ Senior  Editor _ 

TROY,  Mich.  —  New  Venture 
Gear  (NVG),  one  of  the  largest 
makers  of  four-wheel  drive  pow¬ 
er  trains,  isn’t  afraid  of  big  chal¬ 
lenges. 

The  company  plans  to  virtual¬ 
ly  double  its  revenue  to  $  1  billion 
within  the  next  1 5  months  and  is 
rebuilding  its  information  sys¬ 
tems  (IS)  and  network  from  the 
ground  up  in  order  to  handle  the 
anticipated  growth. 

“It’s  almost  unheard  of  for  a 
company  our  size  to  completely 
[revamp]  its  systems,”  said  Kurt 
Gogolin,  the  company’s  IS  man¬ 
ager. 

NVG  was  formed  in  February 
1990  as  a  joint  venture  between 
Chrysler  Corp.  and  General  Mo¬ 
tors  Corp.  The  firm  has  two  man¬ 
ufacturing  facilities:  a  site  in  East 
Syracuse,  N.Y.,  formerly  operat¬ 
ed  by  Chrysler’s  Acustar  automo¬ 
tive  components  manufacturing 
subsidiary;  and  a  plant  in  Muncie, 
Ind.,  previously  run  by  GM. 

For  the  past  18  months,  NVG 
has  been  trying  to  operate  as  a 
single,  unified  company,  despite 
the  fact  its  manufacturing  sites 
continue  to  function  as  GM  or 
Chrysler  units.  The  main  problem 
is  that  each  plant  uses  different  IS 
and  operating  procedures,  and 
there  is  no  network  interconnect¬ 
ing  the  sites. 

Currently,  much  of  the  work 
involved  in  consolidating  and 
reconciling  data  from  the  two 
plants  is  done  manually.  Howev¬ 
er,  that  will  change  with  the  net¬ 
work  overhaul. 

Realizing  it  couldn’t  build  the 


required  systems  and  network  on 
its  own  within  two  years,  NVG 
turned  to  Digital  Equipment 
Corp.  for  assistance. 

Last  month,  NVG  awarded  DEC 
a  five-year,  multimillion  dollar 
contract  to  design,  install  and  op¬ 
erate  new  computers  as  well  as 
business  and  engineering  appli¬ 
cations.  DEC  will  also  build  a  new 
corporate  network  linking  the 
company’s  facilities. 

“Essentially,  we’re  going  to 
act  as  NVG’s  IS  department,”  said 
Bruce  Ryan,  vice-president  and 
corporate  controller  at  DEC. 

According  to  Gogolin,  NVG  is 
not  outsourcing  operations.  It  is 
retaining  ownership  of  all  equip¬ 
ment  DEC  installs  and  operates 
and  will  not  transfer  any  NVG  em¬ 
ployees  to  DEC’S  payroll.  In¬ 
stead,  DEC  will  perform  facilities 
management  services,  he  said. 

However,  Gogolin  would  not 
commit  to  NVG  taking  back  its  IS 
and  network  operations  once  the 
five-year  contract  expires. 

DEC  will  supply  between  20 
and  25  staff  people  to  help  define 
user  requirements  for  the  new 
business  and  engineering  appli¬ 
cations.  They  will  also  install  new 
software  and  hardware  as  well  as 
electronic  mail  and  electronic 
data  interchange  systems.  Once 
the  installation  is  completed  in 
about  two  years,  DEC  will  main¬ 
tain  a  staff  of  about  1 5  to  manage 
the  systems  and  network. 

DEC’S  assistance  was  critical 
since  NVG  has  only  a  handful  of  IS 
staffers  who  are  currently  main¬ 
taining  systems  in  the  plants,  Go¬ 
golin  said. 

( continued  on  page  58 ) 


EDIA  chief  discusses 
hurdles  facing  EDI 

New  president  says  users  must  address  business 
and  technical  issues  to  make  EDI  projects  pay  off. 


% 


Gregory  Harter,  the 
newly  appointed  presi¬ 
dent  and  chief  executive 
officer  of  the  Electronic  Data  In¬ 
terchange  Association  (EDIA), 
officially  took  charge  last  week, 
replacing  Jerome  Dreyer,  who 
was  EDIA’s  president  for  the  past 
three  years. 

Harter  is  the  former  director 
of  finance  and  EDI  Coordinator 
for  Cummins  Engine  Co.,  where 
he  led  major  domestic  and  inter¬ 
national  EDI  implementation 
projects  for  the  engine  manufac¬ 
turer.  He  also  founded  and 
chaired  the  Finance  Truck  Action 
Group,  an  arm  of  the  Automotive 
Industry  Action  Group  that  focus¬ 
es  on  EDI  issues  in  the  heavy 
truck  industry. 

Harter  spoke  with  Network 
World  Staff  Writer  Maureen  Mol- 
loy  last  week  to  discuss  the 
EDIA’s  future  direction  and  the 
key  concerns  of  its  user  mem¬ 
bers. 


What  are  your  goals  for 
EDIA? 

My  mission  statement  for 
EDIA  is  similiar  to  what  it’s  al¬ 
ways  been:  to  be  the  organization 
that  users  can  turn  to  in  order  to 


better  understand  the  value  of 
EDI,  learn  how  to  implement  it 
and  obtain  information  about 
how  other  companies  are  using 
EDI  to  become  more  competitive. 

One  of  the  main  reasons  I  ac¬ 
cepted  this  job  is  that  I  strongly 
believe  we  need  to  get  the  busi¬ 
ness  and  the  technical  issues  in¬ 
volved  in  EDI  heading  down  the 
same  path. 

I  don’t  have  a  strong  technical 
background.  My  background  is 
business.  EDI  as  a  business  issue 
is  as  important  as  EDI  as  a  techni¬ 
cal  issue.  The  two  must  work  to¬ 
gether  if  EDI  is  to  succeed. 

What  are  the  major  chal¬ 
lenges  facing  the  EDI  com¬ 
munity? 

The  major  challenge  is  inte¬ 
grating  the  two  key  groups  that 
should  be  working  together  to 
help  companies  implement  and 
integrate  EDI  —  the  technical 
group  and  the  business  groups  of 
the  organization. 

The  reason  we  haven’t  seen 
the  explosive  growth  of  EDI  that 
was  expected  four  years  ago  is 
that  companies  either  focus  on 
the  business  issues  related  to  EDI 
( continued  on  page  24 ) 


GUIDELINES 


BY  ERIC  SCHMALL 

Keeping  calm  is  correct 
response  to  net  break-ins 

Having  someone  hack  into  your  private  branch  exchange  or 
voice  mail  system  is  one  of  those  life-altering  events,  much  like 
being  mugged  or  having  your  house  burglarized.  No  matter  how 
small  the  damage  or  loss,  you  feel  violated  and  angry. 

But  giving  way  to  feelings  of  outrage  can  retard  recovery 
from  a  hacker’s  assault.  Network  managers  need  to  remain  cool 
in  order  to  steer  the  company  and  the  department  toward  the 
right  course  of  action.  Unfortunately,  some  net  managers 
overreact  to  a  hacking  incident,  letting  their  fears  and 
insecurities  guide  their  response.  In  their  panic,  these  managers 
start  ringing  alarms  before  they  have  gathered  all  the  informa¬ 
tion  about  the  intrusion  and  the  damage  it  caused. 

To  atone  for  letting  a  hacker  invade  the  PBX  or  voice  mail 
system,  the  managers  spend  inordinate  amounts  of  time 
devising  ways  to  make  the  system  impervious  to  assaults.  They 
advocate  draconian  security  measures,  which  make  the  system 
cumbersome  and  unattractive  for  staff  use. 

Equally  at  fault  are  the  managers  who  tty  to  cover  up  the 
incident  in  order  to  protect  their  professional  reputation.  They 
do  all  they  can  to  keep  news  of  the  security  breach  from 

( continued  on  page  57) 

Schmall  is  a  net  manager  for  an  insurance  holding  firm. 
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EDIA  chief  discusses 
hurdles  facing  EDI 

continued from  page  23 
or  the  technical  issues,  but  don’t  pull  the 
mo  together.  An  EDI  project  has  little 
chance  of  survival  when  there’s  a  failure  to 
pull  the  business  and  technical  issues  to¬ 
gether.  And  it’s  been  taking  a  while  for  this 
notion  to  come  to  fruition  in  many  compa¬ 
nies.  The  companies  that  succeed  at  EDI 
are  those  that  address  both  the  business 
and  systems  issues  in  a  cooperative  man¬ 
ner. 

Has  the  soft  economy  caused  com¬ 
panies  to  back  away  from  EDI  pro¬ 
grams? 


The  economy  has  stalled  or  halted 
some  EDI  programs,  but  I  believe  the  econ¬ 
omy’s  impact  has  been  limited. 

The  recession  will  cause  EDI  projects  to 
flounder  only  in  companies  where  EDI  is 
seen  as  a  discretionary  effort,  where  it’s 
not  seen  as  a  strategic  tool  for  market 
share  or  long-term  survival.  In  companies 
that  see  it  as  a  competitive  tool,  EDI  sur¬ 
vives  the  strict  prioritization  of  projects 
that  occur  during  slow  economic  times. 

Have  EDI  managers  been  success¬ 
ful  in  cost-justifying  EDI? 

Judging  from  my  own  experience  at 
Cummins,  doing  a  cost/benefits  study  is 
very  difficult.  It’s  very  easy  to  identify  the 
costs  of  doing  an  EDI  pilot  or  even  plan¬ 


ning  a  complete  migration. 

However,  it’s  very  difficult  to  identify 
all  the  benefits  because  so  many  of  them 
do  not  involve  tangible,  hard  dollar  sav¬ 
ings. 

Have  companies  been  able  to  move 
beyond  the  EDI  pilot  stage  and  devel¬ 
op  sophisticated  programs  in  which 
EDI  is  integrated  with  their  applica¬ 
tions? 

There’s  never  a  good  reason  to  do  an 
EDI  pilot  just  for  the  sake  of  doing  a  pilot. 
The  companies  that  have  gotten  beyond 
the  pilot  are,  again,  the  ones  that  view  EDI 
as  a  facilitator,  and  not  a  goal  in  itself.  The 
real  goals  are  things  like  increased  market 
share  and  the  ability  to  expand  into  new 
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16  MB/S  TOKEN  RING 


Active  MAU  Technology  Supports 
Extended  Distances  Over  UTP  Cable. 

Star  Tek  828AT  Intelligent  MAUs  offer  you 
uncompromising  performance  and  an 
unprecedented  degree  of  flexibility  in 
choosing  the  media  and  technology  that's 
right  for  your  network.  Twisted  pair  options 
include  sophisticated  active  MAU  technol¬ 
ogy  for  superior  performance  over  UTP  as 
well  as  support  for  standard  STP  cable. 
Optical  fiber  support  lets  you  extend  either 
main  ring  links  or  lobes  campus  wide. 


Star-Tek  Intelligent  MAUs  provide  a  safety 
net  for  your  vital  token  ring  operations. 

Fault  tolerance  technology  pioneered  by 
Star  Tek  automatically  detects  and  isolates 
main  ring  failures,  preventing  network 
crashes  This  level  of  protection  greatly 
increases  physical  network  reliability. 


Real  Time  Network  Management 
Under  Windows  3.0.  OS  2  and  NetView. 

Star-Tek  Network  Management  is  opti¬ 
mized  for  token  ring  environments, 
providing  both  in-band  and  out-of-band 
error  monitoring  and  control.  Real  time 
status  is  displayed  via  an  extensive 
hierarchy  of  detailed  network  maps. 
Alarms  report  error  threshold  crossings, 
cable  failures  or  equipment  breakdowns, 
allowing  you  to  diagnose  problems  quickly 
and  correct  them  from  your  desk. 


Choose  from  Windows  3.0.  OS  2  or 
NetView  for  your  management  environ¬ 
ment.  Monitor  and  control  large  sites 
without  digging  through  wiring  closets. 
Managing  remote  sites  is  just  as  easy, 
allowing  you  to  provide  the  same  rapid 
response  anywhere  in  your  network 


Over  50,000  Users  Already  Run  Their 
Vital  Token  Rings  With  Our  Assistance. 

As  a  pioneer  in  physical  layer  manage¬ 
ment  and  multi-media  support.  Star-Tek 
has  the  experience  to  help  you  build  a 
solution  for  your  strategic  token  ring 
applications.  For  complete  information  and 
a  demo  disk,  call  (800)  225-8528  or  (508) 
393-9393. 


100  Otis  Street  Northboro.  MA  01532 
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markets.  This  is  the  stated  objective  of 
companies  that  have  been  able  to  develop 
sophisticated  EDI  programs. 

Are  large  EDI  users  becoming 
more  sensitive  to  the  needs  of  their 
smaller  suppliers? 

Yes.  Initially,  EDI  pilots  focused  on  ma¬ 
jor  trading  partners,  but  that  has  slowly 
changed. 

In  the  past,  for  instance,  a  company 
with  1 ,000  trading  partners  would  do  EDI 
with  the  10  major  ones  who  represented 
80%  of  their  business.  Now  that’s  a  signifi¬ 
cant  move,  but  then  they  began  to  under¬ 
stand  that,  although  those  10  partners 
might  represent  80%  of  the  business,  they 
still  don’t  begin  to  represent  80%  of  the 
transactions. 

The  key  is  not  the  dollar  value  but  the 
transactions.  What’s  important  is  how 
many  transactions  have  been  converted  to 
an  EDI  format.  The  reason  is,  even  though 
you  may  have  a  significant  amount  of  mon¬ 
ey  coming  in  via  EDI,  a  substantial  admin- 


Gregory  Harter 


istrative  work  load  remains  in  handling  the 
rest  of  your  trading  partners  that  commu¬ 
nicate  with  you  in  the  parallel  convention¬ 
al  mail  format.  And  as  you  begin  to  add 
more  trading  partners  and  start  climbing 
that  curve,  where  you  get  to  perhaps  70% 
to  80%  of  the  transactions  implemented 
via  EDI,  you  begin  to  see  the  real  worth  in 
going  all  the  way  with  EDI. 

You  cannot  eliminate  the  administra¬ 
tive  and  manual  work  load  until  you  get 
100%  of  your  trading  partners  on  the  EDI 
system.  More  companies  are  seeing  this 
and  are  increasingly  focusing  more  atten¬ 
tion  on  their  smaller  trading  partners. 

How  many  companies  are  ready  to 
use  X.400  or  X.435  to  transmit  EDI 
messages? 

Unfortunately,  not  many.  But  these 
standards  represent  part  of  my  vision  for 
how  this  whole  EDI  scenario  ought  to  play 
out. 

Many  companies  have  large  electronic 
mail  systems  where  they  can  easily  com¬ 
municate  with  others  within  their  own 
company.  There’s  no  reason  why  you 
shouldn’t  also  be  able  to  communicate  jus* 
as  simply  with  other  companies. 

We’ve  spent  a  lot  of  time  and  effor 
working  to  communicate  within  our  own 
companies,  but  not  with  other  trading 
partners.  The  standard  now  exists  that 
would  allow  companies  to  interconnect 
their  E-mail  systems.  The  technology  and 
the  business  reasons  are  there,  and  we 
have  to  work  at  getting  more  widespread 
adoption  of  these  standards.  □ 
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Playing  the  Trump  Card  of  "technology 


CONFERENCE 


CHICAGO,  AUGUST  12-13,1991 


How  you  play  the  trump  card  of  network  technology  today  will 
determine  your  competitiveness  in  the  global  marketplace  in  the 
years  ahead. 

The  Manufacturing  Networks  Conference  is  the  only  confer¬ 
ence  specifically  designed  to  give  you  practical,  real  world  in¬ 
sights  into  the  major  technology  and  management  issues  shap¬ 
ing  the  manufacturing  network  world.  Leaders  in  the  manufac¬ 
turing  industry  will  cover  the  timely  issues  that  you  must  seri¬ 
ously  consider  if  you  are  to  stay  competitive  in  the  global 
marketplace. 

Conference  Highlights 

The  conference  topics  specifically  include: 

•  Making  the  Business  Case  for  Open  Manufacturing 
Networks 

•  Speed  to  Market 

•  Making  CIM  Work 

•  MAP  User  Views 


The  Saturn  Experience 

This  special  keynote  presentation  offers  a  rare  in¬ 
side  look  into  the  manufacturing  network  that  put 
Saturn  Corporation  in  the  spotlight. 

General  Motors'  $3  billion  Saturn  manufacturing 
project  has  captured  public  interest  since  its  incep¬ 
tion.  The  major  focus  of  all  this  attention  has  been 
on  Saturn's  advanced  manufacturing  network. 
This  state-of-the-art  network  automates  opera¬ 
tions  from  order  entry  to  delivery  of  this  next-gen¬ 
eration  automobile. 

Top  network  official,  David  Skiven,  Manager  of 
the  Facilities  and  Manufacturing  Integration  at 
Saturn  Corporation,  will  give  his  insights  into  the 
key  network  issues  reshaping  the  manufacturing 
world. 


•  Handling  Cutovers  and  Upgrades 

•  Factory  LAN  Strategies 

•  Building  the  Paperless  Plant 

•  Inter-enterprise  Manufacturing  Networks 

•  Breaking  Down  Organizational  Barriers 
Inventory  Control  Networks 

•  Can  the  Federal  Government  Do  More  to  Promote 
Manufacturing  Networks 

•  Concurrent  Engineering  Networks 

•  Wide-Area  Network  Strategies 


The  Product  Showcase  gives  you  the  opportunity  to  interact 
with  top  networking  vendors  and  gain  the  product  education 
you  need  to  make  key  purchasing  decisions.  The  exhibitors  to 
date  include: 


3Com  Corporation 
Atlanta  Technologies,  Inc. 

The  Brown  Computer  Company 
Cable-Comm  Technologies 
Cabletron  Systems  Inc. 

ChipCom  Corporation 
Cisco  Systems 

Digital  Equipment  Corporation 


Lannet  Data  Communications 
Mohawk  Wire  &  Cable 
Novell,  Inc. 

Optical  Data  Systems 
RAD  Network  Devices 
Teleport  Communications  Group 
Wellfleet  Communications 
Zenith  Electronics  Corporation 


Interested  in  exhibiting? 

Call  Tom  Reiling  at  (508)  470-3870 


Presented  by: 


(ic'l  E)igital 
Consulting,  Inc. 


Call  (508)470-3880  For  Detailed  Conference  Information 


A7IWN 


Multi-Protocol 


Platform 


STOP!  Let  us  do  it  for  you! 


Everyone's  asking  questions 
about  multi-vendor  integration... 

“How  do  you  build  multi¬ 
vendor  systems?  Why  is 
interoperability  important? 
What  products  and 
applications  work  together?” 
Now  you  can  get  the 
answers  —  all  in  one  place. 
The  Enterprise  Technology 
Center  is  where  the  network 
computing  and  systems 
integration  industries 
connect. 

Membership  in  the 
Enterprise  Technology 
Center  brings  you,  the 
corporate  user,  face-to-face 


with  the  latest  hardware, 
software,  and  business- 
specific  solutions  that  the 
network  computing  industry 
has  to  offer  —  all  fully 
integrated  and  ready  to 
provide  you  with  the 
answers  that  you  need. 

As  a  member  of  the  Enterprise 
Technology  Center,  you'll  receive 
many  benefits, 

including  access  to  the 
showroom  for 

demonstrations,  a  catalog  of 
network  computing 
products  and  services,  a 
subscription  to  the  official 
publication  of  the  Center, 


invitations  to  special  events 
and  seminars,  and  much, 
much  more. 


Corporate  technology  buyers 
and  end  users  interested  in 
membership,  and  vendors, 
resellers,  and  others 
interested  in  having  your 
company  and  products 
displayed  in  the  Enterprise 
Technology  Center, 
call  713-552-9547. 


The  Premier 

Systems  Integration  Showcase 


INTERNATIONAL  NETWORKS 

USER  STRATEGIES,  INTERNATIONAL  SERVICES  &  REGULATION 
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News 

International  carrier  TRT / 
FTC  Communications,  Inc. 
recently  said  it  has  become  the 
first  U.S.  carrier  to  begin  pro¬ 
viding  international  private¬ 
line  service  via  the  North  Pa¬ 
cific  Cable  (NPC),  a  new 
submarine  fiber  cable  between 
the  U.S.  and  Japan.  TRT/FTC 
said  it  is  working  with  the  Jap¬ 
anese  carrier  International 
Digital  Communications, 
Inc.  to  provide  a  transpacific, 
256K  bit/sec  private  line  to  C. 
Itoh  and  Company,  Ltd. 

Meanwhile,  outages  on  the 
NPC  fiber  cable  continue.  NPC 
went  into  service  on  May  15 
but  soon  experienced  an  out¬ 
age,  due  to  a  cable  cut,  that 
kept  it  out  of  commission  until 
June  28,  according  to  Pacific 
Telecom,  Inc.,  which  manages 
the  U.S.  half  of  NPC.  Last 
week,  a  new  outage  occurred, 
which  was  due  to  a  failure  on  a 
portion  of  NPC  about  35  km 
off  the  coast  of  Japan.  In  both 
cases,  all  NPC  traffic  was  re¬ 
stored  via  satellite. 

OTC,  Ltd.  last  week  said  it 
won  a  five-year  contract  to  up¬ 
grade  the  international  calling 
facilities  of  the  Soviet  Union 
Republic  of  Kazakhstan.  Ini¬ 
tially,  OTC  will  install  a  new 
International  Telecommuni¬ 
cations  Satellite  Organization 
earth  station  in  Alma-  Ata,  the 
capital  of  Kazakhstan,  situated 
near  its  border  with  China. 

The  earth  station  will  in¬ 
crease  the  number  of  interna¬ 
tional  telephone  circuits  avail¬ 
able  to  the  republic  from  eight 
to  30,  OTC  said.  In  the  next  18 
months,  OTC  also  plans  to  in¬ 
stall  a  new  digital  internation¬ 
al  calling  gateway  switch.  □ 


Europe-to-U.S.  X.400  E-mail  connections 


Country 

Carrier 

Links  to  U.S.  carriers 

Austria 

Radio  Austria  A. G. 

AT&T,  US  Sprint 

Communications  Co. 

Belgium 

Regie  des  Telegraphes 
et  Telephones 

Not  offered 

Denmark 

Telecom  Denmark 

AT&T,  BT  North  America,  Inc., 

MCI  Communications  Corp., 

US  Sprint 

Finland 

Helsinki  Telephone  Co. 

AT&T 

P&T  Telematics 

AT&T,  MCI,  US  Sprint 

France 

France  Telecom 

AT&T,  Infonet  Services  Corp., 
MCI,  US  Sprint 

Germany 

Deutsche  Bundespost 

Telekom 

AT&T,  MCI 

Italy 

ItalCable 

AT&T,  BT  North  America 

Telco 

Not  offered 

PT  Postel 

MCI,  US  Sprint 

Netherlands 

PTT  Telecom,  N.V. 

IBM,  US  Sprint 

Norway 

Norwegian  Telecommunications 
Administration 

MCI,  US  Sprint 

Spain 

Compania  Telefonica  Nacional 
de  Espana 

AT&T 

Sweden 

Televerket 

AT&T,  BT  North  America, 

US  Sprint 

Switzerland 

Swiss  PTT 

AT&T,  MCI 

U.K. 

British  Telecommunications 

PLC  Gold  400 

AT&T,  BT  North  America,  MCI 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  _  SOURCE:  AT&T  AND  BP  AMERICA,  INC. 

Rivals  push  France  Telecom 
to  expand  its  int’l  presence 

Competition  forces  carrier  to  shore  up  int’l  position. 


U.S.  assails  int’l  rates 
imposed  by  carriers 

State  Dept,  proposal  asks  CCITT  to  recommend 
accounting  rates  be  tied  to  actual  service  costs. 


By  Maureen  Molloy 

Staff  Writer 


Frederic  Pelloud 

IDG  News  Service 

PARIS  —  Although  France 
Telecom  has  historically  kept  a 
low  international  profile,  it  now 
has  a  new  objective  —  to  earn  5% 
of  its  revenue  from  international 
operations  next  year  and  1 0%  by 
the  year  2000. 

Such  a  move  would  be  an 
about-face  for  the  carrier,  which 
currently  generates  only  600  mil¬ 
lion  francs  ($115  million  U.S.)  in 
annual  international  revenue  on 
overall  annual  revenue  of  103 
billion  francs  ($20.4  billion 
U.S.). 


To  reach  its  goal  of  increasing 
international  revenues,  from 
now  until  the  year  2000,  France 
Telecom  plans  to  invest  about 
two  billion  francs  ($385  million 
U.S.)  annually  into  international 
operations. 

“That  might  seem  little,  but 
everything  is  relative,”  said  Mi¬ 
chel  Huet,  manager  of  the  France 
Telecom  unit  that  controls  much 
of  the  state-owned  carrier’s  inter¬ 
national  operations. 

France  Telecom  is  investing 
abroad  because  competitive  pres¬ 
sures  are  forcing  its  hand.  On 
( continued  on  page  28 ) 


WASHINGTON,  D.C.  —  The 
U.S.  Department  of  State  has  is¬ 
sued  a  proposal  to  the  Consulta¬ 
tive  Committee  on  International 
Telephony  and  Telegraphy 
(CCITT),  asking  it  to  recommend 
that  all  international  telephone 
rates  be  tied  to  actual  service 
costs  instead  of  arbitrary  charges 
set  by  carriers. 

The  department  has  submitted 
the  proposal  in  an  effort  to  rectify 
what  it  views  as  inflated  costs  U.S. 
carriers  remunerate  to  foreign 
carriers  for  international  phone 
service.  These  costs  in  turn  are 
passed  on  to  customers  in  the 
form  of  high  international  calling 
rates. 

The  proposal,  which  will  be 
discussed  at  a  CCITT  meeting 
next  month,  further  asks  that  all 
accounting  rates  be  made  public¬ 
ly  available.  The  idea  behind  this 
request  is  that  public  scrutiny  of 
accounting  rates  will  increase 
pressure  on  foreign  carriers  to 
lower  their  rates. 

“We  agree  with  the  emerging 
international  consensus  that  ex¬ 
isting  international  telephone  ac¬ 
counting  rates  are  generally  not 
cost-based,”  said  Earl  Barbely, 
director  of  telecommunications 
and  information  standards  at  the 
State  Department’s  Bureau  of  In¬ 
ternational  Communications  and 
Information  Policy.  “We  view 
this  proposal  as  a  first  step  in  gen¬ 
erating  more  widespread  discus¬ 
sion  of  the  subject.” 

Currently,  individual  carriers 
negotiate  accounting  rates  for  in¬ 
ternational  calls  using  guidelines 
set  by  the  CCITT.  These  rates  are 
mutually  agreed  upon  per-min- 


ute  costs  that  carriers  use  to  as¬ 
sess  how  much  carriers  who  ter¬ 
minate  an  international  call 
should  be  compensated  by  carri¬ 
ers  who  originate  the  call. 

On  any  international  call,  the 
originating  carrier  owes  the  ter¬ 
minating  carriers  half  of  the  in¬ 
ternational  accounting  rate.  The 
problem,  Barbely  said,  is  that  ac¬ 
counting  rates  are  inflated  and 
bear  little  relationship  to  actual 
service  costs  or  to  the  prices  car¬ 
riers  charge  consumers. 

UW 

VV  e  agree  that 
existing  international 
rates  are  generally  not 
cost-based.” 

▲  ▲▲ 


The  Federal  Communications 
Commission  is  concerned  that 
foreign  carrier  rates  may  not  be 
justified  by  actual  operational 
costs  and  that  foreign  govern¬ 
ments  may  be  using  the  excess 
outflow  of  U.S.  dollars  to  subsi¬ 
dize  other  national  operations, 
such  as  postal  service. 

The  commission  said  it  be¬ 
lieves  foreign  carriers  are  over¬ 
charging  customers  by  as  much  as 
50%  for  the  portion  of  the  inter¬ 
national  calls  they  carry. 

During  the  past  decade,  the 
U.S.  has  become  a  debtor  nation 
for  telecommunications  services. 
In  1988,  U.S.  carriers  paid  over 
$2  billion  more  than  they  collect- 
(continued  on  page  28) 


What  it  takes  to  be  the  international  specialist.  #4  in  a  series. 


Hometown 

Advantage." 


—Stephan  Fo/gnand 
Managing  Director, 

Germany 

WorldCom  Telecommunication 
Services  GmbH 


If  you  were  touring  through¬ 
out  Germany,  who  would  you 
choose  to  show  you  around— 
a  tourist  or  the  local  tour  guide? 

Well,  you  have  a  similar  deci¬ 
sion  to  make  when  you  choose 
your  overseas  network  repre¬ 
sentative.  Basically,  there  are 
two  types:  one  who  gains 
most  of  his  experience  from 
books,  maps,  lectures  and 
pamphlets  (like  the  tourist)  and 
one  who  gains  his  experience 
from  real  life  (like  the  local  tour 
guide).  This  type  of  representa¬ 


tive  has  lived  in  one  country  for 
years,  has  been  educated  there, 
knows  the  language,  knows  the 
local  customs,  understands 
local  regulations  and  is  well 
acquainted  with  the  local  PTT 

Every  WorldCom  representa¬ 
tive  offers  you  this  "hometown 
advantage."  It's  a  perspective 
that  can  prove  vital  to  the 
success  of  your  network. 

Along  with  our  perspective 

WorldCom 


comes  such  offerings  as  full 
facilities  management  and  out¬ 
sourcing  services  in  Germany 
and  the  U.K.,  plus  Technical 
Operations  Centers,  all  to  assure 
your  network  runs  smoothly. 

Bitte  rufen  Sie  uns  an— it's 
how  we  say  "please  give  us 
a  call"  in  Frankfurt.  Of  course, 
most  overseas  network  repre¬ 
sentatives  wouldn't  know  that. 

Call  us  at  800-733-3755. 

Or  call  me  in  Frankfurt  at 
011-49-69-29892-0. 


THE  INTERNATIONAL  TELECOMMUNICATIONS  SPECIALISTS  •  A  TELE  COLUMBUS  COMPANY 
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U.S.  assails  inti  rates 
imposed  by  carriers 

continued  from  page  27 
ed  from  foreign  carriers  for  international 
switched  services.  And  an  FCC  report  con¬ 
cluded  that  75  cents  of  every  dollar  that 
U.S.  consumers  spend  on  international 
calls  goes  to  foreign  carriers  (“U.S.,  Eu¬ 
rope  to  investigate  international  rates,” 
NW,  April  23,  1990). 

The  FCC  has  suggested  one  way  to  cor¬ 
rect  the  rate  imbalance  is  to  persuade  for¬ 
eign  carriers  to  lower  accounting  rates  and 
the  prices  they  charge  consumers. 

Phillip  Onstad,  manager  of  Internation¬ 
al  Public  Policy  for  the  International  Com¬ 
munications  Association  said  his  organiza¬ 


tion  fully  supports  the  proposal  because,  if 
accounting  rates  are  brought  in  line  with 
the  cost  of  providing  the  service,  collection 
charges  to  the  user  will  subsequently  be  re¬ 
duced. 

“Accounting  rates,  particularly  those 
between  the  PTTs  of  the  developing  na¬ 
tions,  are  a  very  guarded  secret,”  Onstad 
said.  “Until  all  rates  are  made  public,  there 
is  little  room  for  negotiation.” 

He  added  that  public  pressure  is  the 
only  way  to  convince  carriers  to  voluntari¬ 
ly  renegotiate  what  he  said  are  currently 
inequitable  rates. 

“It’s  a  farfetched  goal,  I’ll  admit,  but  if 
we  hope  to  achieve  fairer  rates,  [then] 
more  visibility  and  dialogue  must  be  given 
to  the  subject,”  Onstad  said.  □ 


Rivals  push  carrier 
to  expand  presence 

continued from  page  27 
Jan.  1,  for  example,  the  French  govern¬ 
ment  enacted  new  telecommunications 
regulations  that  end  monopolies  on  basic 
data  communications  services  that  France 
Telecom  has  held  for  more  than  1 50  years. 

France  Telecom’s  dominance  of  domes¬ 
tic  terminal  equipment  and  value-added 
network  services  markets  has  also  eroded 
over  the  past  few  years.  The  new  “open” 
French  network  market  currently  repre¬ 
sents  about  seven  billion  francs  ($1.3  bil¬ 
lion  U.S.)  and  is  expected  to  grow  20%  an¬ 
nually. 

The  carrier  also  faces  increased  compe- 


22  reasons 

why 

Network 

World 

is  the  best 
networking 
publication 
in  America 


Network  World  Readers . . . 
involved  in  die  purchase 

1.  Establish  networking/communications  requirements  for 
company  or  department. 

2.  Authorize  or  approve  the  purchase  of  networking  or 
communications  hardware,  software  or  systems. 

3-  Integrate  CPUs  from  multiple  vendors  into  networked 
systems. 

4.  Personal  involvement  in  the  purchase  of  voice  commu¬ 
nications  equipment,  services  or  software. 

5.  Personal  involvement  in  the  purchase  of  local-area  networks 
(including  LAN  operating  systems). 

6.  Personal  involvement  in  the  purchase  of  bridges,  routers 
gateways/wide-area  networks. 

7.  Personal  involvement  in  the  purchase  of  private  networks. 

Network  World  Readers . . . 
use  and  plan  to  purchase 

8.  Single-department  LANs  currently  in  use  at  location. 

9 ■  Multi-department  LANs  currently  in  use  at  location. 

10.  Modems  under  9600  BPS  planned  for  purchase 
over  the  next  12  months. 

11.  Protocol  converters  planned  for  purchase  over  the  next 
12  months. 

12.  Wide-area  networks  currently  in  use  at  location. 

13 ■  Wide-area  networks  planned  for  purchase  over  the 

next  12  months  (tied  for  first). 

14.  Bridges,  routers  or  gateways  planned  for  purchase  over 
the  next  12  months. 

15.  T-l  or  T-3  networks  currently  in  use  at  location. 

16.  Micro-mainframe  emulation  boards  currently  in  use  at 
location. 


According  to  The  Adams  Company 
Internetworking  Pilot,  Network  World 
readers  are  more  involved  in  purchasing 
enterprise  networking  products  and 
services  in  the  22  critical  areas  listed 
than  readers  of  Communications  Week, 
Data  Communications  and  Networking 

Management. 

Our  150,000  readers  find  all  the 
networking  information  they  need  in 
Network  World.  It’s  no  wonder  the 
most  recent  Wall  Street  Joumal/ICA 
Member  study  voted  Network  World  its 
members’  most  important/useful 
networking  publication. 

To  influence  150,000  powerful  buyers, 
advertise  your  products  and  services  in 
Netw  ork  World  Call  1-800-622-1108 

today. 


Network  World  Readers  . . . 
lamest  companies,  biggest  budgets, 
power  to  spend 

Personally  involved  in  spending  over  $100K  on  voice 
communications  systems  in  the  past  12  months. 

Can  authorize  expenditures  in  excess  of  $25K  for  com¬ 
puter,  networking  or  communications  equipment  or 
software. 

10  or  more  internetworked  sites  in  organization. 

1 ,000  or  more  employees  in  organization. 

More  than  $1  billion  in  total  company  sales. 

Management  responsibility/networking  or  communications 
job  function. 

NETWORK  \ptLD 

Because  The  Network  Is  Everything. 

An  IDG  Publication 


17. 

18. 


19. 

20. 
21. 
22. 


tition  on  the  international  front.  For  exam¬ 
ple,  rumors  have  been  circulating  that  IBM 
and  British  Telecommunications  PLC  are 
planning  to  team  up  to  provide  interna¬ 
tional  services  to  large  corporations.  A 
cross  between  IBM  and  British  Telecom, 
which  operates  under  the  most  liberal  reg¬ 
ulatory  environment  of  all  the  European 
post,  telegraph  and  telephone  administra¬ 
tions,  could  pose  a  major  threat  to  France 
Telecom's  international  services  business. 

Faced  with  threats  such  as  these,  France 
Telecom  has  already  embarked  on  several 
initiatives  to  shore  up  its  international 
business.  For  example,  the  carrier  teamed 
with  Germany’s  national  carrier  Deutsche 
Bundespost  Telekom  in  1989  to  form  a 
network  services  partnership  called  Eu- 
com.  Eucom  is  currently  worth  80  million 
deutsche  marks  ($52  million  U.S.). 

In  May  1989,  France  Telecom  acquired 
the  software  and  network  services  division 
of  the  French  firm  GSI  Transport-Tour- 
isme.  This  division  reported  170  million 
francs  ($32.7  million  U.S.)  in  revenue  last 
year  and  recently  acquired  value-added 
net  operators  in  both  Germany  and  the 
Netherlands.  GSI  predicts  that  these  two 
acquisitions  will  increase  its  annual  sales 
to  as  much  as  280  million  francs  ($53-9 
million  U.S.). 
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e  must  show  that  we 
are  capable  of  offering  global 
solutions,”  France  Telecom’s 
Huet  said. 
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France  Telecom  also  has  extended  its 
Integrated  Sendees  Digital  Network  ser¬ 
vice,  called  Numeris,  to  the  U.S.  via  AT&T, 
to  Japan  via  Kokusai  Denshin  Denwa,  Ltd. 
and  Nippon  Telegraph  and  Telephone 
Corp.,  and  to  Belgium  and  Germany  via 
Regie  des  Telegraphes  et  Telephones  and 
Deutsche  Bundespost,  respectively.  Nu¬ 
meris  is  expected  to  be  extended  into  the 
U.K.  and  Denmark  soon.  France  Telecom 
now  has  about  4,000  Numeris  subscribers. 

But  carrier  officials  acknowledge  that 
France  Telecom  still  has  a  lot  of  catching 
up  to  do  in  the  provision  of  international 
services.  “We  must  show  that  we  are  capa¬ 
ble  of  offering  global  solutions,”  Huet 
said. 

Buying  foreign  carriers 

France  Telecom  is  also  working  to  in¬ 
crease  its  international  business  with  for¬ 
eign  carriers.  For  example,  earlier  this 
year,  France  Telecom,  along  with  South¬ 
western  Bell  Corp.,  agreed  to  pay  $420 
million  to  operate,  modernize  and  expand 
Mexico’s  telecommunications  network. 

A  month  earlier,  in  collaboration  with 
Italy’s  STET,  France  Telecom  agreed  to  in¬ 
vest  $100  million  to  operate  and  develop 
the  telecommunications  network  in  the 
northern  half  of  Argentina. 

The  Mexican  deal  will  give  France  Tele¬ 
com  control  of  Telefonos  de  Mexico  S.A.  de 
C.V.  for  35  years.  The  Argentine  contract 
gives  France  Telecom  monopoly  control 
over  the  carrier  serving  the  northern  half 
of  the  country  for  seven  to  1 0  years.  Huet 
said  France  Telecom  will  make  enough 
money  to  recoup  its  investments  in  both 
countries  within  about  five  years.  □ 
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irst  Look 


SNA  Gate  upgrade  supports 
concurrent  file  transfers 

Netlink  also  provides  new  configuration  options. 


Harris  Adacom  gives  X  terminals  3270  power 


1.  Harris  Adacom  LC3270  software  on 
X  Window  terminal  sends  IBM  3270 
data  stream  to  9800  controller  in 
TCP/IP  envelope. 


2.  Vendor’s  9800 
controller  strips  TCP/IP 
envelope  and  forwards 
3270  data  stream  to 
IBM  host. 


4.  Controller  packetizes  data 
in  TCP/IP  format  and  sends 
to  X  Window  terminal. 


3.  VTAM  establishes  session 
with  IBM  host,  which  forwards 
data  to  9800  controller. 


GRAPHIC  BY  SUSAN  J  CHAMPENY 
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Firm  to  unveil  3270 
link  for  X  terminals 

Harris  Adacom  package  enables  X  Window  users 
to  set  up  multiple  3270  sessions  with  an  IBM  host. 


Tandberg  Data’s  new 
Panthers  to  back  up  Macs 

Tandberg  Data,  Inc.  last 
week  launched  several  new 
models  in  its  Panther  'A- in. 
tape  backup  line  that  are  de¬ 
signed  to  back  up  Apple  Com¬ 
puter,  Inc.  Macintoshes  posi¬ 
tioned  as  servers  in  local-area 
networks. 

The  new  Panthers  are  com¬ 
patible  with  the  Macintosh  SE, 
SE  30M,  II,  IICX  and  IICI  mod¬ 
els.  The  backup  system  is 
linked  to  the  Macintosh  serv¬ 
ers  via  a  Small  Computer  Sys¬ 
tems  Interface  port.  The  Pan¬ 
ther  systems  are  available  in 
capacities  ranging  from  150M 
to  525M  bytes,  and  the  compa¬ 
ny  plans  to  unveil  a  lG-byte 
model  in  September. 

The  Macintosh-compatible 
models  offer  a  backup/re- 
store  rate  of  5M  to  125Mbyte/ 
min  for  minimum  to  maxi¬ 
mum  capacity  models.  Prices 
for  the  Macintosh-compatible 
Panther  models  range  from 
$2,145  fora  150M-byte  model 
to  $2,695  for  a  525M-byte 
model. 

Tandberg  Data,  Inc., 
2649  Townsgate  Road,  Suite 
600,  Westlake  Village,  Calif. 
91361;  (805)  495-4186. 


Firm  takes  wraps  off 
asynchronous  server 

Computer  Knowledge 
Corp.  recently  announced  an 
asynchronous  communica¬ 
tions  server  that  enables  as 
many  as  64  users  to  dial  into  a 
Novell,  Inc.  NetWare  local- 
area  network  from  a  remote 
location.  Remote  users  dial 
into  the  network  and  log  onto 
the  NetWare  LAN,  gaining  ac¬ 
cess  to  services  as  if  they  were 
locally  attached. 

The  Multiuser  ll-ACS 
supports  remote  links  at 
speeds  up  to  19-2K  bit/sec. 
The  device  is  a  nondedicated 
unit  that  can  be  positioned  as 
both  an  asynchronous  com¬ 
munications  server  and  a  file 
server  for  local  users. 

Pricing  for  the  Multiuser  II- 
ACS  ranges  from  $16,500  to 
$54,000  for  configurations 
supporting  between  eight  and 
32  users.  High-end  systems 
that  support  64  users  cost  un¬ 
der  $100,000. 

Computer  Knowledge 
Corp.,  39  W.  Nth  St.,  New 
York,  N.Y.  10011;  (212) 
727-2880.  U 


RALEIGH,  N.C.  —  Netlink, 
Inc.  last  week  announced  a  new 
software  release  for  its  SNA  Gate 
protocol  conversion  product  that 
provides  enhanced  file-transfer 
support  and  expanded  configura¬ 
tion  options. 

The  SNA  Gate  is  available  with 
eight  to  16  ports  (expandable  in 
increments  of  two)  and  enables 
asynchronous  ASCII,  Binary  Syn¬ 
chronous  Communications  3270 
and  BSC  2780/3780  devices  to 
access  IBM  Systems  Network  Ar¬ 
chitecture  hosts.  The  machine  ap¬ 
pears  to  the  hosts  as  a  PU  Type  2 
device  and  can  support  as  many 
as  255  sessions. 

Release  2  of  the  software  for 
the  SNA  Gate  adds  support  for 
multiple  concurrent  file  transfers 
between  attached  devices  and  an 
SNA  host.  It  makes  it  possible,  for 
example,  for  personal  computers 
to  transfer  files  in  remote  job  en¬ 
try  batch  mode  to  an  IBM  host. 


HOPKINTON,  Mass.  —  Avatar 
Corp.  recently  announced  a  se¬ 
ries  of  products  designed  to  link 
Apple  Computer,  Inc.  Macin¬ 
toshes  to  IBM  Systems  Network 
Architecture  environments. 

The  company  introduced  two 
new  switch-selectable  4M/16M 
bit/sec  token-ring  adapter 
boards  that  enable  Macintosh 
SE/30  and  Macintosh  II  micro¬ 
computers  to  attach  to  IBM  To¬ 
ken-Ring  Networks  in  order  to  ac¬ 
cess  IBM  hosts.  Previously,  the 
company  only  supported  a  4M 
bit/sec  token-ring  connection. 

MacMainFrame  16/4  MB  To¬ 
ken  Ring  Workstation  provides  a 
Macintosh  user  with  the  ability  to 
support  as  many  as  eight  IBM 
3270  sessions  simultaneously 
over  a  token  ring.  The  MacMain¬ 
Frame  1 6/4  MB  Token  Ring  Gate¬ 
way  version  enables  Macintosh 
users  in  an  AppleTalk  environ¬ 
ment  to  run  host  applications  on 
an  IBM  mainframe  attached  to  a 
token  ring.  The  gateway  supports 
64  3270  sessions  per  server  and 
as  many  as  eight  concurrent  3270 
sessions  per  user. 

MacMainFrame  16/4  Token 
Ring  Workstation  also  enables  a 
Macintosh  to  communicate  with 
other  personal  computers  at¬ 
tached  to  the  token-ring  local- 
area  network. 

Both  products  are  expected  to 


The  new  configuration  op¬ 
tions  in  this  release  are  designed 
to  make  it  easier  for  users  to  tai¬ 
lor  the  box  to  their  specific  envi¬ 
ronments,  according  to  Michael 
Bowman,  Netlink’s  vice-presi¬ 
dent  of  marketing. 

The  options  expand  on  exist¬ 
ing  tools  and  make  it  possible,  for 
instance,  for  users  to  adjust  BSC 
line  configuration  parameters  to 
accommodate  different  types  of 
equipment. 

These  configuration  options 
also  include  an  enhanced  set  of 
tools  for  mapping  asynchronous 
devices  into  SNA. 

Release  2  of  the  SNA  Gate  soft¬ 
ware  is  available  now  and  is  free 
to  current  users.  Prices  for  an 
eight-port  SNA  Gate  start  at 
$4,000. 

For  more  information,  contact 
Netlink  at  3214  Spring  Forest 
Road,  Raleigh,  N.C.  27611,  or 
call  (919)878-8612.  □ 


ship  in  the  third  quarter. 

MacMainFrame  16/4  Token 
Ring  Workstation  costs  $1,395 
and  includes  the  token-ring  card 
and  MacMainFrame  3270  soft¬ 
ware.  Pricing  for  MacMainFrame 
16/4  Token  Ring  Gateway  is 
based  on  the  number  of  host  ses¬ 
sions  supported.  A  configuration 
supporting  eight  sessions  costs 
$2,495,  the  32-session  version 
costs  $4,495,  and  the  64-session 
model  costs  $6,495. 

Avatar  also  announced  Main- 
Print  CG,  a  stand-alone  device 
that  enables  low-end  printers  to 
emulate  IBM  high-end  printers 
and  output  mainframe  files. 

MainPrint  CG  is  connected  to  a 
LAN  server  via  a  serial  connec¬ 
tion  and  to  a  local  printer  via  a 
parallel  port.  The  device  is  linked 
via  a  coaxial  cable  connection  to 
an  IBM  3174,  which  enables  ter¬ 
minals  to  use  a  printer  attached 
to  the  MainPrint  CG  unit. 

The  device  emulates  IBM 
3287,  3262,  3268  or  4224  sys¬ 
tem  printers  and  outputs  main¬ 
frame  files  to  any  of  more  than 
400  personal  computer  printer 
models. 

MainPrint  CG  is  available  now 
and  costs  $995. 

For  further  information,  con¬ 
tact  Avatar  at  65  South  St.,  Hop- 
kinton,  Mass.  01748,  or  call 
(508)435-3000.  □ 


DALLAS  —  Harris  Adacom 
Corp.  this  week  will  announce  a 
combination  hardware/software 
package  that  enables  X  Window 
System  workstations  to  establish 
multiple  IBM  3270  emulation 
sessions  with  IBM  hosts. 

The  vendor’s  Supernet  Strate¬ 
gy  9800  Multi-Window  Display 
Station  System  is  designed  to 
serve  users  who  need  to  support 
concurrent  full-screen  3270  ses¬ 
sions  on  a  single  workstation,  ac¬ 
cording  to  Marilyn  Black,  Harris 
Adacom’s  marketing  manager. 

Harris  Adacom  is  positioning 
the  offering  as  an  alternative  to 
IBM  3290  terminals,  which  are 
large,  flat-screen  plasma  displays 
with  high-quality  picture  resolu¬ 
tion  that  support  multiple  3270 
sessions.  Harris  Adacom’s  system 
provides  not  only  multisession 
access  to  IBM  hosts,  but  also  con¬ 
current  access  to  non-IBM  hosts. 

Black  said  the  system  is  espe¬ 
cially  suited  for  transaction  pro¬ 
cessing,  network  administration, 
help  desk,  technical  support  and 
any  other  applications  that  re¬ 
quire  users  to  toggle  among 
screens. 

The  Supernet  Strategy  9800 
Multi-Window  Display  Station 
System  is  actually  several  exist¬ 
ing  Harris  Adacom  hardware 
components  tied  together  via 
software. 

The  9800  Multi-Window  Dis¬ 
play  Stations  are  X  Window  Sys¬ 
tem  workstations  manufactured 
by  Network  Computing  Devices, 
Inc.,  a  Mountain  Mew,  Calif., 
maker  of  X  Window  terminals. 


Each  9800  Multi-Window  Dis¬ 
play  Station  supports  as  many  as 
16  3270  sessions  concurrently 
with  the  ability  to  display  four  ac¬ 
tive  full-screen  3270  sessions  si¬ 
multaneously. 

The  X  Window  System  termi¬ 
nals  are  linked  to  a  Harris  Ada¬ 
com  9800  Communications  Con¬ 
troller,  an  IBM  3174-compatible 
device. 

The  9800  controllers  are 
available  in  two  configurations: 
the  987 0,  which  provides  host  ac¬ 
cess  for  as  many  as  64  9800 
Multi-Window  Display  Stations; 
and  the  9874,  which  provides  ac¬ 
cess  for  64  X  Window  display  sta¬ 
tions  and  64  3270  coaxial  cable- 
attached  devices. 

The  9800  Communications 
Controller  attaches  to  an  IBM 
host  via  a  token-ring  connection, 
a  1 28K  bit/sec  Synchronous  Data 
Link  Control  line  or  a  64K  bit/sec 
X.25  link.  The  controller  can 
communicate  with  as  many  as 
four  hosts  at  one  time,  providing 
support  for  as  many  as  254  logi¬ 
cal  3270  sessions  concurrently. 

Harris  Adacom  minimizes  net¬ 
work  traffic  by  initiating  a  3270 
session  in  the  X  Window  System 
terminal  (see  graphic,  this  page). 

Pricing  ranges  from  $12,000 
to  $20,000  for  the  9800  Commu¬ 
nications  Controllers,  and  termi¬ 
nal  pricing  ranges  from  $2,200  to 
$4,500. 

For  further  information, 
contact  Harris  Adacom  at  16001 
Dallas  Pkwy.,  Dallas,  Texas 
75248,  or  call  (214)  386- 
2000.  □ 


Avatar  unveils  offerings 
to  link  Macs  into  SNA  nets 
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NETWORK  MANAGEMENT 


USER  ADVISORY  PANEL 


OPINIONS 


BY  JEFFREY  KAPLAN 


Support  is  key 
to  technology’s 
success 


This  spring,  a  flurry  of  vendor  announcements  focused  on 
solving  users’  multivendor  network  management  problems.  Yet 
instead  of  being  dazzled  by  these  claims,  users  are  realizing  that 
no  vendor  or  group  of  vendors  can  truly  solve  today’s  net 
management  problems  through  technology  alone. 

While  many  industry  analysts  have  been  immersed  in  debate 
over  the  costs  and  benefits  of  the  network  and  systems 
management  approaches  of  such  vendors  as  IBM,  Digital 
Equipment  Corp.  and  Hewlett-Packard  Co.,  few  have  raised  the 
issue  of  continuing  concern  to  users:  Can  these  product 
offerings,  in  and  of  themselves,  really  solve  users’  network 
management  problems?  Experienced  network  administrators 

have  heard  all  the  vendor 
promises  before.  International 
standards,  open  systems  and 
new  networking  technology, 
they  have  been  told,  will  make 
it  easier  to  tie  together  and 
manage  their  multivendor  nets. 
Yet  the  landscape  is  littered 
with  examples  of  technological 
solutions  that  failed  to  meet 
user  needs. 

An  experience  I  had  during 
the  mid-1980s  illustrates  this 
well. 

At  that  time,  computer-to-private  branch  exchange  connectiv¬ 
ity  was  a  big  issue;  every  major  computer  manufacturer  was 
acquiring  or  aligning  itself  with  a  PBX  manufacturer.  During 
that  time,  I  visited  the  PBX  connectivity  test  facility  of  a  major 
office  automation  vendor,  where  they  had  tied  together  a  dozen 
PBXs  with  their  own  computer  equipment. 

After  the  company’s  executives  proudly  pointed  out  that 
their  computers  could  communicate  with  each  PBX,  they 
admitted  that  they  could  not  get  each  PBX  in  the  facility  to  talk 
to  every  other.  This  revelation  came  despite  the  fact  that  each 
PBX  had  been  designed  to  comply  with  commonly  accepted 
industry  and  international  standards,  beginning  with  RS-232 
interfaces. 

Even  today,  the  network  management  issue  is  dominated  by 
proprietary^  solutions  being  promoted  as  de  facto  standards.  As 
a  result,  users  must  weed  their  way  through  the  morass  of 
conflicting  claims  from  the  vendors  competing  in  this  market¬ 
place. 

But  they  shouldn’t  dwell  on  the  technological  differences 
between  the  vendors’  varying  systems.  Instead,  users  should 
focus  on  the  services  component  of  this  issue.  Specifically,  they 
should  seek  out  vendors  that  have  combined  a  technologically 
sound  network  management  approach  with  a  solid  support 
strategy.  In  other  words,  users  should  investigate  how  much 
emphasis  their  vendors  actually  place  on  supporting  the 
technology  they’ve  developed. 

To  do  this,  examine  how  your  network  management  vendor 
deploys  its  field  support  organizations.  Where  are  they  located? 
How  close  are  they  to  your  primary  locations?  Ask  what 
guaranteed  response  time  they  will  provide  to  ensure  that  your 
organization  will  not  suffer  from  extended  downtimes  resulting 
from  network  failures.  What  kinds  of  penalties  are  they  willing 
to  pay  when  network  failures  do  occur?  And  find  out  how  other 
customers  in  your  area  rate  the  vendors  you  are  considering. 

The  answers  you  get  to  these  questions  will  tell  you  more 
about  the  vendor’s  ability  to  meet  vour  needs  than  vague 
promises  about  their  technology.  E3 

Kaplan  is  a  director  with  Ledgeway /Dataquest,  a  market 
research  and  consulting  firm  in  Framingham,  Mass. 
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■■  EDITORIAL 

TCP/IP  solves  problems 
for  users  waiting  on  OSI 


For  too  long,  the  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol  suite  has  been  viewed 
as  communications  software  of 
interest  only  to  universities  and 
research  laboratories.  Actually, 
it  is  a  powerful  tool  for  connect¬ 
ing  disparate  systems. 

Developed  by  the  Internet 
community  in  the  mid-1970s, 
TCP/IP  is  now  gaining  a  follow¬ 
ing  among  business  users.  In¬ 
deed,  Advanced  Network  &  Ser¬ 
vices,  Inc.,  the  firm  operating 
the  National  Science  Foundation 
Network,  last  month  created  a 
subsidiary  to  sell  TCP/IP  back¬ 
bone  network  services  to  com¬ 
mercial  customers. 

In  this  newfound  interest  in 
TCP/IP  comes  in  part  because 
users  are  growing  tired  of  wait¬ 
ing  for  the  International  Stan¬ 
dards  Organization’s  Open  Sys¬ 
tem  Interconnection  protocol. 
The  growing  number  of  com¬ 
mercial  users  counting  on 
TCP/IP  has  forced  major  ven¬ 


dors  to  embrace  TCP/IP  more 
fully  than  they  had  originally  in¬ 
tended. 

For  example,  last  month,  Dig¬ 
ital  Equipment  Corp.  scrapped 
its  plan  to  migrate  directly  from 
its  proprietary  DECnet  Phase  IV 
to  an  OSI-based  DECnet  Phase  V. 
Because  users  have  been  vigor¬ 
ously  demanding  increased 
TCP/IP  support,  DEC  said  it 
would  bundle  support  for  that 
protocol  with  DECnet  Phase  IV 
and  support  for  OSI  in  a  new 
product  called  Advantage  Net¬ 
works. 

IBM  has  struck  alliances  with 
vendors  w'ell-versed  in  TCP/IP 
and  is  beefing  up  its  internal 
TCP/IP  and  OSI  development. 
These  moves  can  only  mean 
TCP/IP  will  play  a  role  in  the  fu¬ 
ture  of  IBM’s  Systems  Network 
Architecture. 

While  TCP/IP  and  OSI  pro¬ 
vide  many  of  the  same  features, 
the  discussion  of  which  one  bet¬ 
ter  suits  users’  needs  is  clearly  a 


holy  war,  with  zealots  on  both 
sides  of  the  issue. 

For  instance,  TCP/IP  already 
enables  desktop  devices  running 
MS-DOS,  Unix  or  OS/2,  and  larg¬ 
er  systems  running  proprietary 
operating  systems,  to  exchange 
files  using  applications  support¬ 
ing  the  File  Transfer  Protocol. 

OSI  will  provide  the  same 
function  with  File  Transfer,  Ac¬ 
cess  and  Management  (FTAM). 
Unfortunately,  FTAM  applica¬ 
tions  have  not  always  worked 
well  together.  About  a  dozen  us¬ 
ers  are  testing  interoperability 
between  different  vendors’ 
FTAM  packages  and  finding 
some  incompatibilities. 

Encountering  a  few’  problems 
with  early  applications  doesn’t 
mean  that  users  should  forget 
about  OSI.  It  does  mean,  howev¬ 
er,  that  users  waiting  for  OSI 
shouldn’t  be  afraid  to  experi¬ 
ment  with  TCP/IP  while  the 
kinks  in  OSI  still  are  being 
worked  out.  □ 
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OPINIONS 


PUBLIC  NET  INVESTMENT 


BY  MARY  JOHNSTON-TURNER 


Users,  speak  now  or 
forever  hold  your  peace 


ELETOONS 


BY  FRANK  ANDTROISE 
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Recently,  J.C.  Penney  Com¬ 
pany,  Inc.  stood  up  to  be  count¬ 
ed  as  an  early  adopter  of  the 
Integrated  Services  Digital  Net¬ 
work  Primary  Rate  Interface 
(PRI).  Its  mission:  to  cajole  the 
local  exchange  carriers  into  rap¬ 
id  tariffing  and  deployment.  Its 
dilemma:  to  buy  service  from  in¬ 
terexchange  carriers  or  make 
private  network  investments. 

J.C.  Penney  believes  there 
are  cost,  performance  and  reli¬ 
ability  benefits  in  using  public 
network  resources.  Harvard 
University,  which  has  made  ma¬ 
jor  commitments  to  Nynex 
Corp.’s  ISDN-based  central  of¬ 
fice  services,  agrees. 

Despite  these  endorsements, 
local  public  exchange  carriers 
lost  significant  ground  with 
high-end  users  during  the  last 
decade.  These  users  are  typical¬ 
ly  national  or  international  in 
scope  and  have  been  early 
adopters  of  various  new  tech¬ 
nologies. 

In  the  next  ten  years,  these 
same  users  will  lead  the  industry 
in  the  use  of  multimedia,  intelli¬ 
gent  agent  applications  and 
next-generation  wireless  com¬ 
munications. 

Why  have  local  carriers  lost 
ground  in  this  key  user  segment? 
Several  factors  are  involved: 

■  Lack  of  reliable  service  for 
mission-critical  data  applica¬ 
tions. 

■  Lack  of  a  competitive,  internal 
cost  structure  that  translates 
into  noncompetitive  tariffed 
prices. 

■  Antiquated  work  procedures 
that  make  it  difficult  to  respond 
to  customer  demands  rapidly. 

■  Failure  to  deploy  new  technol¬ 
ogies  quickly  enough  to  meet 
the  needs  of  early  adopters. 

■  Lack  of  account  control  and 
positioning  with  data  network 
managers. 

■  Lack  of  rapid  tariff  approvals 

Johnst on-Turner  is  a  prin¬ 
cipal  with  Northeast  Consult¬ 
ing  Resources,  Inc.,  a  Boston 
consulting  firm  that  focuses 
on  strategic  management  and 
information  technologies. 


by  some  state  regulatory  au¬ 
thorities. 

Unfortunately,  the  local  tele¬ 
phone  companies  have  largely 
allowed  their  technology  assess¬ 
ment,  tariff  development  and 
market  rollout  traditions  — 
geared  to  20-year  life  cycles  — 
to  hamstring  their  technology 
investment  decisions.  With  to¬ 
day’s  customer  premises  equip¬ 
ment  market  seeing  a  new  gen¬ 
eration  every  three  years,  this 
lack  of  response  to  user  needs  is 
unacceptable. 

The  result  is  that  good  net¬ 
work  technologies  hit  the  mar¬ 
ket  too  late  for  their  initial  tar- 


(jood  network 
technologies  hit  the 
market  too  late  for  their 
initial  targets. 

AAA 


gets.  The  delay-plagued  rollout 
of  narrowband  ISDN  is  a  prime 
example. 

This  technology  is  still  being 
deployed  and  marketed  as  a 
high-end  business  offering.  But 
in  reality,  much  of  narrow+and 
ISDN’s  usefulness  to  high-end 
users  has  been  eclipsed  by 
newer,  data-oriented  services, 
such  as  private  router  and  bridge 
networks,  frame  relay  and 
Switched  Multimegabit  Data  Ser¬ 
vice  (SMDS).  The  current  con¬ 
stituency  of  narrowband  ISDN 
includes  smaller  businesses  and 
residential  users. 

Today,  the  local  exchange 
carriers  stand  at  an  important 
crossroads  as  they  debate  the 
demand,  pricing  and  provision¬ 
ing  timetables  for  next-genera¬ 
tion  services.  There  are  signs 
that  the  same  paralysis  that  de¬ 
layed  ISDN  is  about  to  short-cir¬ 
cuit  the  rollout  of  these  new  ser¬ 
vices. 

Users  and  many  customer 
premises  equipment  vendors 


are  expecting  a  wide  range  of  dy¬ 
namic,  data-oriented  network 
services  to  become  available 
during  the  next  two  years. 

If  delivery  of  these  services  is 
delayed  or  cancelled  due  to  tele¬ 
phone  company  reluctance  to 
invest  in  unproven  markets, 
leading-edge  users  will  go  else¬ 
where.  And  should  today’s  lead¬ 
ers  seek  other  avenues,  so  will 
their  mid-tier  followers  later  in 
the  decade.  In  the  end,  the  tele¬ 
phone  companies  will  lose  al¬ 
most  all  their  users  as  alterna¬ 
tives  become  mainstream. 

For  investors  interested  in 
short-term  returns,  the  bias  is  to 
delay  network  investment  until 
demand  is  proven.  But  withhold¬ 
ing  investment  decisions  until  a 
proven  market  has  developed 
will  not  serve  the  best  interests 
of  local  telephone  companies 
and  their  users.  Investing  proac¬ 
tively  and  partnering  with  early 
adopters  to  better  understand 
how  users  will  implement  the  of¬ 
fering  will  serve  everyone’s  in¬ 
terests. 

Those  interested  in  using  the 
public  net  as  a  key  part  of  their 
architecture  in  the  1990s  must 
step  in  now  to  break  the  logjam. 
Just  as  J.C.  Penney  has  shown  its 
willingness  to  act  as  a  lightning 
rod  for  ISDN  PRI,  others  that  are 
serious  about  including  the  local 
public  network  in  their  1990s 
network  architectures  should 
apprise  their  key  telephone 
companies  of  their  plans.  Pas¬ 
sively  assuming  that  these  tech¬ 
nologies  will  be  deployed  could 
doom  the  industry  to  more  de¬ 
lays  and  disappointments. 

Local  telephone  companies 
need  strong  incentives  to  invest 
in  narrowband  technologies, 
such  as  ISDN,  and  higher  capaci¬ 
ty  systems,  such  as  802.6  metro¬ 
politan-area  networks.  It  will  be 
a  win-win  situation  for  all  if  tele¬ 
phone  companies  can  deploy 
new  technologies  fast  enough  to 
meet  user  requirements  at  com¬ 
petitive  prices. 

Users,  it’s  time  to  get  the 
word  out  to  the  phone  compa¬ 
nies  that  the  business  is  there  for 
the  taking.  □ 


News  on  securities  nets 

Your  recent  articles  “SIA 
officials  detail  plans  for  na¬ 
tional  securities  net”  and  “Se¬ 
curities  net  managers  discuss 
value  of  technology”  ( NW , 
June  17)  were  both  informa¬ 
tive. 

I  thought  your  readers 
might  be  interested  to  know 
that  the  Board  of  Trade  Clear¬ 
ing  Corp.  is  developing  A 
Real-Time  Communications 
System  (ARCS),  which  will  en¬ 
able  clearing  member  firms  to 
transmit  and  receive  transac¬ 
tions  in  a  real-time  mode  us¬ 
ing  IBM’s  Advanced  Program- 
to-Program  Communications 
LU  6.2  procotol. 

ARCS  will  provide  broker¬ 
age  firms  and  stock  exchanges 
with  integrated  solutions  to 
manage  their  trading  informa¬ 
tion,  such  as  positions,  execu¬ 
tions,  margins  and  risk  man¬ 
agement.  The  proprietary 
system  approach  provides 
firms  with  control  over  system 
maintenance,  security  and 
data  integrity. 

But  the  various  proprietary' 
interfaces  and  multiple  com¬ 
munications  links  with  broker¬ 
ages  and  exchanges  pose 


problems  such  as  implementa¬ 
tion  with  multiple  software 
and  hardware  systems,  in  ad¬ 
dition  to  initial  start-up  costs. 
The  long-term  plan  is  to  have 
control  over  cost  and  system 
updates  within  the  informa¬ 
tion  systems  departments. 

Convincing  the  brokerages 
and  clearing  organizations  to 
migrate  to  a  shared  network 
would  eliminate  the  competi¬ 
tive  edge  for  customer  service 
and  take  away  part  of  their 
strategic  commodity  items. 

Robert  Lorzjr. 

Programmer  /  analyst 
Board  of  Trade  Clearing  Corp. 

Chicago 

Editor’s  note:  Network 
World  recently  ran  an  article 
about  the  Clearing  Corp.’s 
ARCS  network.  For  more  in- 
(continued  on  page  48) 

Network  World  welcomes 
letters from  its  readers. 

Letters  should  be  typed  and 
double-spaced.  Mail  them  to 
Editor,  Network  World,  161 
Worcester  Road,  Framing¬ 
ham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 


LIKE  ALLIGATORS  IN  A  SWAMP,  unforeseen  problems  can  really  put  the  bite  on  a 
communications  operation.  Many  managers  find  themselves  wrestling  with  these  networking 
reptiles  every  day. 

If  you’ve  survived  an  “alligator  attack,”  share  it  with  our  readers  by  calling  Susan  Collins, 
associate  features  editor,  at  (508)  820-7413  or  fax  your  idea  to  us  at  (508)  820-3467.  Alligators 
should  be  1,200  words  in  length  and  submitted  either  on  disk  or  via  modem. 
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Change  happens.  And  in  todays  business 
environment,  it  happens  fast. 

Lets  say  for  instance,  you’re  charged  with 
moving  a  large  LAN —clients,  servers,  bridges, 
routers,  applications,  the  works.  You  shut 
it  down  Friday  night.  Move.  And  the  whole 
thing  has  to  be  up  and  running  flawlessly 
first  thing  Monday  morning. 

Piece  of  cake,  right?  If  you’re  already  work¬ 
ing  with  SynOptics,  that  is. 

Because  with  our  SynOptics  LAN  Manage¬ 
ment  System  you’ll  be  able  to  systematically 


plan,  validate  and  troubleshoot  any  LAN 
change.  Whether  you’re  making  a  major  move 
or  simply  adding  new  users. 

Our  LattisNet™  hubs  spread  intelligence 
throughout  your  LAN.  And  our  LAN  manage¬ 
ment  software  lets  you  take  advantage  of  that 
intelligence. 

For  example,  before  you  move  your  LAN,  you 
can  log  and  profile  all  network  activity  down 
to  every  port  and  node.  You’ll  know  exactly 
who’s  connected  to  what,  which  software  goes 
where,  and  what  the  traffic  patterns  are. 


»pncs  Communication*.  Inc  .  4401  Great  America  Parkway.  P  O  Box  58185.  Santa  Clara.  CA  95052-8185  ©  1991  SynOptics  Communications,  Inc.  LattisNet  and  “The  Hub  Of  Client/Server  Computing!'  are  trademarks  of  SynOptics  Communications.  Inc 


Our  auto  topology  feature  draws  a  real  time 
map  of  what  your  LAN  looks  like  now  Then, 
in  a  fraction  of  the  time  it  used  to  take,  you 
can  design  what  you  want  it  to  look  like  after 
the  move. 

And  when  the  physical 
move  is  complete,  you  can 
validate  your  installation  * 

port  by  port,  node  by  node,  * 
in  real  time.  So  Monday  morning,  you  can 
bring  the  LAN  up  confident  there  won’t 
be  any  downtime. 


A 


t.  * 


SynOptics.  There  is  simply  no  better  way 
to  manage  your  LAN.  Or  manage  change. 

For  our  free  video  on  the  SynOptics 
approach  to  LAN  management,  call  the  num¬ 
ber  below  And  make  your  next 
move  a  smooth  one. 


* 


SynOptics.  The  Hub  Of  Cliettf/Semr  Computing. 


I  Free  LAN  Management  Video, 
call  1-800-544-1340,  ext.  31. 


3F SynOptics 


The  Hub  OJ Client/Server  Computing'. 


Ocher  brand  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  holders 
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Picking  the  right 
tool  for  the  job 


Three  factors  —  LAN 
makeup,  LAN  functions  and 
the  type  of  administrator  — 
determine  the  kind  of  LAN 
management  tools  best 
suited  to  an  organization. 


CONTINUED  FROM  PAGE  1 

In  some  companies,  LAN  man¬ 
agement  rests  with  a  single  indi¬ 
vidual;  in  others,  it  is  handled  by  a 
team.  Some  LANs  are  maintained 
by  administrators  devoted  entire¬ 
ly  to  that  task,  while  others  are 
managed  by  individuals  whose 
primary  duty  isn’t  LAN  manage¬ 
ment. 

These  factors  —  the  LAN’s 
makeup,  the  functions  it  per¬ 
forms  and  the  type  of  administra¬ 
tor  who  oversees  it  —  largely  de¬ 
termine  the  type  of  LAN 
management  tools  best  suited  to 
an  organization. 

For  example,  managers  of  het¬ 
erogeneous  LANs  need  tools  that 
can  manage  multiple  vendors’ 
equipment  and  protocols.  “If 
you’re  not  using  a  single-vendor 
approach  for  your  computing  en- 

Guengerich  is  director  of 
publishing  and  editor-in-chief 
of  technical  journals  at  Hous¬ 
ton-based  Business  Systems 
Group,  Inc.,  a  systems  integra¬ 
tion  firm  specializing  in  plan¬ 
ning,  implementing  and  man¬ 
aging  networks  and  distribut¬ 
ed  applications.  Volino  is  a 
consultant  at  the  Enterprise 
Technology  Center,  Inc.,  a  mul¬ 
tivendor  systems  integration 
showcase  and  testing  facility, 
also  based  in  Houston. 


vironment  in  general,  why  should 
you  be  forced  to  use  a  single-ven¬ 
dor  approach  for  network  man¬ 
agement?”  asks  John  Toney,  vice- 
president  of  technical  develop¬ 
ment  for  NETinc,  a  Houston- 
based  management  software 
developer. 

Conversely,  administrators 
whose  main  responsibility  is  not 
LAN  management  need  tools  that 
perform  basic  management  func¬ 
tions  well  and  don’t  require  spe¬ 
cial  skills  to  be  used. 

This  article  will  discuss  some 
important  LAN  management 
standards,  products  that  incorpo¬ 
rate  these  standards  and  the  type 
of  LAN  managers  to  whom 
they’re  best  suited. 

SNMP 

For  the  past  two  years,  the 
Simple  Network  Management 
Protocol  (SNMP)  has  been  the 
predominant  management  stan¬ 
dard  for  LANs.  SNMP  provides 
vendor-independent  communi¬ 
cations  between  network  devices 
through  a  combination  of  two  key 
elements  —  the  Management  In¬ 
formation  Base  (MIB)  and  the 
protocol  itself. 

The  MIB  is  a  data  base  that 
contains  definitions  and  attri¬ 
butes  of  network  devices  as  well 
as  a  list  of  the  data  that  any  imple¬ 
mentation  of  SNMP  can  request 


from  each  device’s  agent.  Ven¬ 
dors  may  create  extensions  to  the 
MIB  to  support  particular  fea¬ 
tures  of  their  equipment. 

Current  implementations  of 
SNMP  generally  rely  on  the  four- 
layer  User  Datagram  Protocol 
(UDP)/Internet  Protocol  to 
communicate  with  network  de¬ 
vices’  SNMP  agents.  By  using 
UDP/IP,  SNMP  can  operate  in  a 
connectionless  mode  in  which 
datagrams  that  transmit  informa¬ 
tion  are  sent  without  necessarily 
establishing  a  session  with  the  in¬ 
tended  recipient  in  advance. 

Internet’s  primary  network 
protocol  is  the  Transmission 
Control  Protocol/IP,  so  it  is  not 
surprising  that  SNMP  has  been 
used  largely  in  conjunction  with 
Ethernet  and  TCP/IP  networks. 
However,  since  UPD/IP  is  used 
only  for  shuttling  SNMP-related 
data  itself,  the  standard  can  just 
as  easily  be  employed  to  manage 
networks  whose  applications  use 
other  media  and  protocols,  such 
as  token  ring  and  Fiber  Distribut¬ 
ed  Data  Interface. 

High-end  SNMP  products  are 
mainly  targeted  toward  manag¬ 
ers  of  large,  dynamic,  heteroge¬ 
neous  networks.  These  tools  are 
primarily  intended  for  managing 
internetworks  that  may  have 
thousands  of  nodes.  (The  chart 
on  page  48  lists  various  types  of 
LAN  management  products  cur¬ 
rently  available.) 

Typically,  these  tools  have  an 
open  architecture  to  permit  the 
addition  of  new  sendees  and  com¬ 
munications  with  devices  from 
multiple  vendors.  To  handle  such 
an  enormous  task,  these  systems 
generally  require  the  horsepower 
of  a  dedicated  Unix  workstation 
such  as  those  made  by  Sun  Micro¬ 
systems,  Inc. 

High-end  LAN  management 
offerings  include  Cabletron  Sys¬ 
tems,  Inc.’s  Spectrum,  Chipcom 
Corp.’s  ONline  Network  Control 
( continued  on  page  37) 
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Add  intelligence  to  existing  token-ring  networks 
without  replacing  existing  MAUs.  The  new  Intelligent 
Media  Management  System  from  Andrew  lets  you 
have  highly  efficient,  centralized  management  down  to 
the  MAU  or  workstation  level  without  losing  your 
investment  in  your  present  token-ring  system. 

Centralized  Network  Control.  From  a  dedicated 
workstation,  monitor  all  stations  on  the  network;  identify 
network  problems;  isolate  and  remove  problem  stations, 
and  utilize  a  full  range  of  displays  and  system  controls. 

Flexible  Network  Management.  Control  and  monitor 
your  network  over  the  token  ring  or  over  a  separate  out- 
of-band  communications  path,  or  both! 
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A  Powerful  Diagnostic  System.  Add  and  remove 
workstations,  locate  wiring  faults  and  isolate  trouble 
spots...  automatically! 


The  Andrew  Intelligent  Media  Management  System 
includes  MAU  controllers ,  intelligent  MAUs  and  media 
management  software,  providing  single  point  network 
management  for  all  your  MAUs  and  workstations. 


ANDREW 


Andrew  Corporation 

2771  Plaza  Del  Amo 
Torrance,  CA  90503 


Andrew  products  are  available  worldwide.  Call  tor  a  distributor  in  your  area.  In  the  U.S.  call  (213)  320-7126, 
Fax  (213)  618-0386;  in  the  UK  0734-894689;  in  Canada  800-267-1821.  ©  1990  Andrew  Corporation 
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System,  Hewlett-Packard  Co.’s  OpenView, 
Hughes  LAN  System's  9100  Network  Man¬ 
agement  Center,  Proteon,  Inc.’s  OverView, 
Sun’s  SunNet  Manager  and  The  Wollon¬ 
gong  Group,  Inc.’s  Management  Station. 

Prices  for  these  systems  vary  widely  de¬ 
pending  on  the  configuration  desired  and 
the  number  of  devices  to  be  managed.  You 
can  count  on  paying  at  least  $6,500  (Chip- 
corn's  price  for  a  12-concentrator  ONline 
license)  to  more  than  $50,000  (Spec¬ 
trum’s  base  price). 

Spectrum’s  abilities 

Spectrum’s  unique  feature  is  its  use  of 
inductive  modeling.  This  technique  en¬ 
ables  the  management  device  to  “infer” 
information  based  on  the  status  of  the  de¬ 
vices  to  w'hich  cables  are  connected.  Spec¬ 
trum  also  uses  an  expert  system  to  attempt 
to  find  out  or  at  least  narrow'  down  the 
cause  of  LAN  faults  in  situations  where  a 
chain  of  errors  is  being  reported  to  the 
management  console  simultaneously. 

While  Cabletron  is  positioning  Spec¬ 
trum  as  a  platform  into  which  future  exten¬ 
sions  can  be  plugged,  other  vendors  are 
taking  a  slightly  different  approach. 

HP  and  Sun,  for  instance,  present  their 
OpenView  and  SunNet  Manager,  respec¬ 
tively,  as  platforms  on  which  specific  man¬ 
agement  solutions  can  be  built.  Both  prod¬ 
ucts  have  similar  features,  including 
application  program  interfaces  (API)  and 
facilities  for  importing  vendor  MIB  exten¬ 
sions. 

A  number  of  vendors  have  used  Open- 
View'  and  SunNet  as  foundations  for  their 
own  LAN  management  products.  For  ex¬ 
ample,  SynOptics  Communications,  Inc.’s 
LattisNet  Network  Management  for  Unix 


Dealing  with 
LANtoWAN 
issues 

As  if  managing  local-area  networks 
and  internets  wasn’t  enough  to  handle, 
today’s  LAN  administrators  must  deal 
with  the  implications  of  connecting  to 
wide-area  networks.  WANs  typically  op¬ 
erate  over  leased  lines,  where  data 
speeds  that  match  LAN  media  may  not 
be  available  due  to  their  expense.  If  an 
installation’s  WAN  link  operates  at 
slower  speeds  than  the  rest  of  the  LAN, 
it  can  quickly  become  a  bottleneck  if  ac¬ 
cess  to  it  isn’t  monitored  and  con¬ 
trolled. 

A  potential  source  of  trouble  could 
be  a  user  trying  to  access  a  large  file, 
such  as  an  application  program,  which 
resides  on  a  server  across  the  link.  An¬ 
other  example  could  be  the  exchange  of 
routing  table  updates,  which  can  also 
tie  up  lines  with  bulky'  information. 

Network  administrators  must  watch 
out  for  these  problems.  Sometimes,  in¬ 
tervention  may  be  as  simple  as  tracking 
down  the  offending  workstation  and  re¬ 
stricting  access  to  the  link.  Ultimately,  a 
good  strategy  involves  making  sure  that 
resources  are  evenly  distributed  across 
the  WAN  and  that  the  size  of  data  trans¬ 
fers  is  minimized  whenever  possible. 

—  Steven  Guengerich  and 
Judd  Volino 


and  Racal  InterLan,  Inc.’s  LANcentral  Ex¬ 
press  use  SunNet  as  a  base,  while  IBM  has 
licensed  OpenView  for  its  RISC  Sys¬ 
tem/6000  platform. 

According  to  Larry  Quinlan,  manager  of 
LAN  services  for  Deloitte-Touche,  even 
these  powerhouses  focus  too  much  on  the 
physical  side  of  the  net. 

Quinlan  says  Deloitte-Touche,  which 
has  200  networks  spread  across  100  sites, 
would  like  to  view  all  resources  available 
to  users,  including  file  and  print  servers. 

“We’d  like  to  have  the  ability  to  roll  up 
management  information  by  defining  do¬ 
mains  on  which  we  can  view  statistics,” 
Quinlan  says.  “For  instance,  if  a  print  serv¬ 
er  shuts  down  somewhere,  we’d  like  to  see 
that  on  a  log  in  one  place  so  we  can  start  it 


back  up.”  None  of  the  current  crop  of  sys¬ 
tems  provides  this  capability,  he  notes. 

A  second  tier  of  SNMP  LAN  manage¬ 
ment  products  that  run  on  DOS  and  OS/2 
workstations  offer  much  the  same  func¬ 
tionality  as  the  high-end  packages,  but 
generally  are  limited  in  their  ability  to 
fully  manage  devices  other  than  the  ven¬ 
dor’s  own.  These  products  are  mainly  tar¬ 
geted  at  users  of  smaller,  homogeneous 
networks. 

These  tools  primarily  work  in  conjunc¬ 
tion  with  a  smart  hub  or  bridge  system  to 
provide  remote  polling  and  configuration 
capabilities.  Graphical  user  interfaces  are 
provided  by  Microsoft  Corp.  ’s  Windows  3-0 
or  IBM’s  Presentation  Manager. 

Several  of  these  systems  use  SNMP 


agents  and  provide  similar  features,  in¬ 
cluding  automatic  or  assisted  mapping, 
setting  of  alerts  and  usage  monitoring.  Be¬ 
cause  they  are  largely  linked  to  a  certain 
product  line,  w'hat  ultimately  distinguishes 
them  are  the  media  and  protocols  support¬ 
ed  by  the  vendor’s  network  devices. 

For  example,  Cabletron’s  $4,995  Re¬ 
mote  LANView/ Windows  w'orks  with  the 
company’s  line  of  Ethernet  and  token-ring 
network  interface  cards,  hubs  and  bridges. 
Network  Application  Technology,  Inc.’s 
NMS/100  currently  manages  the  firm’s 
own  local  and  remote  bridges  as  well  as  its 
Ethermeter  Ethernet  traffic  monitors. 

Notably,  Network  Application  Technol¬ 
ogy  has  announced  that  support  for  third- 
( continued  on  page  39) 
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Sign  on  to  Network  World’s 
Bulletin  Board  System  to  contact  editors, 
readers  and  vendors  electronically! 


•  Submit  letters  to  the  editor 

•  Exchange  ideas  with  other  readers 
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(continued from  page  37) 
party  vendors’  SNMP-compatible  devices 
will  become  available  this  fall.  An 
NMS/100  kit,  including  software  and  the 
company's  Ethernet  adapter,  lists  for 
$2,995.  The  $4,995  version  adds  a  386- 
based  CPU  with  the  software  preinstalled. 

HP  brings  its  OpenView  technology  to  a 
pair  of  management  tools  —  HP  OpenView 
Bridge  Manager,  which  costs  $1,999,  and 
HP  OpenView  Hub  Manager,  which  costs 
$1,500.  Besides  providing  management 
capabilities,  these  two  software  tools  per¬ 
mit  other  vendors’  network  devices  to  be 
added  to  the  network  map  with  their  auto¬ 
discovery  function. 

SynOptics’  $2,995  LattisNet  Basic  Net¬ 
work  Management  package  supports  Syn¬ 
Optics'  own  token-ring  and  Ethernet  con¬ 
centrators. 

In  addition,  through  the  use  of  the  sys¬ 
tem’s  Generic  SNMP  Application  and  third- 
party  vendor  extensions  to  the  MIB,  the 
LattisNet  Basic  Network  Management 
package  can  manage  other  vendors’  de¬ 
vices.  The  Lattisnet  Advanced  Network 
Management  package,  which  lists  for 
$5,500,  can  automatically  create  network 
topology  maps. 

Two  solutions  designed  especially  for 
token-ring  LANs  are  IBM’s  $3,995  LAN 
Network  Manager  and  Madge  Networks, 
Inc.’s  $3,195  Ring  Manager  II. 

LAN  Network  Manager  runs  under  OS/2 
Extended  Edition  and  manages  the  net¬ 
work  using  IBM’s  LAN  Station  Manager, 
which  catalogs  workstation  configura¬ 
tions,  and  IBM’s  8230  Controlled  Access 
Unit  (CAU)  concentrator. 

Working  in  conjunction  with  the  CAU, 
LAN  Network  Manager  can  automatically 
detect  and  disconnect  the  device  in  the 
event  of  failures  on  the  token  ring  at  the 
media  or  concentrator  level. 

In  addition  to  its  bridge  management 
capabilities,  Ring  Manager  II  collects  and 
reports  extensive  information  to  the  sys¬ 
tem  administrator  through  its  event  and 
alert  logs.  Entries  in  the  event  log  are  ac¬ 
companied  by  context-sensitive  help  that 
can  aid  in  isolating  sources  of  problems  on 
the  network. 

Novell  provides  an  Ethernet  hardware/ 
software  combination  with  its  $4,495  LAN- 
tern  concentrator  module  and  $4,995 
LANtern  Services  Manager  application.  A 
32-user  version  of  the  module,  the  LAN¬ 
tern  LTD,  is  available  for  $2,495.  The  Win¬ 
dows-based  LANtern  Services  Manager 
acts  as  a  graphic  interface  for  monitoring, 
alarm  control  and  mapping  functions. 

Although  the  LANtern  concentrator 
module  communicates  with  the  Services 
Manager  through  SNMP,  the  system  can  ac¬ 
quire  data  about  any  device  on  an  Ethernet 
segment  by  watching  network  packets, 
even  if  the  device  does  not  contain  an 
SNMP  agent.  The  Services  Manager  can 
also  communicate  with  the  LANtern  mod¬ 
ule  through  a  modem  in  the  event  of  severe 
network  failure. 

CMIP/HLM 

Although  SNMP  fulfills  many  immedi¬ 
ate  LAN  management  needs,  it  was  not  in¬ 
tended  as  a  long-term  solution.  Some  LAN 
managers  and  vendors  see  the  Common 
Management  Information  Protocol 
(CMIP)  as  the  ideal  network  management 
standard. 

CMIP,  which  is  a  full-scale  management 
protocol  unlike  SNMP,  was  designed  as 
part  of  the  International  Standards  Orga¬ 
nization's  Open  Systems  Interconnection 
model.  It  defines  an  additional  five  layers 


beyond  the  basic  physical  and  data  link 
foundation  layers  of  the  OSI  model.  Like 
SNMP,  it  also  depends  on  a  MIB  to  provide 
the  link  between  standardized  information 
requests  and  actual  network  agents  that  re¬ 
spond  to  these  requests. 

CMIP’s  relatively  recent  arrival  —  it  re¬ 
ceived  final  approval  late  last  year  — 
means  that  actual  product  development 
has  only  just  begun.  In  addition,  many  de¬ 
velopers  consider  a  full  implementation  of 
CMIP  impractical  because  of  its  large  mem¬ 
ory  requirement. 

However,  IBM  and  3Com  Corp.  have 
joined  forces  to  produce  a  specification  for 
partial  CMIP  implementation.  Their  Het¬ 
erogeneous  LAN  Management  (HLM) 
specification  is  based  on  a  “short  stack” 


approach  called  CMIP  over  Logical  Link 
Control,  which  involves  only  the  physical 
and  data  link  layers  of  the  OSI  model. 

IBM’s  goal  is  to  incorporate  HLM  into 
the  network  management  protocol  being 
developed  by  the  IEEE  802.1  committee. 
The  committee  accepted  a  draft  of  the  HLM 
specification  last  November,  and  copies 
were  sent  out  for  ballot  comment  after  its 
March  meeting.  This  month,  these  com¬ 
ments  will  be  compiled  and  a  standards 
ballot  issued.  Depending  on  the  outcome, 
HLM  could  be  approved  by  year  end. 

Clearly,  the  key  advantage  that  SNMP 
holds  for  LAN  management  purposes  is 
that  products  are  available  now.  Yet  ironi¬ 
cally,  by  enabling  vendors  to  add  their  own 
MIB  extensions,  SNMP  could  promote  the 


development  of  product-specific  imple¬ 
mentations  that  hamper  truly  vendor-in- 
dependent  management  efforts. 

Both  SNMP  and  HLM  offer  a  compact 
implementation  in  terms  of  memory  re¬ 
quirements.  But  this  memory  constraint 
limits  their  functionality  when  compared 
to  CMIP.  HLM,  for  instance,  currently  can¬ 
not  travel  across  routers. 

Users,  however,  should  realize  that 
choosing  an  SNMP-based  system  today 
doesn’t  necessarily  preclude  using  CMIP 
on  that  system  tomorrow.  Many  SNMP  tool 
vendors,  including  Cabletron,  Hughes, 
Proteon  and  Wollongong,  have  pledged  to 
add  CMIP  support  to  their  product  lines, 
but  exactly  when  they’ll  do  so  is  still  a 
(continued  on  page  48) 


...Announcing 
a  new  modem 
so  flexible, 

it  will  change  your  mind  forever 

about  modems. 


The  new  COMSPHERE™  3800  Series  SD  (Software-Defined)  Modem  is  so  flexible, 
you  only  dial  one  number— the  Software  Support  Center— to  add  new  features  as 
you  need  them.  The  software  is  simply  downloaded  over  the  public  telephone 
network.  No  more  strapping,  chip  replacements,  expensive  downtime,  or 
exchange  of  hardware.  Add  to  this  the  latest  in  dial  modulation  schemes 
(V.32bis)  and  data  compression  (V.42bis)-and  you  gain  the  most 
powerful  dial  modem  on  the  market. 

This  unique  software-defined  modem  is  managed  by  the  new  COMSPHERE  6700 
Dial  Network  Management  System-a  PC-software  package  that  features 
Windows*  3-0,  for  detailed  modem  management  tools  and  the  most 
comprehensive  non-interruptive  VF-line  diagnostics  in  the  industry. 

To  change  the  way  you  think  about  modems, 
call  1  800  482-3333,  Ext.  502,  or  contact  your  local  authorized  distributor. 

You  may  also  fax  your  request  to  1  813  530-2103. 


ADsT  Paradyne 


COMSPHERE  is  a  trademark  of  AT&T.  ’Windows  is  a  trademark  of  Microsoft.  Inc. 
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56K  CSU/DSU’S 


Anderson  Jacobson 
Breaks  Another 
Price  Barrier 


Starting  at  $45000 


Model 

DTE  Speed 
Range 

ASYNC/SYNC 

V.35/RS232 

List 

Price 

5610 

56K 

SYNC/V.35  only 

$450°o 

5615 

9.6,  19.2,  56K 

YES 

$550°° 

5620 

1.2-56K 

YES 

$65000 

5625 

1.2-56K 

YES 

$750°° 

5630 

1.2-56K 

YES 

$85000 

5640 

9.6-38.4K 

YES 

$1050°° 

CXR/Anderson  Jacobson  broke  into  the  market  with 
the  first  T1  ESF  CSU  for  under  $1,000°°.  Today 
CXR/Anderson  Jacobson  introduces  another  astonish¬ 
ing  value.. .56K  CSU/DSU’s  starting  at  only  $450°°.  Each 
of  the  5600  Series  56K  CSU/DSU’s  are  compatible  with 
the  various  DDS  services  available.  Models  have  fixed 
or  variable  rate  line  speeds  and  DTE  speeds. 

The  AJ  5610,  5620,  5630  and  5640  have  line  speeds  of 
56K.  The  AJ  5615  and  5625  have  line  speeds  of  9.6K, 
19.2K  or  56K.  The  5630  is  a  dual  port  unit.  The  5640 
has  four  ports.  All  other  models  are  single  ports. 

Small,  lightweight  and  aggressively  priced  starting 
at  only  $450°°. 

For  more  information  contact  CXR/Anderson  Jacobson 
or  your  local  distributor.  Call  TOLL  FREE  (800)  537-5762 
ext  263  or  within  California  (408)  435-8520  ext  263. 
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-  A  CXR  Company  - 

521  Charcot  Avenue 
San  Jose,  CA  95131 
FAX(408)435-1 276 


ASC/BSC  TO  SNA 


Need  ASYNC/BISYNC  -  to  -  SNA  Connectivity? 

"SNAGate™  is  the  flexible  approach..." 


•  Flexible  yet  powerful  SNA  access 
for  a  broad  array  of  async,  bisync 
3270,  and  3780/2780  RJE  devices. 

•  Easily  customized.  SNA  Gate 
can  be  fine-tuned  to  optimize  the 
performance  of  attached  devices . 

•  Eliminates  the  overhead  imposed 
by  non-SNA  devices  in  SNA 
environments.  No  more  outdated 
emulation  software  in  your  FEP. 
No  more  special  channel 
hardware. 

•  Supports  multiple  sessions  per 
terminal,  with  Tiot  key"  switching 
between  sessions. 

•  Centrally  configured  and 
managed. 


t  ■  )■ :  I  1 
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NETLINK 

- INC— 


•  Call  today  to  learn  how  Netlink’s 
SNA  Gate  will  improve  perfor¬ 
mance  and  reduce  costs  in  your 
SNA  network! 

Circle  Reader  Service  No.  1 8 


3214  Spring  Forest  Rd. 
Raleigh,  N.C.  27604 
Ph:  1-800- NETLINK 
Fax:  919-872-2132 


X.25  NETWORK  CONNECTIVITY 


THE  X.25  CONNECTION:$995 


PAD  FEATURES: 

Full  support  for  CCITT  (1984)  X.25,  X.3,  X.28,  X.29 

Fully  programmable  PAD  configured  from  any  standard  asynchronous 
terminal. 

Expandable  up  to  16  asynchronous  ports,  offering  a  per  port  cost  of 
only  $137  per  port. 

SWITCH  FEATURES: 

Multiple  protocol  support:  1984  CCITT  X.25,  X.32,  X.3,  X.28,  X.29,  SNA/SDLC, 
VIP  &  BMAP 

Configurable  from  4  to  72  ports 

High  performance  16/32  bit  multiprocessor  switching  up  to  1000  pps 
Electrical  Interfaces:  V.24/V.28,  RS-232C,  X.21,  V.1 1,  V.35  and  V.54/V.25  bis 

SUPPORT: 

Free  1  year  warranty  service  provides  24  hour  a  day,  7  day  a  week 
customer  service. 


NSTWOmONQ  MTKLUOSNCI 

For  further  Information  write  or  call: 
OST,  Inc. 

14225  Sullyfleld  Circle 
Chantilly,  VA  22021 

Circle  Reader  Service  No 


AUTOMATIC  FALLBACK 


Dual  Digital  Circuit  Backup 

Automatic  Fallback  Switching  Between 
Two  Dedicated  Circuits 


Tel:  (703)  817-0400 
FAX:  (703)  817-0402 
Modem:  703-817-0456,  2400  Bps; 
703-817-9846,  9600  Bps,  8N1 
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•  Continuous  testing  of  both  channels  with  alarm  outputs. 

•  Automatic  switching  on  loss  of  channel  in  use. 

•  Models  for  RS-232,  V.35,  T1  and  Analog  data  lines. 


170  Coolidge  Avenue  Englewood.  NJ  07631 
Phone:  (201 )  569  6464  Fax:  (201 )  894-0939 

Circle  Reader  Service  No.  1 9 
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CABINETS  AND  ENCLOSURES 


COMMUNICATIONS  SOFTWARE 


COMPLETE  LAN  SERVICE 


GUARANTEED  SHIPMENT 
10-14  DAYS: 


*  Applies 
to  standard 
product 
line. 


We  are  a 

component  (chip) 
level  repair  depot  that 
buys  and  sells  used  or 
new  LAN  Hardware. 

Hardware  Specialties: 

3  Com  •  Corvus  •  IBM  •  Interlan  •  Novell 
Proteon  •  Standard  Micro  Systems  (SMC)  • 
Western  Digital  •  Pure  Data  •  Gateway  • 
Thomas  Conrad  •  Tiara  &  Others 


LAN  FIX/LAN  RECYCLERS 
^ 1-800  448-7420 

FAX:  1-800  752-6958 
PHONE:  1-801-226-1832 

1378  West  Center  St.  •  Orem,  Utah  84057 

Circle  Reader  Service  No.  5 


EMI/RFI 

Shielded 

Cabinets 


Great  Lakes  Case  &  Cabinet  Co.,  Inc. 

P.O.  Box  551/Edinboro,  PA  16412 
(814)  734-7303/Fax:  (814)  734-3907 


Circle  Reader  Service  No.  32 


•  3B2  and  LAN 
Enclosures 


•  Custom  Metal  Fabrication 
•  Stock  Cabinets  30"  to  84"  Height 


Circle  Reader  Service  No.  3^ 


Wang  VS  minis 

and  the  rest 
of  the  world 
intersect. 

MacSoft’s  Lightspeed  family  of  products 
integrates  DOS  PCs,  Windows  PCs,  Unix 
terminals,  Macintoshes,  and  LANs  with 
Wang’s  VS  line  of  minicomputers. 

Features:  Terminal  emulation,  printer  sharing, 
file  transfers  with  automatic  document  con¬ 
versions,  transparent  mail  exchange,  and  more. 

Get  maximum  integration  and  top  speeds. 

Call  us  today.  (805)  324-4291 

MacSoft 


DATACOMM  MATRIX  SWITCH 


BLOCKED  BY  OLDER 

MATRIX  SWITCH  TECHNOLOGY? 


Discover  the  NEW  DIMENSIONS  in  Network  Management  Technology 
With  the  MTRX  Family  of  TANDEM  Electronic  Matrix  Switches 


MTRX-500  512  Ports 

MTRX-4000  4096  Ports 

MTRX-8000  8192  Ports 


BENEFITS 


MTRX  OTHERS 


*  Largest  Non-Blocked  Port  Capacity...8192  PORTS  YES 
•Up  To  98%  Data  Cable  Reduction  DTE  to  DCE  YES 
*4000  FT  DTE  TO  DCE  With  Twisted  Pair  Cable  YES 
•LAN  Based  PC  Control  -  Ethernet  Or  Token-Ring  YES 
•Multi-tasking  (VM-386)  Universal  Workstation  YES 

•Integral  BERG/BERT  and  S.AM.  Test  Functions  YES 
•Non-Proprietary  Database,  dBASE  III  PLUS/TV  YES 
•Supports  Data  Rates  To  2.048MBPS  YES 


NO 

NO 

NO 

NO 

NO 

NO 

NO 

SOME 


Over  30,000  Ports  Installed  At  RBOCs  and  Fortune  1000  Companies 


Datacomm 
Management 
Sciences  lnc 


"The  Responsive  Ones"  25  Van  Zant  Street 

East  Norwalk,  CT  06855 
TEL:  (203)  838-7183 

dBASE  ill  PLUS/IV  are  trademarks  ot  Ashton-Tate  Corporation 


Circle  Reader  Service  No.  2 


DATA/VOICE  NETWORKING  EQUIPMENT 


WOULD  YOU  SPEND  A  DOLLAR 
TO  SAVE  THOUSANDS? 


Install  our  award¬ 
winning  Marathon  5K 
on  your  private 
network  and  save  your 
company  thousands  of 
dollars  on  toll  charges  you  currently  pay 
the  Phone  Company. 

By  integrating  voice  and  fax  traffic  onto 
low-speed  (9.6  -  56/64  Kbps)  leased  lines 
with  a  Marathon  5K  Data/Voice  Network 
Server,  you  can  send  toll-free  voice  and  fax 
to  your  remote  sites.  Data,  voice,  fax  and 
LAN  share  the  same  line 


pays  for  itself  in  toll 
savings. 

Can’t  fit  it  in  your 
budget  just  now?  To  ease  tight  budgets  in 
tough  times,  we’re  offering  a  leasing 
program  that  allows  you  to  pay  just  $1  for 
our  Marathon  5K  after  the  term  of  your 
lease  of  24  months  or  more. 

Not  bad  for  a  buck.  Call  MIC0M  today 
and  stop  wasting  money. 

1-800-MICOM  U.  S.  [1-800-642-6687] 


mrarnr 


Circle  Reader  Service  No.  4 


Send  For  Free  Info 

NW  July  91 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 
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DIAGNOSTIC  TEST  EQUIPMENT 


ETHERNET  NETWORK  MONITORING  SYSTEM 


Get  your  hands  on  the  most 
comprehensive  Token  Ring  cable  tester 
for  only  $1495. 


Introducing  the  Bytex  RingOut  cable  tester— the 
first  designed  specifically  for  Token  Ring.  And  the 
easiest-touse.  ■  Tests  4  and  16  Mbps  STP  and 
UTP  LANs.  ■  Detects  damaged  or  improperly 
installed  cables  or  connectors.  ■  Confirms  cor¬ 
rect  operation  of  MSAU.  ■  Detects  and  isolates 
beaconing  nodes.  ■  Works  on  live  LANs— no 
shutdown  required.  Find  out  about  our 
30-day  money  back  guarantee. 

Call  1-800- 23 -BYTEX  for  details  now. 


Bytex  is  a  registered  trademark  of  Bytex  Corp. 


Bytex 

Circle  Reader  Service  No.  6 


DIAL-UP  MANAGEMENT 


Optimize  Dial-up  Modem  Network  Utilization 


Circle  Reader  Service  No.  8 

CDI  -  The  Answer  To  Dial-Up  Modem  Management 
Call  or  Write  For  Information  &  Demo  Disk 

Communication  Devices  Inc.  •  1  Forstmann  Ct.  •  Clifton,  NJ  0701 1 
Phone  201/772-6997  •  Fax  201/772-0747  •  800/359-8561 


With  CDI’s  Patented  Network 
Windows™  Management 
System 

CDI’s  PC  based  Dial-up  Modem 
Network  Management  System  has 
been  field  proven  worldwide  since 
1983.  Reduce  your  line  costs  and 
prevent  client  loss  with  these 
features: 

•  Modem  vendor  independent-works 
with  any  modem  type 

•  Provides  local  reconfiguration  from 
the  keyboard 

•  Generates  complete  daily  usage  and 
error  reports 

•  Automatic  busy  of  “ring  no  answer” 

•  Central  site  management  of  a 
distributed  network 

•  UL  approved 


ESF  CSUS 


$500.00  CASH  BACK 


Upgrade  to  the  reliability  of  Verilink  Intelligent  ESF 
CSU’s  and  we  will  give  you  $500.00  cash  back  or 
credit  towards  your  purchase.  Take  advantage  of  the 
leading  manufacturer  of  ESF  CSU’s  and  the  network 
management  benefits  of  ESF  now. 

Call  Us  Today  Toll-Free  At 

1  -800-669-4278 

For  your  free  Verilink  planning  kit. 


The  Helfrich  Company 
19782  MacArthur  Boulevard 
Suite  310,  Irvine,  CA  92715 

Circle  Reader  Service  No.  1 0 


VERILINK 


The  Network  Professor* * 


•  Multi-Segment  Ethernet/IEEE  802.3  LAN  Monitoring  System. 

•  Global  Network  Monitoring  and  from  ANY  Location. 

•  Monitors  ALL  LAN  traffic  conditions  on  every  segment,  for  all 
Stations/Nodes  and  Protocols,  simultaneously. 

•  Alarming  for  user  defined  thresholds  and  detection  of  error 
conditions,  resulting  in  decreased  downtime  costs. 

•  X-Motif  or  ANSI  user  interface  provides  access  to  current  and 
historical  network  statistics  via  a  Relational  Database. 

•  Complies  with  ISO  Standards  for  Enterprise  Management. 

•  Industry  proven  since  1989.  (CALL  NOW  for  Fortune  500 
references.) 

“. .  .only  fully  functional  LAN  Monitoring  System. . .” 

Bill  Hancock 

For  Literature  and  your  FREE  Evaluation  Package 

CALL  (213)  379-2505 

Look  for  our  NEW  4  port  Local  Bridge! 

Circle  Reader  Service  No.  7 


ETHERNET  TERMINAL  SERVERS 


Ask  about  our 

DECserver  trade-in  program! 

•  Drive  48  ports  at  38.4  Kbps 
simultaneously! 

•  As  low  as  $1 25/port  —  major  savings 
over  DECserver 

•  Mount  up  to  48  ports  in  3.5"  —  V*  the 
space  required  by  DECserver  300 

•  Enhanced  command  set  cuts 
keystrokes 

•  Dual  protocol  (LAT  &  TCP/IP) 


Hot  New  Benchmark 
for  Ethernet 
Terminal  Servers 

The  Equinox  ELS-48  rewrites  the  book  on 
terminal  server  performance.  Small  in 
size  but  big  on  throughput,  it  gives  you 
DECserver™  compatibility,  crisp  screen 
refresh,  and  keeps  fast  printers  busy 

without  penalizing  keyboard  response. 

•  12,  24,  36  and  48-port  configurations 
available 

•  High  throughput  design  —  ideal  for  file 
transfers  and  foreign  host  connections 

•  Full  range  of  wiring  options,  control 
signals,  RS-423  extended  distance 
interface 

•  Thin  or  standard  Ethernet  connections 

•  Three  \fear  Warranty 


EQUINOX 


Equinox  Systems,  Inc.  •  14260  S.W.  119  Avenue  •  Miami,  Florida  33186 
800/275-3500  •  305/255-3500  •  FAX  305/253-0003 
Circle  Reader  Service  No.  24 


FAST  REMOTE  APPLETALK 


SyncRouter/LT  •  SyncRouter/LTi 

Synchronous  routers  connecting  remote  Appletalk  networks 
via  switched  or  dedicated  digital  phone  lines 


Eliminate  modem  hassle.  Because  it  uses  digital  lines  that  are  six  times  faster  than 
modems,  the  SyncRouter  connects  remote  LANs  in  milliseconds,  transmits  with 
99.75%  accuracy,  greatly  reduces  connect  charges,  and  yields  a  20Mb/hour  through¬ 
put  to  efficiently  handle  any  type,  quantity  or  size  file. 

SyncRouter:  The  remote  AppleTalk  network  solution  for:  corporate  communications, 
resource  sharing  in  education,  fax  replacment,  multi-media  file  delivery, 
distance  education  and  multi-user  database  access. 

Engage  Communication ,  Inc. 

9053  Soquel  Dr..  *203  •  Aplos.  CA  95003  •  408-688-1021  •  Fax:408-688-1421  •  Apple  LINK  D3362 

Circle  Reader  Service  No.  25 
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FT-1  DSU/CSU 


FT-l  CSU/DSU.  MORE 
DIGITAL  BANDWIDTH. 
LESS  TO  PAY. 


SEHUL  DATA  PORTS  2  V35  OR  BA-530 

t  t 

NX  5664  KBPS  NX  5664  KBPS 

SUPERVISORY/' 

PORT 


M  i 


The  DataComm 
552  is  the  data  set 
for  network  appli¬ 
cations  requiring 
bandwidth  from  56 
Kbps  to  full  T-l.  It’s  the  perfect 
interface  for  video  teleconferencing, 


(osx-i 

CASCADE 

PORT 


LAN  to  WAN, 
CAD/CAM,  etc.  Up 
to  three  DataComm 
552’s  can  be  cascaded 
with  other  equipment 
such  as  a  PBX.  Ideal  for  expanding 
networks!  Call  1-800-7774005. 


NETWORK 

PORT 


General  DataComm 


[tv  •  •  M 

WORLD  CLASS  NETWORKING 

CORPORATE  /  INTERNATIONAL  HEADQUARTERS  203-574- 1 1 18  HONG  KONG  852-833-6779  CANADA  416-498-5100 
AUSTRALIA  6 1  -2-956-5099  UNITED  KINGDOM  44-734-774868  FR ANCE  33- 1  -30570200  JAPAN  8 1  -33-862- 1 730 

Circle  Reader  Service  No.  26 


INTEGRATED  TECH  CONTROL 


Access  and  Control  Your  Remote  Tech 
Centers  With  Spectron  NETWORKER™ 


NETWORKER  automates  and  consolidates  manual  tech  control  facilities  under 
centralized  PC  control.  With  NETWORKER  you  can  access  remote  network  nodes  and 
perform  a  variety  of  tasks.  Such  as  insert  a  remote  DATASCOPE*,  or  similar  protocol 
analyzer,  to  monitor  line  data.  Or  switch  individual  lines  or  groups  for  convenient  sparing 
and  fallback.  You  also  can  create  extensive,  qualified  alarming  tests.  There's  even  a 
facility  to  view  real-time  lead  status  as  time  line  traces. 


|  ICORPORATIDN 

A  UNIT  OF  GENERAL  SIGNAL 


Spectron  Tech  Control  Products 

13000  Midtantic  Drive  •  Mount  Laurel,  NJ  08054 

800-222-0187  609-234-7900  609-778-8700  (FAX) 


Circle  Reader  Service  No.  28 


LAN 


Tired  of  LANs  Giving  You  The  Silent  Treatment? 

Get  Them  Communicating  With 

HARRIS 

ADACOM 

Complete  Token-Ring  Solutions! 

*  Cabling  Solutions: 

MAUs,  Media  Filters,  Repeaters 

*  Bridges: 

Local,  Token-Ring,  Ethernet 

Remote,  Token-Ring,  Ethernet,  SNA,  56K,  T1 

*  Gateways: 

Ethernet,  SNA,  TCP/IP,  Token-Ring,  Unix 
Local  and  Remote 

*  FDDI 


For  answers  to  your  connectivity  needs,  call 

HARRIS  ADACOM 

1-800-3270- ADA  Circle  Reader  Service  No.  30 


(  _ _ 


iTfONAL 


Installation  &  Maintenance 


NETWORK  SERVICES 


SATNET 

A  Wholly  Owned  Subsidiary  of  The  Associated  Press 


FREE  consu 


*  ♦  . 


Satellite  Data  Broadcast 

(U.S.  -  South  America  -  Europe} 
'  t  Switching 


COMNET  WEST  ’91  BOOTH  #638 


llr 

Circle  Reader  Service  No.  27 


PC  BASED  PROTOCOL  ANALYZER 


PROTOCOL  ANALYZER 


PC-based  performance  and  protocol 
analysis  that’s  as  easy  as  pie. 


The  PA1  combines  performance  analysis 
with  protocol  analysis  to  help  you  diag¬ 
nose  problems  and  plan  network  evolu¬ 
tion.  Sophisticated  histograms,  pie 
charts  and  line  graphs  help  you  track 
performance  parameters. 

For  protocol  analysis,  you  can  display 
layer  2  and  layer  3  data  for  SNA,  X.25, 
and  QLLC. 

Call  us  at  (708)  574-3399. 


Computing 

Progressive  Computing,  Inc. 
814  Commerce  Drive 
Oak  Brook,  IL  60521 

Circle  Reader  Service  No.  29 


Omni  I/O™ 

PC  Based  Protocol  Analyzer 


FREE  DEMO  DISC 

•  Fast,  friendly  user  interface. 

Excellent  data  visibility. 

•  Integrated  data  capture, 
analysis,  DOS  file  storage. 

Named  configurations.formatted  print. 

•  Async,  Sync,  BOP’s  (SDLC,  X.25,  etc.),  Transparent,  ASCII, 
EBCDIC,  IPARS,  user  defined. 

•  Fits  PC,  AT  compatible,  386  and  Laptop  with  standard  bus  and 
CGA,  EGA  or  VGA. 

•  Programmable-  API  for  unprecedented  power  and  flexibility. 


Circle  Reader  Service  No.  31 


Romney,  WV 


FAX  304-822-4508 


P.0.  Box  2040, 151-C  Jersey  Mt.  Road,  Romney,  WV  26757  •  304-822-3086 
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SNMP  MANAGEMENT 


For  SNMP  Users.  Implementers.  Product  Developers  ! 

Two  New,  Comprehensive  Special  Reports  on  SNMP 
Including:  complete,  exclusive  results  of 
NetworkWorld/Bell  Labs  testing  of  dozens  of  SNMP- 
managed  bridges,  routers,  hubs  &  concentrators 

SNMP  Implementers/Users  Guide:  SNMP  product  differences: 
buying  SNMP-supporting  devices;  comparison  of  over  2  dozen  SNMP 
management  systems;  procedures,  tips  for  successfully  managing 
enterprise-wide,  mixed-vendor,  SNMP  network  ...  and  more. 

200-plus  pages,  single  volume  $495  (if  ordered  by  8/15) 

SNMP  Developers  Guide:  Includes:  product-by-product  analysis  of 
SNMP  agent  implementation  variations,  common  design  flaws,  testing 
methodology;  by-vendor  assessment  of  private  MIBs;  proposed  MIB 
MIB  standards;  interoperability  issues;  product  opportunities... and  more. 
400-plus  pages,  two  volumes  $1,895  (if  ordered  by  8/15) 

Special  pre-publication  rates  in  effect  for  orders  received  by  August  15; 
shipment  of  these  orders  guaranteed  by  September  1 

Mier  For  details,  call: 

Communications  inc.  609-275-7311 

99  Hightstown  Rd.,  Princeton  Junction,  NJ  08540  Circle  Reader  Service  No.  20 


SONET  MANAGEMENT  BRIEF 


FREE SONET 

MANAGEMENT  BRIEFING. 


This  important  Management 
Briefing  explores  the  long¬ 
term  ramifications  of  the 
Synchronous  Optical 
Network  (SONET)  and 
its  potential  impact  on 
private  networks. 


This  briefing  compares 
the  strategic  value  of  T-3 
versus  SONET  and  provides 
a  comprehensive  overview 
of  fiber  optic  standards. 

For  your  free  copy,  call 
1-800-777-4005. 


General  DataComm 


WORLD  CLASS  NETWORKING 

CORPORATE  /  INTERNATIONAL  HEADQUARTERS  203-574-1 1 18  HONG  KONG  852-833-6779  CANADA  41M98-5100 
AUSTRALIA 61-2-956-5099  UNITED  KINGDOM  44-734-774868  FRANCE  33-1-30570200  JAPAN  81-33-862-1730 
Circle  Reader  Service  No.  21 


SWITCHED  56 


How  to  use 
Switched  56  for... 


Switched  56  has  become  a  readily  available  and  cost 
effective  service.  It  offers  simple,  dial-up  access  to  the 
growing  world  of  digital  networks.  To  access  it,  you 
need  a  Switched  56  "modem",  a  low  cost  device  called 
a  TIU  (Terminal  Interface  Unit)  or  DU  (Data  Unit). 

Dowty  Communications  makes  these  TIUs  and  DUs. 
The  literature  describing  them  includes  explanations 
of  six  different  applications  with  "how  to"  illustra¬ 
tions.  There's  also  information  on  speed  conversion 
(your  input  does  not  have  to  be  56  Kbps),  automatic 
dialing  and  automatic  switchover. 

For  more  information  on  Switched  56  and  on  the 
Dowty  DCP3058  TIU  and  DCP3060  DU,  call  800-227- 
3134  or  write  Dowty  Communications,  Cherry  Hill 
Industrial  Center,  Cherry  Hill,  New  Jersey,  08003. 


Backing  up  DDS  lines 
Backing  up  critical 
T-l  channels 
Dial-up  access  to 
digital  networks 


Dowty  Communications 

Formerly  CASE/Datatel 

Circle  Reader  Service  No.  23 
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DOWTY 


T-1 /FRACTIONAL  T-1  MULTIPLEXER 


1/Fractional  T1  TDM 


FREE  BANDWIDTH! 

99%  Efficient  TDM  ■  Integral  Statistical  Multiplexer 
■  Quality  Compressed  Voice 


AXXESS/1 


X.20 


X.2  8 


□  0  0 

Call  800-243-4485  or  203-265-7151 
for  details  and  local  distributor 


Dataproducts 

New  England,  Incorporated 
50  Barnes  Park  North,  Wallingford,  CT  06492 


Over  7,000  Multiplexers  Shipped 


Circle  Reader  Service  No.  22 


TCP/IP  NETWORKING 


TCP/IP  for  Windows  3.0 

Chameleon  is  the  first  TCP/IP  communications  package  developed 
specifically  for  Windows  3.0  (not  converted  from  DOS),  allowing  multiple 
concurrent  sessions  with  different  accounts  and  hosts.  Chameleon  is  the 
first  TCP/IP  applications  package  in  the  market  implemented  as  a  Windows 
Dynamic  Link  Library  (DLL)  and  not  a  TSR.  saving  precious  640K  base 


memory. 
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File  Disconnect  Server  Options  tjelp 
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Applications: 

TELNET  (VT100) 

FTP  BIND 

TFTP  Statistics 

SMTP  Custom 

Mail  PING 

(408) 257-6404 
Net  Manage 

NetManage  Inc. 

10020  N.  DeAnza  Blvd. 
Cupertino,  CA  95014,  USA 
Fax:  (408)  257  6405 


Circle  Reader  Service  No.  9 


TESTERS 


T 1  monitoring  in 
the  palm  of  your  hand 


A  'A 


■  Unframed,  SF  and 
ESF  formats 

■  Detect  T1  errors 
and  alarms 

■  Display  DSO  data 
and  signaling  bits 

■  Monitor  audio  on 
selected  channel 

■  D3/D4,  DlDandD2 
compatible 

$795 

Circle  Reader  Service  No.  11  ^ 


Electrodata,  Inc. 

23020  Miles  Road 
Bedlord  Heights.  Ohio  44128 
Call  Toll  Free  1-800-441-6336 
(216)  663-3333  TWX  (810)  427-2280 
FAX  (216)  663-0507 
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TOKEN  RING  CONVERTER 


3274’s  On  a  Token 
Ring? 


H 

o 

s 

IT 


4700 


YES! 


3600 


WITH  SNAC™,  SYNC  RESEARCH’S  TOKEN  RING 
CONVERTER,  YOU  CAN  CONNECT  EXISTING  “PRE-TOKEN  RING” 
TERMINAL  CONTROLLERS  TO  AN  802.5  TOKEN  RING  NETWORK. 


Connects  3174s,  3274s,  4700s, 
3600s  AND  OTHER  PU2 
CONTROLLERS  TO  TOKEN  RlNGS 

Eliminates  multi-point  SDLC  lines 
and  Front  End  Ports 


Call  1-800-ASK  SYNC 
for  more  information 


syNc  REseaRCH 


Circle  Reader  Service  No.  1 2 


VOICE  COMPRESSION  MULTIPLEXERS 


STREAMLINE  YOUR  VOICE  BANDWIDTH 


And  Integrate  It  With  Fax  and  Data 


The  SDM-T  Voice/Fax/Data  Multiplexer- 
Flexibility  Where  It  Counts 

Our  SDM-T  is  more  than  just  a  voice 
compression  multiplexer.  It's  also  a  band¬ 
width  manager  for  real-time  fax  and  data. 

We  call  it  the  FLEXIPLEXER  because  it 
can  dynamically  allocate  bandwidth — 
for  voice,  fax  or  data — when  and  where 
it's  needed. 

And  there's  more — the  SDM-T  provides 
outstanding  paybacks  when  used  with 
56  Kbps  to  128  Kbps  transmission  circuits. 

And  still  more — the  voice  quality  is  excellent 
and  doesn't  change  with  system  loading. 
You  can  even  use  the  same  fax  machine 
for  both  on-net  and  off-net  applications. 


USE  THE  FLEXIPLEXER  PLAN 

Call  for  a  live  demo  and  get  more  details  on 
the  most  flexible  multiplexer  in  the  industry. 
Call  (800)  FOR-ACT1  or  (805)  527-2281 


Advanced 
Compression 
Technology.  Inc. 


685  East  Cochran  Street 
Simi  Valley,  CA  93065 
(805)  527-2281 
FAX:  (805)  520-8099 


Circle  Reader  Service  No.  14 


VOICE/DATA  COMMUNICATIONS 


That’s  what  this  AMP  data  connector  offers.  Along  with  being  equiva¬ 
lent  to  IBM  part  number  8310574.  And  it’s  immediately  available  from  Wise 
Components. 

This  IBM-qualified  connector  conforms  to  all  specifications  required 
for  inclusion  in  IBM’s  local  area  network.  Best  of  all,  it  provides  easy,  re¬ 
liable  wire  termination  without  special  tools. 

AMP’s  four-position  data  connector  features  a  multi-wire/multi-cable 
range,  multi-cable  exits/dual  cable  capability,  ability  to  be  re-terminated, 
snap-in  panel  mounting  and  self-latching. 

Call  now  for  a  free  brochure,  so  you  can  latch  on  to  Wise’s  superior 
service. 

Then  you’ll  be  in  the  best  position. 


WISE  COMPONENTS,  INC. 

8005434333  • 


Circle  Reader  Service  No.  1 3 


28  Henry  Street 
Greenwich,  Conn.  06830 
In  Conn.  800  852  8557  • 


Fax:  203  531  4859 


X.25  CONNECTIVITY 


A\tXV& 

Save  money  with  X.25  Software 
Solutions  from  the  PC  Technologies  \ 
Division  at  Microdyne 


Introducing... 

the  pcX25  product  line  with  TTY, 
VT52  and  VT100  Async  terminal 
emulation  providing  compatibility  with 
host  mainframe  terminal  support 
and... 

the  snX25  product  line  with  all  the 
features  ofpcX25  plus  3270  terminal 
emulation  for  connectivity  to  /6ilfM , 
SNA  and  non-IBM™  hosts. 
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Profits  come  from  sales... 

Sales  come  from  leads... 

Leads  come  from  an  ad  in  ActionCenter!! 

Network  World  is  the  only  publication  that  gives  you  weekly  exposure  for  a  month, 
directory-type  pages,  and  bingo  card  response  -  all  for  one  cost-effective  price! 

Call  today  and  generate  leads  and  profits  from  your  300,000  impressions  in 
Network  World’s  Action  Center. 

Joan  Bayon  Pinsky  Clare  O’Brien 

508-875-6400  Pacific  &  Mountain  Time 

800-622-1108 
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Soderblom 
token  patent 


By  Laura  DsDic 

Sen**  Better 


WASHINGTON,  D  C  —  In  a 
move  that  could  spell  trouble  tor 
Olof  SoderWom's  token-passing 
patent  and  monetary  relief  to  his 
>0  licensees  the  L.S.  Patent 
and  Trademark  Office  has  agreed 
to  reexamine  die  validity  of  So* 
derblom'.s  patent. 

In  its  I':  page  decision,  the 
Patent  Office  stated  that  the  reex¬ 
amination  request  from  an  anon¬ 
ymous  vendor  was  granted  in 
view  of  earlier  patents  issued  to 
f*Hir  engineers  —  including  two 
from  AT&T  Bell  Ubontoties  — 
before  Soderblom  was  granted 
his  patent  in  1081. 

"A  substantial  new  question 
of  patentability  affecting  Claims 
25  to  55  of  L.S.  Patent  No. 
a  ,493,948  to  Soderblom  is  raised 
by  the  request."  the  Patent  Office 
statement  sauL 

The  1 0  claims  in  question  deal 
with  open  and  closed  data  trans¬ 
mission  loop  schemes  and  are 
central  to  the  issue  of  whether  8o- 
derblom's  existing  patent  is  ap¬ 
plicable  to  today  s  token-ring  and 
Fiber  Distributed  Data  Interface 
local-area  network  technologies. 

Invalidation  of  the  pateut  or 
amending  even  portions  of  the 
patent  could  effectively  render 
null  and  void  the  current  Keens* 
(continued  on  page  62) 


What's  in  a  name? 

DEC'S  Distributed  Marne  Serv.ce  (DNS)  process 


t.  Uw  sntmpfi  »o  star*  We. 

2.  Hot  wcogrttjns  name.  DNS  d*rk  route*  iwpm! 
toDEC*w 

a  Serve*  locates  fuH  W*  name  ar >d  address,  and 
servfs  data  to  wortrsutwo 


5.  Oata  Is  atowl  to  Smith  We  on  remote  server. 

rrt*XK.tM<f*n£*r  K**  U-rutTM* 


DEC  describes  benefits  of 
X.500  directory  services 

X.500  will  extend  DNS  offering  to  incorporate 
non-DEC  devices  in  DECnet  Phase  V  directories. 


Later  this  year.  Digital 
Equipment  Corp.  is  ex¬ 
pected  to  announce 
DECnet  Phase V,  a  major  rev  ision 
of  its  network  software  that  will 
support  the  full  suite 
of  Open  Systems  In¬ 
terconnection  proto¬ 
cols. 

According  to  Jane 
Brewer.  DECs  prod¬ 
uct  marketing  man¬ 
ager  for  enterprise 
networking  within 
DEC'S  Telecommuni¬ 
cations  and  Net¬ 
works  Organization, 
one  key  component 
of  that  announcement  will  be 


support  lor  the  X.500  directory 
services  standard,  which  prom¬ 
ises  to  give  network  administra¬ 
tors  greater  control  over  the 
hardware  and  software  elements 
in  their  networks. 

In  an  interview 
with  Network  World 
Assistant  Managing 
Editor  Charles  Bru¬ 
no.  Brewer  described 
the  full  potential  of 
X.500  directory  ser¬ 
vices  and  laid  out 
DECs  strategy  to 
support  the  technol¬ 
ogy  within  DECnet 
Phase  V. 

(continued  on  page  59) 


Microsoft  to  market 
LAN  Manager  direct 

Software  giant  to  sell  NOS  to  Compaq  resellers 
to  stabilize  LAW  Manager  camp,  jump  start  sales. 


By  Laura  DtQfO 

Server  Sdrtor 


REDMOND,  teh.  —  In  an  at¬ 
tempt  to  boost  tagging  sales  of  its 
LAN  Manager  network  operating 
system.  Microsoft  Corp.  last  week 
announced  it  will  sell  a  version  of 
the  product  directly  to  select 
Compaq  Computer  Corp.  value- 
added  resellers. 

Microsoft's  decision  to  put  its 
marketing  muscle  directly  behind 
LAN  Manager  is  viewed  as  crucial 
if  the  product  is  tt»  compete  suc¬ 
cessfully  with  Novell.  Inc.’s  Net¬ 
Ware.  which  commands  60%  of 
the  network  operating  system 
market  today  LAN  Manager  has 
only  been  available  through 
OEMs  to  date. 

"By  soiling  ils  own  version  of 
LAN  Manager,  Microsoft  is  giving 
users  freedom  of  choice,"  said 
Craig  Burton,  executive  publisher 
of  the  Clarke  Burton  Report,  a 
monthly  research  magazine.  'Us¬ 
ers  will  no  longer  be  constrained 
to  buy  ing  versions  of  the  product 
that  only  work  with  a  particular 
OEM’s  hardware  This  will  help 
accelerate  the  acceptance  of  LAN 
Manager." 

Jonathan  Yarmis,  vice-presi¬ 
dent  of  the  personal  computer 
service  at  Gartner  Group,  Inc.  in 
Stamford,  Conn.,  agreed.  "The 


move  solidifies  and  stabilizes  the 
L  AN  Manager  camp  and  will  spur 
application  development- 
"Microsoft  and  its  OEMs  have 
to  present  a  unified  front,  espe¬ 
cially  in  light  of  Novell’s  merger 
(continued  on  page  6 ) 
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Telecom  privatization 
will  aid  int’l  users 


By  F*orm*n  Lemef 

Special  to  Net»«y*  World 

Most  count  oes  —  industrial¬ 
ized,  developing,  capitalist  and 
socialist  —  are  at  some  s 
restructuring  their  telecom¬ 
munications  systems  in 
order  to  accommo¬ 
date  and  take  advan¬ 
tage  of  the  great  po-  | 
litical  and  economic 
chauges  now  sweep¬ 
ing  the  globe. 

In  many  places,  this  restruc¬ 
turing  is  taking  the  form  of  pri¬ 
vatization  of  formerly  national¬ 
ized  telecommunications  sys¬ 


tems.  This  important  trend 
raises  major  questions  for  mul¬ 
tinational  users  of 
telecommunica¬ 
tions  services,  in¬ 
cluding  ’fchcre  Is  this 
happenmg  and  why? 
Mow  w  ill  it  affect  the 
way  we  do  business? 
And  what  will  be  the 
long-  and  short-term 
effects  on  telecom¬ 
munications  services  to 
ami  from  these  countries? 

Thi>  ankle  examines  the 
trend  toward  privatization  in 
( continued  on  page  ) 


Fax  facts 


Average: 


Number  of  users  per 

fax  machine  10  to  50 


Number  of  pages 
transmitted  per  day 


Cost  per  page  of 
transmission 


Cost  per  sheet  of 
paper 


Cost  of  a  tax 
machine 


Net  execs 
try  to  tame 
fax  monster 


By  Tom  Smith 
New  Products  Editor 

The  explosive  growth  of  fac¬ 
simile  machines  has  created  a 
costly  monster  of  which  few  com¬ 
panies  are  aware,  let  alone  able 
to  control. 

Most  large  companies  don't 
even  know  how  many  fax  ma¬ 
chines  they  have  or  how  much 
they  are  spending  on  dial-up  fax 
transmissions. 

“It’s  like  try  ing  to  manage  en¬ 
velopes  or  pieces  of  paper,"  said 
Bob  Craig,  vice-president  of  in¬ 
ternational  network  planning  for 
The  Chase  Manhattan  Bank,  N.A. 
in  New  York.  "People  don't  think 
it’s  worth  the  cost  of  managing 
it.” 

Yet  the  costs  can  be  stagger¬ 
ing  Annual  transmission  costs 
can  be  in  the  tens  of  millions  of 
( continued  on  page  H ) 


The  results  are  in  and 

Network  World  is  the  clear 
leader.  The  1990  Wall  Street 
Joumal/ICA  Member  Study 
is  conducted  among  members  of 
the  prestigious  International 
Communications  Association 
(ICA),  an  organization  whose 
representatives  purchase  $16  bil¬ 
lion  of  information  technology 
products  and  services  each  year. 

Since  Network  World  began  in 
1986,  we've  maintained  a  singu¬ 
lar  focus:  to  be  the  most  useful 
source  of  information  for  users 
involved  in  multivendor,  multi¬ 
site  enterprise  networks  and,  in 
doing  so,  provide  the  most 
value  for  our  advertisers. 

Other  publications  focus  on 
vertical  technologies  -  or  worse 
yet  -  relegate  networking  to  a 
single  section. 

But  network  executives,  respon¬ 
sible  for  managing  multivendor 
enterprise  networks,  demand 
more. 

And  they  read  Network  World 
because  we  focus  on  the  total 
picture  by  reporting  on  every 
facet  of  the  enterprise  network  - 
from  departmental  LANs  to 
global  networks. 

Thanks  ICA  for  helping  us 
prove  once  again  that  if  you 
want  to  reach  the  professionals 
who  control  the  network  des¬ 
tinies  of  America,  the  people 
who  buy  networking  products 
and  services  in  volume  for  their 
enterprise,  the  best  place  to 
advertise  is  Network  World. 


Where  the  network  world  gets 
its  network  news. 
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PICKING  THE  RIGHT  TOOL 


( continued from  page  39) 
question.  Vendors  indicate  they 
will  introduce  products  when  the 
standard  has  matured  and  when 
they  sense  a  strong  enough  user 
demand. 

Ultimately,  incorporating 
HL.V1  or  CM1P  into  management 
tools  that  have  modular  architec¬ 
tures  is  a  relatively  straightfor¬ 
ward  matter.  Thus,  it  is  foresee¬ 
able  that  both  SNMP  and  CMIP 
will  coexist,  rather  than  one  dom¬ 
inating  the  field. 

Not  all  users  believe  that  stan¬ 


dards  alone  can  solve  the  LAN 
management  dilemma.  Some  ad¬ 
vocate  a  more  pragmatic  ap¬ 
proach  to  the  issue. 

Eric  Pulaski,  president  of  The 
LAN  Support  Group,  Inc.,  a  soft¬ 
ware  development  company  in 
Houston,  says  the  best  strategy  is 
to  choose  tools  that  meet  a  com¬ 
pany’s  current  business  needs 
and  not  fret  about  standards  that 
might  appear  tomorrow. 

“Until  there  is  a  standard,  buy 
products  that  work,”  Pulaski 
says.  “Just  make  sure  you  find  a 
reliable  vendor  whom  you  can 
count  on  to  adapt  to  new  specifi¬ 
cations  as  they  appear.”. 

Indeed,  there  is  no  shortage  of 
discrete  packages  that  handle 
particular  management  func¬ 
tions.  Usually,  these  applications 
add  functionality  to  that  of  the 
network  operating  system.  For 
example,  Origen,  from  Preferred 
Systems,  Inc.,  streamlines  the 
process  of  setting  up  server  and 
user  configurations  in  Novell  Net¬ 
Ware  environments. 

Clerical  staff  can  enter  default 
setup  information  off-line  then 
transfer  it  to  the  server  with  one 
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command,  removing  the  burden 
of  data  entry  from  the  network 
supervisor  and  allowing  multiple 
servers  with  similar  structures  to 
be  configured  quickly.  Origen 
costs  $695  for  the  initial  software 
and  a  three-server  license. 

Other  applications  aid  in  basic 
network  maintenance  chores.  Ex¬ 
amples  of  this  type  of  product  are 
JA  Lomax  Associates’  Lomax  Util¬ 
ities,  BindView-f  from  The  LAN 
Support  Group  and  LT  Auditor 
from  Blue  Lance,  Inc.  These  ap¬ 
plications  generate  reports  that 


consolidate  essential  informa¬ 
tion  pertinent  to  tracking  re¬ 
source  utilization  and  usage  pat¬ 
terns,  auditing  and  security. 

Frye  Computer  Systems,  Inc.’s 
NetWare  Early  Warning  System 
and  Network  Computing,  Inc.’s 
LANAlert  allow  continuous  moni¬ 
toring  of  a  server’s  status,  signal¬ 
ing  the  system  administrator 
when  the  predefined  thresholds 
for  variables  have  been  met.  Pric¬ 
ing  for  these  packages  ranges 
from  $300  to  $  1 ,000  per  server. 

Reactive  solutions 

Many  part-time  system  admin¬ 
istrators  work  in  a  reactive  mode, 
using  management  data  to  find  a 
solution  after  a  problem  has  oc¬ 
curred.  The  dearth  of  low-end 
tools  that  can  filter  data  hampers 
efforts  to  make  network  manage¬ 
ment  a  more  proactive  process. 

There  are  numerous  protocol 
analyzers  that  can  collect  the 
traffic  data  and  monitor  lines. 
Among  them  are  Network  Gener¬ 
al  Corp.’s  Sniffer,  Spider  Sys¬ 
tems,  Inc.’s  SpiderAnalyzer  and 
Bytex  Corp.’s  ATS1000,  which 
are  dedicated,  portable  personal 


computers  with  net  interface 
hardware  and  analysis  software. 

Some  systems  can  examine 
only  one  net  segment  at  a  time 
since  they  cannot  communicate 
with  devices  across  bridges.  The 
Spider  Systems  and  Network  Gen¬ 
eral  models  overcome  this  limita¬ 
tion  through  the  use  of  remote 
probes  placed  on  each  segment. 
These  probes  normally  commu¬ 
nicate  in  band  over  the  network 
media  but  can  switch  to  a  serial 
out-of-band  link  to  the  analyzer  if 
necessary. 


All-inclusive  analyzers  aren’t 
cheap.  List  prices  run  from 
$10,000  to  $20,000,  depending 
on  the  media  and  particular  fea¬ 
tures  supported. 

For  smaller  networks  and 
tighter  budgets,  software-only 
analysis  solutions  that  run  on 
regular  workstations  are  avail¬ 
able.  Such  applications  include 
Brightwork  Development,  Inc.’s 
ARCmonitor-f  and  Emonitor-f 
($295  each),  Thomas-Conrad 
Corp.’s  TxD  ($195),  Network 
General’s  Watchdog  ($1,995) 
and  Fresh  Technology  Group, 
Inc.’s  NetVision  ($495). 

Making  use  of  the  manage¬ 
ment  statistics  collected  is  anoth¬ 
er  matter,  though. 

“There  aren’t  any  real  good 
tools  out  there  to  crunch  the  data 
and  give  you  meaningful  output,” 
observes  Jeff  Carrell,  a  senior  en¬ 
gineer  at  a  national  air  transpor¬ 
tation  company  who  asked  that 
his  company  not  be  named.  Car- 
rell’s  group  uses  Novell’s  LANa- 
lyzer  to  gather  basic  traffic  statis¬ 
tics,  but  the  burden  of 
deciphering  data  still  falls  on  hu¬ 
man  administrators. 


The  development  of  more 
user-friendly  management  solu¬ 
tions  may  also  depend  on  better 
APIs.  “Often,  the  type  of  infor¬ 
mation  available  to  the  user  is 
very  selective  due  to  [limited  or 
absent]  API  access,”  explains  Ed 
Liebing,  president  of  Network 
Technical  Services,  a  network 
consultancy  in  Provo,  Utah. 

In  fact,  at  least  one  operating 
system  vendor,  Novell,  is  working 
to  address  this  problem.  At  its 
March  developers’  conference, 
Novell  presented  a  two-phase 
plan  for  introducing  an  object- 
oriented  network  management 
architecture. 

The  first  phase  will  be  direct¬ 
ed  toward  data  acquisition  from 
managed  nodes.  This  interface 
will  be  a  foundation  for  Novell’s 
own  —  and  possibly  industry  — 
standard  management  protocols. 
The  second  group  of  APIs,  for 
data  presentation,  will  aid  in  the 
construction  of  management 
console  applications  such  as 
monitoring,  device  control  and 
alerts. 

Another  issue  that  LAN  man¬ 
agers  must  face  is  how  to  effi¬ 
ciently  maintain  consistent  ac¬ 
cess  to  network  resources  across 
diverse  workstation  environ¬ 
ments.  As  the  LAN  grows,  so  does 
the  array  of  possible  configura¬ 
tions  on  networked  machines. 

To  keep  track  of  the  configura¬ 
tions,  Carrell’s  company  is  cur¬ 
rently  looking  at  GraceLAN  from 
Technology  Works,  Inc.  and  Su¬ 
pervisor  from  CSG  Technologies, 
Inc.,  two  products  that  poll  Apple 
Computer,  Inc.  Macintosh  work¬ 
stations  for  their  configuration 
information. 

In  Carrell’s  firm,  the  products 
would  report  on  applications  run¬ 
ning  on  the  machines,  which 
would  minimize  potential  incom¬ 
patibilities  between  different 
software  versions. 

NETinc’s  Toney  says  his  com¬ 
pany  needs  products  that  permit 
the  information  collected  to  be 
used  by  other  applications.  Right 
now,  NETinc’s  $295  NetMenu 
must  provide  its  own  large  set  of 
workstation  environment  vari¬ 
ables  that  dynamically  set  up 


Letters 

continued  from  page  31 

formation,  see  “Brokerage  to 
build  on-line  clearance  net,” 
NW  July  8. 

Half  full  or  half  empty? 

I  was  disappointed  in  the  story 
“AT&T  FTS  2000  customers  air 
their  grievances,”  (NW,  June 
24).  It  did  not  represent  the  in¬ 
tent,  spirit  or  value  of  the  forum. 

We  all  know  there  are  two 
ways  of  looking  at  a  glass  filled 
midway  —  half  full  or  half  empty. 
Your  story  took  the  pessimistic 
view.  To  AT&T,  that  glass  was 
overflowing  with  high-quality  in¬ 
put  from  our  customers  present¬ 
ed  to  us  in  a  professional,  concise 
and  positive  manner. 


menu  options  based  on  the  user’s 
particular  configuration. 

Ideally,  menu  generators  such 
as  NetMenu  and  Saber  Software 
Corp.’s  $395  Saber  Menu  System 
or  a  user  support  tool  such  as 
Blue  Lance’s  LT  HelpDesk  would 
be  able  to  draw  directly  on  the 
data  bases  created  by  workstation 
cataloging  applications.  These 
applications  collect  information 
on  which  machines  are  connect¬ 
ed  to  the  net  and  what  their  con¬ 
figurations  are. 

Two  examples  of  such  applica¬ 
tions  are  Horizon  Technology, 
Inc.’s  $495  LAN  Auditor  and  MA¬ 
GEE  Enterprises,  Inc.’s  $395  Net¬ 
work  H.Q.  Both  automate  the 
process  of  tracking  the  physical 
location  and  setup  of  worksta¬ 
tions  on  Novell  nets. 

Reconcilable  differences 

Clearly,  LAN  management  can 
mean  different  things  depending 
on  the  type  of  situation  in  which 
the  network  exists  and  who  is  sad¬ 
dled  with  the  task  of  keeping  it 
running  smoothly.  No  matter 
what  the  definition  is,  however, 
most  administrators  share  an  es¬ 
sential  need  for  good,  solid  infor¬ 
mation  that  can  allow  them  to 
solve  problems  as  they  appear 
and  plan  ahead  in  order  to  satisfy 
future  user  demands. 

The  advent  of  management 
protocol  standards,  such  as 
SNMP,  has  facilitated  the  devel¬ 
opment  of  solutions  that  meet  the 
current  challenge  of  administer¬ 
ing  heterogeneous  environ¬ 
ments. 

By  and  large,  the  current  crop 
of  high-end  and  mid-range  com¬ 
prehensive  management  tools 
provides  much  of  the  functiona¬ 
lity  that  large-installation  LAN 
managers  need.  However,  these 
tools  are  generally  expensive  and 
require  a  significant  amount  of 
expertise  to  fully  utilize. 

Until  current  management 
technologies  become  an  integrat¬ 
ed  part  of  network  operating  sys¬ 
tems  or  are  available  on  more  ac¬ 
cessible  platforms,  the  small- 
scale  user  will  have  to  rely  on 
third-party  add-ons  and  single¬ 
vendor  products.  □ 


We  worked  with  executives 
from  1 1  agencies  to  set  the  fo¬ 
rum’s  agenda  in  order  to  optimize 
communication  among  our  cus¬ 
tomers,  the  General  Services  Ad¬ 
ministration  and  ourselves. 

To  that  end,  we  dedicated 
nearly  50%  of  the  conference  to 
working  group  sessions  on  Feder¬ 
al  Telecommunications  System 
(FTS)  2000  services.  The  pur¬ 
pose  of  those  sessions  was  to  give 
our  customers  an  opportunity  to 
raise  concerns,  cite  their  needs 
and  assign  priorities  to  what  they 
wanted  from  AT&T.  The  way  I  see 
it,  the  FTS  2000  Network  A  User 
Forum  was  a  resounding  success. 

Richard  Lombardi 
Vice-president 
AT&T  Federal  Systems 
Silver  Spring,  Md. 


LAN  management  products 


Product 

Typical  function 

Examples 

Price 

Comprehensive: 
Unix-based,  high-end 

Simple  Network  Management 
Protocol-based,  multivendor 
device  support  through  import  of 
Management  Information  Base 
for  monitoring,  auto  topology 
mapping,  fault  detection, 
threshold  alarms,  device 
configuration;  graphical  user 
interface 

Cabletron  Systems,  Inc.’s  Spectrum,  Chipcom 
Corp.’s  ONIine  Network  Control  System, 
Hewlett-Packard  Co.’s  OpenView,  Hughes  LAN 
Systems’  9100  Network  Management  Center, 
Proteon,  Inc.’s  OverView,  Sun  Microsystems, 
Inc.’s  SunNet  Manager,  The  Wollongong  Group, 
Inc.’s  Management  Station 

$6,500  to 
$50,000 

Comprehensive: 

DOS-  or  OS/2-based, 
mid-range 

Most  of  the  functions  above,  but 
generally  limited  to  single 
vendor  or  single 
protocol/topology  environment 

Cabletron's  Remote  LANViewA/Vindows,  HP’s 
OpenView  for  HP  bridges/hubs,  IBM's  LAN 
Network  Manager,  Madge  Networks,  Inc.’s  Ring 
Manager  II,  Network  Application  Technology, 

Inc.'s  NMS/100,  Novell,  Inc.'s  LANtern  Services 
Manager,  SynOptics  Communications,  Inc.’s 
LattisNet  Basic  Network  Management 

$2,000  to 
$6,000 

Protocol  analyzers 

(hardware/software 

combination) 

Collect  data  on  network  traffic; 
fault  detection;  examine 
packets;  with  use  of  remote 
devices,  works  across  segments 

Bytex  Corp.’s  ATS1 000,  Network  General 

Corp.’s  Sniffer,  Spider  Systems,  Inc.’s 
SpiderAnalyzer 

$10,000  to 
$20,000 

Network  monitors 
(software) 

Collect  data  on  network  traffic; 
fault  detection 

Brightwork  Development,  Inc.’s  ARCmonitor+ 
and  Emonitor+,  Fresh  Technology  Group,  Inc.’s 
NetVision,  Network  General’s  Watchdog, 
Thomas-Conrad  Corp.’s  TxD 

$300  to 
$2,000 

Server  administration 
add-ons 

User  account  maintenance; 
reports  on  usage  tracking, 
auditing;  integrity  monitoring; 
software  licensing;  virus 
protection 

Brightwork  Development's  SiteLock,  Frye 
Computer  Systems,  Inc.’s  NetWare  Early 

Warning  System,  The  LAN  Support  Group,  Inc.’s 
BindView+,  JA  Lomax  Associates’  Lomax 

Utilities,  Network  Computing,  Inc.’s  LANAlert 

$300  to 
$1,000* 

Workstation 

cataloging 

Gather  workstation  hardware 
and  software  configuration 
information 

CSG  Technologies,  Inc.’s  Supervisor,  Horizon 
Technology,  Inc.'s  LAN  Auditor,  MAGEE 
Enterprises,  Inc.’s  Network  H.Q.,  Technology 
Works,  Inc.’s  GraceLAN 

$400  to 
$600* 

Menu  generators 

Assist  in  building  applications 
and  function  menus  for 
workstation  access  to  server 
resources 

NETinc’s  NetMenu,  Saber  Software  Corp.’s 

Saber  Menu  System 

$300  to 
$500* 

*  Prices  are  usually  per  server,  sometimes  with  additional  tiers  based  on  the  number  of  users. 
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Send  me  the  VTAM  Star  Log , 
so  I  have  the  power  to  discover  the  VTAM  universe. 

□  Send  me  the  VTAM  Star  Log,  my  guide  to  learning  more  about 
OMEGAMOm  for  VTAM. 

□  Enter  my  name  in  the  drawing  for  the  Celestron  professional 
astronomy  telescope. 

□  Have  an  account  manager  call. 

To  enter  the  drawing,  complete  and  return  this  card  by  September  15, 1991. 
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CANDLE  CORPORATION 
1999  BUNDY  DRIVE 
LOS  ANGELES  CA  90099-2791 
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The  power  to  see 
outside  your  world... 


With  its  200-inch  telescope,  one  of  the  largest  in  the  world,  Mount  Palomar 
Observatory  can  focus  on  stars  not  visible  to  the  naked  eye. 


Knowledge  is  power. 

When  there’s  a  slowdown 
in  VTAM,  response  time 
can  keep  your  users 
from  getting  their  jobs 
done.  They  expect  you 
to  fix  it.  But  to  do  that, 
you  need  to  pinpoint  the 
source  of  the  slowdown. 

OMEGAMON®  II  for  VTAM 
gives  you  that  knowledge.  Our  early  alert  exception 
analysis  tells  you  when  a  problem  is  beginning  to  brew 
and  precisely  where.  ‘Meantime  to  repair’  can  be 
drastically  reduced  from  weeks  to  hours,  from  hours 
to  minutes.  So  you’re  well  into  the  solution  by  the 
time  the  users  call  -  if  they  have  time  to  notice  a 
problem  at  all. 

Copyright  ©  1990  Candle  Corporation. 


With  OMEGAMON  II  for 
VTAM,  you  benefit  from: 

■  Immediate  problem 
detection 

■  Faster  problem 
resolution 

■  Maximization  of 
network  capacity 

■  Improved  network 
throughput. 

Increase  your  power  in  the  data  center  by  improving 
your  knowledge  of  VTAM.  Call  (800)  843-3970  today 
and  ask  for  Department  712. 


♦Candle 


Making  your  systems  perform . 


Actions  GoTo  Options  Help 

OMEGAMON  11  for  VTAM  Status  D 

Select  one  or  more  with  a  V"  or  an  action  code. 
X=Exceptions  S=Show  next  screen 

i splay 

— 00 : 00: 27  04/2fc/% 

OMEGAMON  II  for  VTAM  focuses  automatically  on  network  hot  spots. 


NETWORKING  MARKETPLACE 


TRAINING 


lELEtUtOf 


Telecommunications 

Training  Monthly 


UNIQUE 

EDITORIAL 

Every  week,  Network 
World  provides  informa¬ 
tion  that  helps  users 
who  design,  purchase 
and  implement  enter¬ 
prise  networks. 

Network  World’s 
Weekly  Coverage 

*  News 

*  Industry  Updates 

*  Telecommunications 

*  Data  Communications 

*  Local  Networking 

*  Management 

Strategies 

*  Products  and  Services 

*  Buyer’s  Guides/ 

Features 

*  International  Networks 

Enterprise  networking  is 
the  driving  force  in  to¬ 
day’s  end  user  market 
and  the  driving  force  of 
Network  World’s  editori¬ 
al. 


VIDEO  TAPE  TRAINING 

•  X.25  Protocol  Analysis 
•SDLC/SNA  Protocol  Analysis 

•  ISDN  BR1  “The  Basics” 

•  Switched  Telephone  Circuit 
Basics 

•T 1 -Carrier 

•  Network  Topology 

•Local  Area  Network  Protocols 

•  DataCom  Concepts  (RS-232-C) 
•Analog  Line  Measurements 

•  Digital  PBX 
•Digital  Voice  Encoding 

Call  for  Demo  Tape 
(215)  598-3293 


COMPUTER-BASED  TRAINING 


LAN 


X.25 


FOR  FREE  CATALOG 
OF  ALL  OUR  COURSES 

CALL 

1-800-542-2242 

(603)  433-2242 


REMINDER: 

The  August  5th  Issue 

Closes  July  24th 


At  last,  a  LAN  Management  System 
that’s  much  more  than  a  protocol  analyzer, 
and  doesn’t  cost  an  arm  and  a  leg. 


"LAN Vista  is  based  on  technology  licensed  by  Digilog  from  Frontier  Software  Development  Inc.  of  Tewksbury,  MA." 


LANVista™  from  Digilog... 
a  broad  new  perspective 
on  managing  your  LAN. 

As  the  number  of  local  area  networks 
increases,  the  frequent  use  of  bridges, 
gateways  and  routers  connecting  the 
products  of  different  vendors,  makes 
them  increasingly  more  complex.  The 
resulting  mix  of  protocols,  various  net¬ 
work  environments,  and  complex  cabling 
often  creates  nightmares  for  the  network 
manager. 

Even  the  most  powerful  and  sophis¬ 
ticated  protocol  analyzer  by  itself  falls 
far  short  of  solving  these  problems. 

Now  Digilog  introduces  LANVista,  a 
broad  new  LAN  Management  tool  which 
goes  far  beyond  any  protocol  analyzer 
on  the  market.  With  LANVista  you  can 
now  test  and  analyze  a  single  network 


The  integrated  portable  LANVista 
system  with  slave  board  installed  and  all 
software  loaded  onto  a  hard  disk. 


The  LANVista  standalone  system  with 
slave  board  and  master  software  ready 
for  easy  installation  into  an  existing  PC. 

or  a  system  of  distributed  networks 
from  a  central  vantage  point. 

By  installing  LANVista’s  real-time 
data  gathering  units  (slaves)  on  different 
segments  and  even  on  different  vendor’s 
LANs,  you  gather  information,  monitor 
traffic,  and  maintain  control  from  a 
single  PC.  At  your  discretion,  you 
choose  either  a  single  segment  or  the 
complete  network.  The  slave  devices 
will  also  run  cable  tests  and  pinpoint 
cable  problem  locations,  even  on 
another  floor  or  in  another  building, 
and  report  back  to  you  at  a  central  site. 

LANVista  will  automatically  decode 
all  seven  layers  of  popular  protocol 
stacks  and  will  initially  support 
Ethernet®,  StarLAN®,  and  Token 
Ring®.  It  stores  captured  data  directly 
to  disk,  eliminating  the  need  for 
excessive  RAM. 


LANVista  is  offered  in  three  cost-saving 
configurations;  two  standalone  systems  and 
a  unique  distributed  system.  The  stand¬ 
alone  systems,  which  include  the  LAN¬ 
Vista  slave  card  and  the  master  soft¬ 
ware,  can  be  purchased  with  or  without 
a  host  PC.  The  distributed  system 
includes  the  master  software,  and  one 
or  more  remote  slaves.  Communication 
from  master  to  slave  is  accomplished 
either  via  RS-232  or  over  the  LAN. 

To  learn  more  about  cost-effective 
ways  to  monitor  multiple  segments  of 
distributed  LANs,  call  1-800-DIGILOG. 
In  PA  call  215-628-4530. 


LANVista  distributed  system  which  man¬ 
ages  the  entire  LAN  from  a  single  PC. 

OIC5ILOC5 

1370  Welsh  Road,  Montgomeryville,  PA  18936 
FAX:  215-628-3935  •  Telex:  685-1019 

All  registered  trademarks  above  are  the  property  of  their  respective  companies. 
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Networking  Marketplace 


BIDS  & 
PROPOSALS 


Sub-Bids  Requested 
From  Qualified 
MBE/DBE/WBE/SBE 
Sub-contractors 
And  Suppliers 

State  of  California 

Cable,  Terminal, 
Printer  Installation, 
System  Configuration 
And  Testing  For  3476 
Terminals,  4224  Printers, 
5394  Remote  Controllers 
And  5822  Modems 

Amendment  To 
Contract  #99-91-0006 
Prison  Industry  Authority 

Please  Respond 
By  August  2,  1991 

520  Capitol  Mall 
Sacramento,  CA  95814 
(916)  326-5192 
FAX  (916)  326-5877 

Contact:  Don  Perrin 


Sub-Bids  Requested 
From  Qualified 
MBE/DBE/WBE/SBE 
Subcontractors 
&  Suppliers 

State  Of  California 

Site  Preparation,  (Including 
E  lectrical/T elephone , 
Wiring  And  Hook-Up) 
Delivery  And  On-Going 
Maintenance  Of 
12  Multi-Media  Kiosks 
In  Sacramento  And 
San  Diego  Counties. 
HWDKSKOI 

Please  Respond 
By  July  26,  1991 

520  Capitol  Mall 
Sacramento,  CA  95814 
(916)  326-5417 
FAX:  (916)  326-5877 

Contact:  John  Allen 


TCA 

Special 
TCA 
Show 
Issue 
-  Sept  23 

Closes:  Sept  1 1  th 

Bonus  Distribution 

Call  for  further 
information  on 
advertising  in  this 
Special  Issue. 

800-622-1108 


With  Network  Management  Software 


MULTI-MEDIA 
UTP  -  STP  -  FIBER 

The  GT16NM  is  a  SMART  MAU  available 
with  8  or  16  UTP  Lobes.  When  used  with  our 
PTMF16  Media  Filter  you  get  maximum  Lobe 
distance.  (Use  our  standard  GT 1 6N  for  STP 
Lobes.)  You  may  select  Ring  Port  Options 
for  STP,  UTP  or  Fiber  Optics.  There  is  no 
other  product  available  that  can  provide  more 
features  and  flexibility. 

Mix  and  match  media  to  meet  your  cabling 
requirements.  Add  additional  SMAUs  to  your 
ring  by  using  UTP,  STP  or  the  built-in  Fiber 
Ring  Option  which  extends  the  ring  to  7500 
feet  between  SMAUs. 

No  more  guessing  where  faults  have  occurred 
by  playing  "pull  the  connector"  to  restore  your 
network!  GTI’s  SMAU  is  smart  enough  to 
automatically  restore  your  ring  and  inform  you 
where  to  fix  it. 

GT16  Network  Series  comes  equipped  with 
an  RS232  and  two  RS485  interfaces.  The 
RS232  allows  local  communications  via  the 
network  manager’s  work  station,  or  remote 
communications  via  a  2400  baud  modem. 
The  out-of-band  interconnection  of  the  SMAU 
is  via  the  RS485  interface  over  inexpensive 
Type  3  cable. 


GLOBAL  STATUS 


B 1BBIDRHI B 


■ 

i: 


LOBE  STATUS 


GENERAL 
TECHNOLOGY  .it 


SMART-VIEW 

Network  Management  Software  offers  cen¬ 
tralized  control  and  management  of  the  phys¬ 
ical  layer  of  the  Token  Ring  Network  via  a 
detailed  real-time  graphic  display.  SMART- 
VIEW  provides  global  and  real-time  alarm  sta¬ 
tus  with  trouble  tickets  which  identify  fault 
location  to  speed-up  repairs,  and  also  pro¬ 
vides  a  variety  of  reports  to  complete  the 
human  interface. 


SOFTWARE  FEATURES: 

Provides  Network  Management 

Control  and  Status  for  31  SMAUs 

Runs  on  PC  or  PS/2 

Mouse  or  Cursor  Operation 

Monitors  Ring  and  Lobe  Status 

Co-exists  with  other  software 

Provides  User  List  and  Data  Base 

Real-time  Alarm  Status  and  Trouble 
Ticket 

Controls  Insertion  or  Lock-out  of  Lobes 
Controls  Ring  Configuration  and  Wraps 
Provides  Alarm  Log  and  Reports 

DEMO  DISK  AVAILABLE 


SMART  MAU,  SMAU  and  SMART- VIEW  are  trademarks  of  General 
Technology,  Inc.  PATENTS  APPLIED  FOR  -  copyright©  1989,  1990 
and  1991  General  Technology,  Inc.  -  All  rights  reserved. 


415  Pineda  Court,  Melbourne,  FL  32940  407-242-2733  Sales:  800-274-2733  FAX:  407-254-1407 


Maiii 


Readership  Leader 


Unlike  vertical  technology  publications.  Network  World  has  the  only 
editorial  format  that  covers  all  the  technologies  pertaining  to  the  entire 
network. 

That’s  why  Network  World  is  voted  the  most  useful  and  best  read 
publication  in  the  industry’s  most  prestigious  independent  readership  studies: 

1991  ACommunications  Networks  -  Exhibits  Survey  #1 

1990  AlCAJWall  Street  Journal  -  Erdos  &  Morgan  #1 

1990  ANetworking  Communications  Market  Survey  -  Research  U.S. A.  #1 
1989  ACommunications  Networks  -  Exhibits  Survey  #1 

1989  AADCU  Member  #1 

1988  AlCAJWall  Street  Journal  -  Erdos  &  Morgan  #1 


Plan  Your  Networking 
Marketplace  Ad  Schedule 

Call  Joan  Bayon  Pinsky 
1-800-622-1108  (in  MA  1-508-875-6400) 

Pacific  and  Mountain  time  zone  advertisers 
Call  Clare  O’Brien  at  above  telephone 
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Networking  Marketplace 


DATA  COMMUNICATIONS 


LANS 


SAVE 


on 


PIX-XL 


AT  &T  Paradyne 

PIX-XL  Channel  Extenders 

•  Sale  or  Lease 

•  Immediate  Delivery 

•  Eligible  for  Maintenance 

•  Options  Available 


CALL  TODAY!  (617)437-1100 

***** 

*A?  AMERICAN  USED  COMPUTER  COMPANY 

20  Overland  Street  •  Boston,  Massachusetts  •  02215 


BUY/SELL/NEW/USED 

Reconditioned  With  Warranty 

Modems  •  Multiplexers  •  T-1  • 
CSU/DSU’s  •  Channel  Banks  • 

Codex  LSI  9600  Modem . $250 

T.P.  557  CSU/DSU  56KBPS  ...275 

Infotron  790/990's . 60%  Off 

Infotron  T-1  Equip . Call 

Datatel  9100 . Call 

Paradyne  192  Challenger . 1995 

Infotron  380  Stat  MUX. . 695 

Infotron  TL300  TDM  56KBPS  ..595 
Newbridge  3624  Mainstreet.,4995 
(New)  V.32/V.42  bis  Modems  .499 

HMETROCOMii 

(800)  364-8838 


INSTALLATION  SERVICES 


REMINDER: 

The  August 
12th  Issue 

Closes 
July  31st 


Specializing  in  Local  Area  Network 
Wiring  Topologies 

Networks  Include: 

Token  Ring  •  Ethernet  •  Fiber  Optic  •  UTP 
Authorized  Installers  For: 

IBM's  COS  •  MOD-TAP  •  STAR-TEK 
Lifetime  Service  Warranty 


Nationwide  Services 


rfvr^i  _ _ 

800  283-2821 


Four  reasons 

to  buy  Shiva’s 

new  lOBaseT  Sublet 

Hublet 

©  Shiva’s  new  Hublet  splits  one  V 
lOBaseT  ethemet  line  into  four  -j 
knocking  a  hole  in  your  wall  or  wallet, 

©  Hublet  can  also  link  lOBaseT  workste 
to  form  stand-alone  workgroup  mini¬ 
networks. 

©  Hublet  is  fully  IEEE  802.3  lOBaseT 
compliant  and  works  with  any  lOBaseT 
hub,  network  or  card  -  including  Shiva’s 
EtherPort  line  of  lOBaseT  Ethernet  cards 

0  Hublet  cost  just  $399.  Call  Shiva  for  the 
name  of  a  dealer  near  you. 

Shiva  Hublet” 

1-800-458-3550  1-617-252-6300 

Shiva  Corporation,  One  Cambridge  Center,  Cambridge,  MA  02142-1601 


According  to  The  Adams  Company  Internetworking  Pilot, 
Network  World  readers  are  more  involved  in  purchasing  en¬ 
terprise  networking  products  and  services  than  readers  of 
Communications  Week,  Data  Communications  and  Network¬ 
ing  Management. 

Over  150,000  readers  find  all  the  networking  information 
they  need  in  Network  World.  It’s  no  wonder  the  most  recent 
Wall  Street  Journal/ICA  Member  study  voted  Network  World 
its  members’  most  important/useful  networking  publication. 

To  influence  150,000  powerful  buyers,  advertise  your  prod¬ 
ucts  and  services  in  Network  World.  Call  1-800-622-1108  to¬ 
day. 


m 


FACT:  97%  of  Network  World  subscribers 
read  Network  World  Direct  Response 

Card  Decks 

That's  145,000  buyers/decision  makers  seeing 
your  product  or  service! 

Always 


76% 


Sometimes 

Never 


21% 


Source:  Network  World  Card  Deck  Study 

•Do  you  read  Network  World  Direct  Response  Card  Decks?* 


Network  World's  next  card  deck  closes  on  August  9th  and  will  be  released  on 
September  30th.  The  September  card  deck  will  also  be  distributed  at  Interop,  CMA 
and  Networld  '91. 

For  information,  call:  Joan  Bayon  Pinsky  or  Clare  O'Brien  (Western  Region) 

800-622-1108  or  508-875-6400 


Your  marketing  success  is  in  the  cards... 

with  Network  World's  Direct  Response  Card  Decks! 
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NETWORKING  CAREERS 


Networking  Careers 


1991  Editorial  Calendar 


and  Ad  Scheduling  Guide 

Networking 

Bonus 

Issue 

Careers  Space 

Editorial 

Show 

Date 

Rsrv.  Deadline 

Feature 

Distribution 

July  22 

July  10 

LAN  management  update 

July  29 

July  17 

Technology  Trends: 

Packet  networks  of  the  future 

Aug.  5 

July  24 

Focus  on  applications  architectures 

Aug  12 

July  31 

Buyer's  Guide:  Virtual  network  services 

DCI/NW  Mfg  Nets 

Aug  19 

Aug  7 

LAN  Internetworking  strategies 

Aug.  26 

Aug. 14 

Buyer's  Guide:  DSU/CSUs 

Sep.  2 

Aug. 21 

Technologies  of  the  Future: 

Optical  switching 

Sep.  9 

Aug  28 

Buyer's  Guide:  Bypass  carriers 

Sep.  16 

Sep.4 

Groupware 

Sep  23 

Sep.  11 

1.  Buyer's  Guide:  Switched  data  services 

2.  Annual  Budget  Survey 

TCA 

Sep.  30 

Sep.  18 

Technologies  of  the  Future: 

X.500  and  directory  services 

Oct.  7 

Sep. 25 

1.  Buyer's  Guide:  LAN  DBMS 

Interop.  CMA 

2.  TCP/IP  network  management 

Telecom  91 

Oct.  14 

Oct. 2 

1.  Buyer's  Guide:  lOBaseT  equipment 

2.  Building  an  internetwork 

NetWork)  91  Dallas 

Oct  21 

Oct.9 

1.  Buyer's  Guide:  Superservers 

2.  Evaluating  LAN  security 

Comdex  Fall 

Oct.  28 

Oct16 

Wiring  systems 

Nov.  4 

Oct  23 

Distributed  processing/client/server  computing 

Nov.  1 1 

Oct. 30 

Buyer's  Guide:  ISDN  service 

Nov.  18 

Nov  6 

Buyer's  Guide:  ISDN  equipment 

Nov  25 

Nov. 13 

User  Excellence  Awards 

Dec  2 

Nov  20 

Buyer's  Guide: 

Networking  Open 

Integrated  network  management  systems 

Sys.  91 

Dec  9 

Nov. 27 

DECnet  update 

Dexpo  West 

Dec.  16 

Dec.4 

Buyer's  Guide:  FDDI  equipment 

Dec  23 

Dec.11 

LAN  design/optimization 

Dec.  30/Jan.  7  Dec.  18 

Buyer's  Guide:  16M  bit/sec  token-ring  networks 

NETWORK  SALES 

An  expanding  national 
company  has  a  senior 
sales  position  open  for  a 
sharp,  aggressive,  self¬ 
starter  with  experience  in 
LAN/WAN  (TCP/IP  &  DEC- 
net)  sales  and  must  have 
the  following: 

1 .  End  User  -  major 
account  experience 
(BAY  REA) 

2.  Strong  understanding  of 
the  sales  process  at  all 
organizational  entry 
points. 

3.  Proven  track  record  of 
closing  major  (1  Million 
or  More)  deals. 

4.  Experienced  in  opening 
sales  territories. 

5.  Technical  degree 
preferred. 

Competitive  compensation 
package  with  unlimited  po¬ 
tential.  If  this  is  you  and 
you  live  in  the  Bay  Area 
and  can  hit  the  streets  run¬ 
ning,  we  want  to  talk  with 
you.  If  you  are  this  person 
please  apply  by  mail,  or  fax 
your  resume  to  (714)  969- 
SI  78. 

SCO  SERVICES 

20422  Beach  Blvd.,  #235, 
Huntington  Beach,  CA 
92647;  (714)  969-8382 


Your  Ad 
Could  Be 
Here  For 
$336.00 

Call  Or  Write: 
Network  World 

Bill  Reinstein, 
161  Worcester  Rd, 
Box  9172, 
Framingham, 
MA  01701-9172; 
800-622-1108 
(In  MA 

508-875-6400) 


The  Northrop  Informa¬ 
tion  Services  Center,  one  of 
the  largest,  most  state-of- 
the-art  management  centers 
in  Southern  California,  now 
has  excellent  opportunities 
for  experienced  Network 
Design  Engineers.  Will 
perform  complex  analysis  of 
technical  requirements  and 
specifications  necessary  for 
the  planning,  design,  instal¬ 
lation  and  maintenance  of 
computer  and  network 
equipment.  Will  also  act  as 
project  lead  and  coordinate 
the  work  of  assigned  per¬ 
sonnel.  Some  travel  in¬ 
volved. 

Experience  with  the 
following  equipment  is 
preferred:  IBM  Mainframes 
and  PCs,  HP  &  DEC 
machines,  Wang,  Fibronics, 
WESCOM,  Ethernet, 
Gateways  and  Fiber  Optics. 
Knowledge  of  T-l,  WANS, 
LANS,  OS1,  GOSIP,  FDDI 
and  test  equipment,  as  well 
as  experience  in  cable  plant 
technology,  video  telecon¬ 
ferencing,  factory  automa¬ 
tion  and  twisted  pair  also 
preferred. 

For  immediate  consider¬ 
ation,  please  forward  your 
resume  to:  Nancy  Powell, 


NORTHROP  INFORMA¬ 
TION  SERVICES  CEN¬ 


TER,  Dept.  3604,  P.O.  Box 
1 138,  Pico  Rivera,  CA 
90660-9977.  EOE  M/F/H/V. 
U.S.  CITIZENSHIP  RE¬ 
QUIRED. 


NORTHROP 


Information  Services  Center 


JWP  Information  Systems  is  one  of  the  na¬ 
tion’s  largest  and  most  profitable  suppliers 
of  microcomputer  systems,  network  solu¬ 
tions  and  systems  integration  services.  Sys¬ 
tems  sold  and  supported  include  IBM, 
COMPAQ,  Apple,  HP  and  numerous 
others. 

Due  to  our  continued  growth,  we’re  seeking: 

Systems  Engineers/ 
Network  Engineers 

Positions  require  3  to  5  years’  experience, 
along  with  working  knowledge  and 
familiarity  of  Novell,  OS/2,  Banyan  or 
LAN  Manager.  CNE,  CBS  or  CBE  a  plus. 
Responsibilities  include  pre-  and  post-sale 
support,  business  consulting,  LAN/WAN 
design,  and  installation  and  support. 

JWP  Information  Systems  offers  a  com¬ 
petitive  salary  and  a  comprehensive 
benefits  package.  Send  resume  with  sal¬ 
ary  requirements  for  positions  available 
in  northern  and  southern  CA  to  6603 
Darin  Way,  Cypress,  CA  90630.  For 
positions  outside  of  CA  send  resume  to 
Corporate  Headquarters  at  70  Shawmut 
Road,  Canton,  MA  02021,  Attn:  H.R. 
Dept. 

Equal  Op  port  unity/ Affirm*  rive  Action  Employer 


SYSTEMS  ENGINEERS 
SALES  EXECUTIVES 


If  you're  a  Major  Player  in  the  Data/Voice  Communication 
Environment  selling  or  supporting  State  of  the  Art  Tech¬ 
nologies  of  TCP/IP,  DECNET,  ETHERNET,  X.25,  T-1, 
FRAME  RELAY,  LAN  TO  WAN  INTER-CONNECTIVITY, 
SNA,  IBM  CHANNEL,  etc.,  SSC  is  a  National  Search  Firm 
that  Specializes  in  your  career  potential.  Call  SSC  and  we 
can  make  confidential  contact  for  you  with  the  Leading 
Edge  Companies  of  today. 

SSC _  National  Placement 

(215)  789-7940  FAX  (215)  789-7950 
614  Darby  Road,  Havertown,  PA  19083 
Call:  JOHN  GRANT  or  BERNADETTE  McCALL 


It's  Monday  Morning...Do  You  Know 
Where  You  Will  Find  A  New 
Network  Engineer? 

Right  here  in  NetworkWorld  of  course!  Because  NetworkWorld 
is  the  #1  source  for  recruiting  highly  qualified  networking  and 
communications  professionals.  With  over  150,000  direct  sub¬ 
scribers,  our  readers  turn  to  NetworkWorld  every  week  to  stay 
current.  From  ISDN  to  X.25,  SNA  to  FDDI ...  Network  World 
readers  have  the  technical  skills  and  management  experience  you 
are  looking  for. 

So  when  you  need  to  hire  qualified  networking  and  communica¬ 
tions  professionals,  recruit  in  NetworkWorld ...  where  the  best 
and  brightest  turn  every  Monday  morning. 

To  learn  more  about  recruiting  in  Network  World  or  to  place 
your  advertisement,  call  Bill  Reinstein  at  800-622-1108  (in  MA 
508-875*6400)  today ! 


Your  Next  Job  May  be  On-Line... 

...On  Network  World's  new 

Networking  Careers  On-Line  that  is  ! 

Networking  Careers  On-Line  gives  networking  and  communications  job  seek¬ 
ers  a  newway  to  learn  more  about  career  opportunities  advertised  in  NetworkWorld. 

This  new,  free  service,  available  through  Network  World’s  On-Line  Bulletin 
Board  System,  was  designed  to  provide  you  with  the  information  you  need  to  keep 
abreast  of  current  opportunities  and  make  informed  career  decisions.  You'll  see 
the  text  of  an  entire  month's  worth  of  Networking  Careers  employment  oppor¬ 
tunities  as  well  as  valuable  additional  background  information  on  the  advertising 
companies. 

Networking  Careers  On-Line  can  be  accessed  24-hours  a  day  on  the  Network 
World  Bulletin  Board  System  (BBS).  Call  today  !  From  any  computer  and 
modem,  simply  dial ; 

508-620-1160  [300-2400  Baud  (8-N-l)] 

508-620-1178  [up  to  9600  Baud  (8-N-l)] 
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Information  Systems 


NETWORKING  RESOURCE  DIRECTORY 


Data  Communications 


Diagnostic  Test  Equipment 

Cable/Interface  Testers 


LAN  Cable  Testers 


►  Twisted  Pair  •  Coax  •  Fiber  • 

Cable  Troubleshooting  &  Certification 

TDR.  Length,  Noise,  Attn.,  XTALK,  Line  Map 
Fast,  Easy,  One  Button  "Auto  Test" 
Automatic  Printout  of  Test  Results 

10BASE-T.  Token  Ring,  Ethernet,  ARCNet, 
FDDI,  and  More 


Outside  California: 

1-800-854-2708 
Within  California: 
1-800-227-9781 


Beckman  Industrial " 

An  Affiliate  of  Emerson  Electric  Co 


Glasgal  Communications,  Inc.. .201-768-8082 

Error-Rate  Measurement  Equipment 
Glasgal  Communications,  Inc.  ..201 -768-8082 

Performance-Measurement  Equipment 
Glasgal  Communications,  Inc.. .201-768-8082 

Protocol  Analyzers 

Glasgal  Communications,  Inc.. .201-768-8082 


TEST  YOUR  NETWORK 
WITH  THE  BEST 


OUR  PROTOCOL  ANALYZERS 

*  Test  Networks  at  Higher  Speeds 

*  Are  Easier  to  Use  with  EASY-VIEW® 

*  Are  More  Powerful  and  Flexible 

*  Test  ISDN,  T 1 ,  SS#7,  SNA,  X.25,... 

IIlenexCALL  1-800-368-3261 

*  Diagnostic  Products 


T-  Carrier 

Glasgal  Communications,  Inc.  ..201-768-8082 

DSU/CSU 

Glasgal  Communications,  Inc.. .201 -768-8082 


Kentrox  T1  CSUs  -  T-Smart  ESF  $1,995. 
T-ServII  $849.  Config.  &  Diagnostic  services. 
Koenig  Cora  -  77  Specialists  800-786-9929 


Modems 

Limited  Distance/Line  Drivers 

Equinox . 800-275-3500 

Glasgal  Communications,  Inc.  ..201-768-8082 

High  Speed  (9. 6k bps + ) 

Glasgal  Communications,  Inc.. .201-768-8082 

Fiber  Optic 

Glasgal  Communications,  Inc.. .201-768-8082 

Multiplexers 

Fractional  T- 1 


HAYDINCONTROLS 


MULTIPLEXERS 

AND 

4:1  and  2:1 

DROP/INSERT  TRANSCODERS 

•  Full  ana  Fractional  Ti  Rates 

•  To-:  Quality  Voice  High  Speed  Data 

•  Handles  9  6  Kbps  Modem  and  Group  III  FAX 


Call  1-800-366-8889 

4 1 4  Cx>mmcrcc  I>rivc  •  Fort  Washington.  Pa  1 90.34-2602 

Glasgal  Communications,  Inc.. .201 -768-8082 
Optical  Fiber 

Glasgal  Communications,  Inc.. .201 -768-8082 
Statistical 

Glasgal  Communications,  Inc.  ..201-768-8082 


Time  Division 

Equinox . 800-275-3500 

Glasgal  Communications,  Inc.. .201-768-8082 

T-1 

Equinox . 800-275-3500 

Glasgal  Communications,  Inc.. .201 -768-8082 

Network  Management  Systems 

Glasgal  Communications,  Inc. ..201-768-8082 

Telenex-AR  Prod . 800-368-3261 

Telenex-Spectron  Prod . 800-222-0187 

Patching  Equipment 

Glasgal  Communications,  Inc.  ..201-768-8082 

Telenex-AR  Prod . 800-368-3261 

Telenex-Spectron  Prod . 800-222-0187 

Switches 

Data 

Equinox . 800-275-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Matrix 

Equinox . 800-275-3500 

Glasgal  Communications,  Inc.. .201 -768-8082 
Telenex . 800-222-0187 

Packet 

Glasgal  Communications,  Inc.. .201-768-8082 
OST,  Inc . 703-817-0400 

Port  Selectors 

Equinox . 800-275-3500 

Glasgal  Communications,  lnc...201-768-8082 

Systems  Integrators 

Glasgal  Communications,  Inc.  ..201 -768-8082 

stonybrook  1”  display  ad 


LAN  UNIX  X.25  SQL 


StonyBrook  Technologies,  Inc. 

(516)567-6060  GSA  Contractor 
NOVELL  MICROSOFT 
DCA  EICON  EDA  SCO 
PRODUCT  SUPPORT  SERVICE 


Terminal  Servers 

Equinox . 800-275-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Local  Area  Networks 

Bridges 

Glasgal  Communications,  Inc.. .201 -768-8082 
LAN/WAN  Bridges 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Brouters 

Glasgal  Communications,  Inc.. .201 -768-8082 

RAD  Data  Communications  Inc. .  201-587-8822 

Gateways 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Installation  Services 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Local  Area  Networks 

Ethernet  Compatible 

Glasgal  Communications,  Inc.. .201-768-8082 
Fiber  Optic  Based 

Glasgal  Communications,  Inc.. .201-768-8082 
Token  Ring 

Glasgal  Communications,  Inc.. .201 -768-8082 
lOBaseT  Systems 

Glasgal  Communications,  Inc.. .201-768-8082 

LAN  Test/Management  Devices 

Glasgal  Communications,  Inc.. .201 -768-8082 

Routers 

Glasgal  Communications,  Inc.. .201-768-8082 


Security 

Dial  Back  Systems 

Equinox . 800-275-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Software 

Cable  Management 

Glasgal  Communications,  Inc... 201-768-8082 
EMail/Messaging 


E-Mail  Gateways  for  Macintosh 

StarNine  Technologies  (415)  548-0391 
2126  6th  St.  Berkeley,  C A  94710 

Micro-to-Mainframe 

StonyBrook  Technologies,  Inc.. 51 6-567-6060 

Network  Management 

Glasgal  Communications,  Inc.  ..201 -768-8082 

toll  NetAlarm  NetWare  Monitor  TSR 

(xjsiggi  “Smoke  Detector”  for  NetWare 

/jg Meyer  &  Associates  415/277-1975 


Objective  Systems  Integrators....  916-989-7340 

Structured 
Wiring  Systems 

Baiuns 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Cables 

Coax 

Glasgal  Communications,  Inc.  ..201 -768-8082 
Fiber  Optic 

Glasgal  Communications,  Inc.. .201 -768-8082 
Twisted  Pair 

Glasgal  Communications,  Inc.. .201 -768-8082 

Connectors 

Glasgal  Communications,  Inc.  ..201 -768-8082 


Cross  Connect  Blocks 

Glasgal  Communications,  Inc.  ..201-768-8082 

Wiring  Concentrators 

Glasgal  Communications,  Inc.  ..201-768-8082 

Support  Services 

Consulting 

MULTI-TECH  COMMUNICATIONS,  INC. 

VOICE  *  DATA  ‘  LAN 
CALL  201-627-2518 


NOVELL  SERVICE 


SUPPORT  &  CONSULTING 
(408)  559-7367 

Educational  Training  Services 
IBM:  SNA/APPC/ CPI-  C 

Galaxy  Consultants . 408-354-2997 

Telecommunications/ 

Voice 

Fax  Processing  Systems 


Fax  with  FAX-LINK 


Easily  fax  WP,  PCs,  Quotes,  Etc.  from  any  terminaL 
PHONE:  409-742-2886  Mlitiw  IccWojJ  he  FAX  449-765-7173 

ISDN  Products 

Glasgal  Communications,  Inc.. .201-768-8082 

Transmission 

Services 

International 

World  Communications,  Inc . 212-607-2223 

T-1 

Glasgal  Communications,  Inc.. .201 -768-8082 

International  VANs 

World  Communications,  Inc . 212-607-2223 


REPRINTS 


REPRINTS 


REPRINTS 


REPRINTS 


REPRINTS 


REPRINTS 


REPRINTS 


REPRINTS 


REPRINTS 


REPRINTS 


FROM 


Network 

World 

Highlight  your  editorial  coverage! 

Coverage  of  your  company's  news  or  product  introductions  in 
Network  World  means  valuable  exposure  in  the  enterprise  net¬ 
working  marketplace.  Build  on  the  positive  awareness  by  ordering 
your  reprints  today. 

Editorial  reprints  make  great  leave  behinds  tor: 

■  Press  ■  Sales  Prospects  ■  Company  Seminars 

■  Trade  Shows  ■  Distributors  ■  Internal  Meetings 

Reprints  are  available  in  various  quantities*  and  can  be  customized 
to  include  your  company  logo,  address  and  sales  office  listings. 

‘Produced  in  minimum  quantities:  500  for  black  A  while  or  two-color.  1 ,000  for  four-color  reprims. 


For  information  on  ordering  reprints  contact: 


REPRINTS 


REPRINTS 


REPRINTS 


Donna  Kirkey 
Reprint  Department 
Network  World,  lne. 

The  Meadows 

16 1  Worcester  Road 

Framingham,  MA  01701-9172 

Tel.  1-800-622-1108  or  (in  MA.  508-820-7429) 
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John  Brockett 
Assistant  Vice  President/ 
Telecommunications 
CSX  Technology 


“Without  Network 
World's  broad  cover- 
age  of  what's  happen¬ 
ing  in  the  industry , 
we'd  be  operating  in 
the  blind. " 


For  John  Brockett,  Assistant 
Vice  President  of  Telecom¬ 
munications  at  CSX  Tech¬ 
nology  in  Jacksonville,  FL, 
networking  means  annua¬ 
lized  savings  of  over  $12 
million.  While  he  and  his 
telecommunications  staff 
provide  voice,  data,  image, 
and  video  services  to  all  cor¬ 
porate  offices  and  major 
business  units,  about  85%  of 
their  efforts  are  dedicated  to 
CSX  Transportation,  the 
corporation’s  22,000-mile 
railroad  system. 

“Our  large  private  network 
has  given  us  the  most  lever¬ 
age  in  reducing  costs.  This 
4000-mile  fiber-optic  back¬ 
bone  links  3  50  voice  and 
200  data  locations,  plus  10 
videoconferencing  rooms. 
Alone,  it  accounts  for  a  good 
two-thirds  of  the  $12  mil¬ 
lion  we’re  saving  annually, 
primarily  in  long-distance 
service  and  private  data 
lines. 

“The  railroad,  in  particular, 
is  always  looking  for  ways  to 
reduce  its  operating  budget. 
Telecommunications  tech¬ 
nology  has  been  effectively 
utilized  to  enable  consolida¬ 
tion  of  distributed  field  op¬ 
erations  such  as  dispatching 
and  crew  calling  into  one 
centralized  train  control 
center,  resulting  in  lower 
operating  costs  and  a  more 
efficient  operation.  A  strong 
network  provides  two-way 
communication  between  dis¬ 
patchers  at  the  center  and 
engineers,  conductors  and 
brakemen  in  the  field.  Now, 
fewer  dispatchers  control 
train  movement  over  3  00  to 
400  miles  of  track. 

“Networking  also  plays  a 
key  role  at  the  CSX  custom¬ 
er  service  center.  Supported 
by  an  800-number  service 


and  a  large  PBX  with  a  call 
distribution  system,  repre¬ 
sentatives  deliver  up-to-the- 
minute  status  reports  to  as 
many  as  20,000  customers 
every  day. 

“Now  we’re  looking  at  other 
programs  in  hopes  of  saving 
another  $3  to  $4  million  an¬ 
nually.  But  we  can’t  do  it 
alone.  We  need  Network 
World's  timely  coverage  of 
new  technologies  and  prod¬ 
ucts.  When  we  read  about 
specific  product  features,  it 
triggers  us  to  talk  with  sup¬ 
pliers  and  find  out  what’s 
applicable  to  our  network. 
Network  World  is  also  an 
excellent  source  for  gaining 
insight  into  the  network  ap¬ 
plications,  supplier  contracts 
and  competitive  pricing 
strategies  of  other  organiza¬ 
tions.  And  it’s  where  we  turn 
for  updates  on  FCC  and 
state  government  regulatory 
actions. 

“Without  Network  World's 
broad  coverage  of  what’s 
happening  in  the  industry, 
we’d  be  operating  in  the 
blind.  The  burden  would  be 
on  us,  and  we’d  waste  a  lot  of 
time  searching  for  the  infor¬ 
mation  we  need.  That’s  why 
Network  World  is  so  impor¬ 
tant  to  us  —  it  covers  a  wide 
range  of  topics  in  a  single 
document.” 

Network  World.  Its  exclusive 
coverage  delivers  the  most 
focused  editorial  on  enter¬ 
prise  networking  every 
week.  Leading  users  like 
John  Brockett  of  CSX  Tech¬ 
nology  understand  how  to¬ 
day’s  technologies  are  shap¬ 
ing  tomorrow’s  business 
successes.  That’s  why,  week 
after  week,  Network  World  is 
their  most  important  infor¬ 
mation  source  for  helping 
ensure  a  competitive  edge. 


When  Excellence 

Is  Achieved. . . 

It  Should  Be  Recocpuzed 

THE  1991 ENNE  AWARDS  PRESENTATION  AND  BANQUET 

Monday,  October  14, 1991  During  NetWorld  in  Dallas 

Excellence  in  Enterprise  Networking  will 
be  saluted  again  this  year  at  the  Third 
Annual  ENNE  Awards  Presentation  and 
Scholarship  Banquet.  It’s  the  time  and 
place  for  this  industry  to  recognize  its  most 
outstanding  enterprise  network  designers, 
managers  and  users  with  the  ultimate 
symbol  of  achievement!  The  ENNE. 

Nominees  for  this  year’s  ENNEs  include 
networks  of  some  of  the  largest  and  most 
innovative  corporate,  scholastic  and 
government  organizations  of  America. 

Each  has  presented  to  our  judging  panel 
an  innovative  example  of  how  enterprise 
networking  ingenuity  can  change  the  way 
we  work  -  the  way  business  gets  done. 

Five  will  win  ENNEs. 

Reserve  Your  Tickets  Today! 

The  ENNE  Awards  Presentation  Banquet 
supports  ENNE  Scholarships  in  the  field  of 
Enterprise  Networks.  Tickets  for  the  October 
14, 1991  event  are  limited.  For  more 
information,  please  call  (212)  983-4965. 


1991  ENNE  JUDGES:  Curtis  Abraham,  System  One  Corp.;  Roger  Bender,  Citicorp;  Todd 
Booth,  QuotronSystems,  Inc.;  Dean  Crutchfield,  AMOCO  Chemical  Corp.;  Cheryl  Currid, 
Currid  &  Co.;  Frank  Dzubeck,  Communications  Network  Architects;  Howard  Frank,  Network 
Management,  Inc.;  Mark  Freund,  Interconnect  Network  Consulting  Group,  Inc.;  Theodore 
Klein,  Boston  Systems  Group;  Steven  Papermaster,  Business  Systems  Group,  Inc.;  John 
Petrucci,  NetWorld;  Mohsen  Shahpar,  Andersen  Consulting;  Caryn  Gillooly,  NETWORK 
WORLD;  Dan  Spiner,  Glasgal  Communications,  Inc.;  Harvey  Summers,  State  of  Missouri 
Department  of  Public  Safety;  Richard  Villars,  International  Data  Corp. 

™eEnne  Awards 

Honoring  The  Best  Of  The  Best. 

THE  ENNE  AWARDS  PROGRAM  305  Madison  Avenue,  Suite  1424,  New  York,  NY  10165 
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sharpshoiiting 
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Yes!  I’d  like  to  see  how  the  new  HP 
network  advisor  can  turn  network 
troubleshooting  into  sharpshooting. 
Please  send  me  a  FREE  demo  disk. 
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Indiana  U.  merges 
traffic  onto  backbone 

continued  from  page  17 

Ellis  said  TCP/IP  was  chosen  as  the 
short-term  solution  for  integrating  re¬ 
sources.  Eventually,  the  university  plans  to 
migrate  the  internet  to  OSI  when  those 
standards  are  fully  developed. 

Each  of  the  eight  campuses  was  outfit¬ 
ted  with  a  campus  backbone  supporting 
the  transmission  of  TCP/IP  and  DECnet 
traffic,  with  dedicated  T-l  lines  linking  the 
campuses. 

The  campus  backbones  range  from  Eth¬ 
ernets  at  the  main  campus,  which  is  being 
replaced  by  a  Fiber  Distributed  Data  Inter¬ 
face  network,  to  4M  bit/sec  token  rings. 
On  the  main  campus,  several  thousand 
LAN-based  personal  computers  on  120 


Indiana  University  at  Bloomington  will  be 
hub  of  T-1  backbone  for  campuswide  net. 


Respond  to  net 
break-ins  calmly 

continued  from  page  23 
leaking  out.  In  the  meantime,  the  manager 
wages  a  singular  investigation  into  the  in¬ 
cident,  refusing  to  seek  help  from  corpo¬ 
rate  security  officers,  technical  experts  or 
users  lest  the  failure  become  public. 

Then  there’s  the  overzealous  manager 
who  spends  an  inordinate  amount  of  time 
trying  to  track  down  the  perpetrators  and 
see  that  they’re  punished.  While  this 
Rambo  stance  has  its  appeal,  managers 
who  concentrate  on  identifying  hackers 
usually  don’t  pay  enough  attention  to 
shoring  up  system  security  and  modifying 
procedures  that  may  have  allowed  the  in¬ 
trusion  in  the  first  place. 

Network  managers  who  can  keep  their 
feelings  in  check  during  the  early  stages  af¬ 
ter  a  hacker  intrusion  respond  best  to  the 
crisis.  Instead  of  acting  on  feelings  of  fear, 
insecurity  or  vengeance,  these  managers 
direct  a  quick  and  thorough  investigation 
of  the  break-in,  keeping  senior  executives 
and  users  aware  of  the  situation. 

These  managers  enlist  the  assistance  of 
corporate  security  officers,  carrier  repre¬ 
sentatives,  regulatory  officials  and  users  in 
order  to  obtain  all  the  facts  surrounding 
the  incident.  The  managers  keep  users  up¬ 
dated  on  new  security  procedures  needed 
to  prevent  further  intrusions. 

Managers  such  as  these  recognize  that 
no  security  system  is  fail-safe,  so  they  seek 
to  eliminate  all  glaring  weaknesses  in  sys¬ 
tem  security  and  educate  users  about  tak¬ 
ing  appropriate  precautions  to  prevent  un¬ 
authorized  system  access.  □ 


subnetworks  are  linked  to  the  campus 
backbone  via  Ethernets  or  asynchronous 
terminal  servers.  In  addition,  50  Cisco  Sys¬ 
tems,  Inc.  routers  are  used  to  route 
TCP/IP,  DECnet,  Apple  Computer,  Inc.  Ap¬ 
pleTalk  and  Novell,  Inc.  Internetwork 
Packet  Exchange  (IPX)  traffic  across  the 
campus. 

Cisco  routers  also  link  the  campus  back¬ 
bones  to  T-l  and  fractional  T-l  lines  that 
make  up  the  intercampus  backbone  and 
route  TCP/IP  and  DECnet  traffic  between 
campuses.  SNA  data  also  shares  the  wide- 
area  backbone,  although  a  separate  chan¬ 
nel  is  reserved  for  that  data. 

Extending  services  via  the  net 

The  intercampus  backbone  has  allowed 


the  university  to  deliver  existing  services 
to  a  greater  number  of  end  users  and  per¬ 
mit  the  development  of  new  services. 

The  university’s  on-line  library  card 
catalog,  for  instance,  resides  on  an  IBM 
3090  mainframe  here  and  contains  more 
than  two  million  holdings  records  for  li¬ 
braries  at  all  eight  campuses.  Any 
networked  workstation  on  any  campus  can 
now  obtain  access  to  the  catalog  via  the  in¬ 
tercampus  net. 

Other  applications  include  electronic 
mail,  electronic  conferencing,  office  auto¬ 
mation  services,  on-line  advising  systems 
and  access  to  academic  data  bases. 

The  university  is  now  moving  to  replace 
the  Bloomington  campus’  coaxial  back¬ 
bone  with  an  FDDI  net  to  support  band¬ 


width-intensive  applications  and  a  greater 
number  of  users. 

The  FDDI  net  will  become  operational 
this  month  and  provide  10  times  the  band¬ 
width  of  the  current  coaxial  cable  back¬ 
bone. 

The  new  campus  backbone  will  enable 
the  university  to  add  more  than  5,000  new 
data  ports  in  academic  and  administrative 
sites  over  the  next  two  years. 

“Our  goal  for  the  1990s  is  to  have  all 
the  workstations  on  campus  connected  to 
the  same  general-purpose  network  and 
make  all  relevant  computing  and  informa¬ 
tion  resources  available  through  the  net¬ 
work,”  said  Polley  McClure,  associate  vice- 
president  of  information  resources  for  the 
university.  □ 


Now  there’s  an  expert  system  that  turns 
network  troubleshooting  into  sharpshooting. 
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Now,  zero  in 
on  Ethernet  or  Token- 
Ring  network  problems,  and  hit 
the  mark  every  time  with  HP’s  new 
network  advisor.  Just  type  in  the 
symptoms,  and  let  it  go  to  work. 


Its  expert-system  based  Fault 
Finder  software  decides  on  the 
best  action  to  take,  automatically 
runs  the  tests  you  need,  and  tells 
you  right  where  the  problem  is. 

The  network  advisor  also  checks 
FCS  errors,  nodes,  collisions,  error 
frames  and  other  network  vital 
signs  for  baseline  activity.  A  net¬ 
work  and  node  statistics  screen 
gives  you  a  clear  view  of  network 
performance.  And  if  a  problem’s  in 
sight,  it  decodes  the  mzyor  proto¬ 
cols  to  make  sure  you’re  on  target. 


O  1991  Hewlett-Packard  Co.  TMCTD104/NW 


So  take  better  aim  at  network  prob¬ 
lem  solving.  Call  1-800-752-0900, 
and  ask  for  Ext.  2163.  We’ll 
send  you  a  free  demo  disk  that 
shows  how  the  HP  network 
advisor  turns  troubleshooting 
into  sharpshooting. 

There  is  a  better  way. 

HEWLETT 
PACKARD 
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IBM  to  disclose 
net  mgmt.  plan 

continued from  page  1 
Co.’s  Open  view. 

“We  have  been  rolling  it  out  in 
pieces  as  we  announce  new  prod¬ 
ucts,”  he  said.  “What  we  really 
haven’t  done  is,  in  one  sitting,  try 
to  explain  IBM’s  network  man¬ 
agement  strategy,  its  architec¬ 
ture  and  its  future  direction.” 

The  basic  idea  of  the  new  man¬ 
agement  architecture  is  to  dis¬ 
tribute  more  functions. 

“We’re  pushing  some  of  the 
management  capability  out  into 
the  network  and  using  the  power 
of  some  of  these  workstation- 
based  systems  to  do  the  manage¬ 
ment  job  [instead  of  sending  it 
back]  to  a  central  computer  sys¬ 
tem,”  he  said.  “It  keeps  [net¬ 
work]  traffic  down  and  gets  the 
job  done  where  it  has  to  be  done 
rather  than  relying  on  a  main¬ 
frame  at  the  central  site.” 

NetView’s  role  under  such  a 
scenario  is  to  gather  information 
from  the  distributed  manage¬ 
ment  systems,  control  a  distribut¬ 
ed  data  base  of  configuration  and 
other  management  data,  and  per¬ 
form  some  automation  functions, 
Warner  said. 

There  are  stumbling  blocks  on 
the  road  to  distributed  manage¬ 
ment,  said  Ray  Williams,  senior 
technical  staff  member  for  net¬ 
work  management  systems  with 
the  Networking  Systems  group. 

“You  can  have  the  best  set  of 
management  systems  in  the 
world,  but  unless  the  worksta¬ 
tions  or  the  nodes  themselves 
participate  in  that  network  man¬ 
agement,  you’ve  got  an  awful  lot 
of  chiefs  and  very  few  Indians,” 
he  said.  IBM,  along  with  the  rest 
of  the  industry,  has  to  develop  net 
management  agents  that  can  feed 
data  from  workstations  and  other 
end  nodes  to  distributed  manag¬ 
ers. 

Toward  that  end,  IBM  last  Sep¬ 
tember  introduced  its  LAN  Sta¬ 
tion  Manager  product,  which  re¬ 
sides  in  DOS  or  OS/2  worksta¬ 
tions  and  feeds  workstation 
hardware  configuration  data  to 
the  LAN  Network  Manager.  The 
latter  runs  on  an  OS/2  machine 
attached  to  a  Token-Ring  local- 
area  network  and  is  used  to  iden¬ 
tify  faults  associated  with  LAN 
media  and  adapters. 

Other  LAN  management  tools 
that  IBM  is  working  on,  according 
to  Laura  Knapp,  an  IBM  enter¬ 
prise  LAN  program  advisor,  in¬ 
clude  products  to  determine  the 
source  of  LAN  problems  — 
whether  they  concern  interfaces, 
device  drivers  and  multivendor 
applications  —  and  support  for 
software  change,  installation  and 
configuration  management. 

“Basically,  what  people  are 
saying  is,  all  these  services  that  I 
had  on  a  mainframe,  I  also  want 
throughout  my  distributed  or  en¬ 
terprise  LAN,”  Knapp  said. 
“That’s  where  we’re  headed.” 

IBM  also  recognized  that  it 
needs  to  manage  multivendor 
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networks,  a  feat  it  plans  to  ac¬ 
complish  at  least  in  part  by  sup¬ 
porting  multiple  protocols. 

Mary  Szabat,  advisory  pro¬ 
grammer  for  network  manage¬ 
ment  systems  at  IBM,  said  the 
company  is  working  to  provide  a 
common  net  management  appli¬ 
cation  program  interfaces  (API) 
to  three  management  protocols: 
IBM’s  Network  Management  Vec¬ 
tor  Transport  (NMVT),  the  Trans¬ 
mission  Control  Protocol/Inter¬ 
net  Protocol’s  Simple  Network 
Management  Protocol  and  the 
Open  Systems  Interconnection 
Common  Management  Informa¬ 
tion  Protocol. 

IBM  is  also  working  to  enable 
each  management  protocol  to 
work  with  OSI,  SNA  and  TCP/IP 
transport  protocols,  Szabat  said. 

Such  a  development  would  ex¬ 
pand  the  range  of  management 
applications  a  user  could  employ 
because  they  would  no  longer  be 
tied  to  specific  protocols  and 
transports.  However,  the  com¬ 
mon  API  is  a  long-term  direction 
scheduled  for  the  mid-1990s. 

In  the  meantime,  NetView  al¬ 
ready  supports  SNMP,  although  it 
requires  use  of  IBM’s  mainframe 
TCP/IP  software. 

Another  SNMP  alternative  will 
be  the  product  IBM  develops 
based  on  HP’s  OpenView,  which 
will  use  SNMP  to  manage  TCP/IP 
networks.  To  communicate  with 
NetView,  it  will  employ  the  re¬ 
cently  announced  AIX  NetView 
Service  Point,  which  converts 
SNMP  data  into  NMVT  formats. 

“SNMP  is  growing;  it’s  perva¬ 
sive,”  Warner  said.  “We’re  going 
to  use  it  to  support  our  telecom¬ 
munications  products,  which  will 
be  coming  out  early  next  year, 
and  in  the  years  to  follow.  SNMP 
is  going  to  be  with  us  for  quite  a 
while.” 

The  promise  of  APPN 

IBM’s  Advanced  Peer-to-Peer 
Networking  strategy,  which  sim¬ 
plifies  net  configuration  and  al¬ 
lows  peer-to-peer  communica¬ 
tion  between  nodes,  also 
promises  big  net  management 
benefits  over  time,  Warner  said. 

Today,  there  are  no  special 
management  features  associated 
with  APPN  nodes,  which  can  be 
OS/2  or  Application  System/400 
minicomputers,  beyond  those 
supported  for  traditional  OS/2  or 
AS/400  machines.  But  Warner 
said  that  will  change. 

“We  have  it  in  our  plan  to  [add 
the  ability  to]  dynamically  get  to¬ 
pology  information  from  APPN 
network  nodes,”  Warner  said. 
Today,  that  topology  or  net  con¬ 
figuration  data  must  be  manually 
entered  into  VTAM  on  the  host. 

“As  the  topology  changes,  up¬ 
dated  topology  information  [will 
be]  forwarded  to  a  system  like 
NetView,  so  we  can  graphically 
present  a  picture  of  the  network 
as  it  changes,”  Warner  said. 

Before  that  can  happen,  how¬ 
ever,  VTAM  has  to  support  APPN, 
which  is  not  expected  for  at  least 
a  year.  □ 


DG  bolsters 
AViiON’s  role 

continued  from  page  1 
at  DG.  “We’re  positioning  it  as  an 
integration  server  across  multi¬ 
ple  desktops,  workstations,  PCs 
and  local-area  nets.” 

DG  offers  a  range  of  options 
for  connecting  heterogeneous 
LANs  to  one  another  via  the 
AViiON,  Anderson  said.  The 
AViiON  supports  some  20  elec¬ 
tronic  mail  gateways  and  another 
20  SQL-based  data  base  products. 

In  addition,  it  supports  the 
Netwise,  Inc.  remote  procedure 
call  (RPC),  which  can  be  used  to 
build  distributed  or  client/server 
applications  that  work  with  a  va¬ 
riety  of  desktop  machines  that 
also  support  the  Netwise  RPC. 

The  AViiON  software  will  be  a 
boon  for  users  that  employ  differ¬ 
ent  desktop  devices  and  LAN  net¬ 
work  operating  systems  through¬ 
out  an  enterprise  network, 
analysts  said. 

“It  is  enabling  the  AViiON  sys¬ 
tem  to  be  the  platform  that  pro¬ 
vides  integration  services,”  said 
John  Dunkle,  vice-president  of 
Workgroup  Technologies,  Inc.,  a 
consultancy  in  Hampton,  N.H. 

Central  to  a  number  of  the  new 
products  is  DG’s  new  SNA  Token 
Ring  for  AViiON  Systems,  which  is 
software  that  works  in  conjunc¬ 
tion  with  DG’s  new  VME  Token 
Ring  Controller  (VTRC)  board  to 
attach  an  AViiON  to  an  IEEE 
80 2. 5 -compatible  4M  or  16M  bit/ 
sec  token-ring  LAN.  Previously, 
AViiONs  could  only  attach  to 
Ethernet  LANs,  Anderson  said. 

Available  60  days  after  receipt 
of  order,  the  new  token-ring  soft¬ 
ware  ranges  in  price  from  $  1 ,600 
to  $8,100,  depending  on  the  pro¬ 
cessor.  The  VTRC  is  available  now 
and  costs  $2,500. 

Among  the  products  that  take 
advantage  of  the  token-ring  sup¬ 
port  is  the  LAN  Manager  for 
AViiON  Systems  (LM/AV),  which 
Anderson  said  is  DG’s  first  imple¬ 
mentation  of  the  LAN  Manager 
operating  system.  Based  on 
source  code  from  AT&T,  it  runs 
under  the  DG/UX  version  of  Unix 
and  uses  the  Network  Basic  I/O 
System  Extended  User  Interface 
(NETBEUI)  transport  protocol 
for  token-ring  LANs. 

Most  Unix  LAN  Manager  im¬ 
plementations  use  the  Transmis¬ 
sion  Control  Protocol/Intemet 
Protocol  as  a  transport  protocol, 
Anderson  said.  DG  chose  NET¬ 
BEUI  because  it  will  enable  an 
AViiON  LAN  Manager  server  to  in¬ 
teroperate  with  other  token  ring- 
based  servers  running  various 
versions  of  LAN  Manager  or  Mi¬ 
crosoft  Corp.’s  MS-NET. 

LM/AV  supports  DOS  or  OS/2 
clients,  which,  when  equipped 
with  terminal-emulation  soft¬ 
ware,  can  also  access  DG/UX  ap¬ 
plications  running  on  the  AViiON. 

Available  now,  LM/AV  costs 
$2,350  for  an  eight-user  license 
and  $16,000  for  a  256-user  li¬ 
cense. 

Also  announced  last  week  was 


OpenMAC  for  AViiON  Systems, 
which  consists  of  three  software 
packages  that  enable  users  to 
connect  Apple  Macintoshes  to 
AViiON  servers.  Previously, 
AViiONs  could  connect  to  Apple- 
Talk  nets  only  via  NetWare  serv¬ 
ers  that  supported  AppleTalk, 
Anderson  said. 

The  OpenMAC  products  are 
based  on  software  from  Pacer 
Software,  Inc.  DG  announced 
OpenMAC  for  its  MV  line  two 
weeks  ago. 

The  first  product,  OpenMAC/ 
Transport,  includes  an  AppleTalk 
Phase  II  protocol  stack  that  runs 
under  DG/UX.  It  runs  on  AViiONs 
attached  to  Ethernet  and  token¬ 
ring  LANs  and  supports  routing 
between  multiple  LAN  segments. 

OpenMAC/Services  supports 
the  Apple  File  Protocol  to  let  Mac¬ 
intosh  users  read,  execute  and 
share  files  as  well  as  applications 
stored  on  the  AViiON.  It  also  sup¬ 
ports  the  Apple  Printer  Access 
Protocol  to  allow  sharing  of 
printers  connected  to  the  LAN  or 
serially  connected  to  AViiON  and 
Macintosh  machines. 

OpenMAC/VT  is  software  that 
runs  on  a  Macintosh  and  enables 
it  to  emulate  a  DG  Dasher  D46l , 
DEC  VT-200  and  other  terminals 
to  communicate  with  the  AViiON 
and  other  Unix  hosts  over  direct 
serial,  dial-up  or  LAN  links.  The 
product  makes  standard  Macin¬ 
tosh  features,  such  as  windowing 
and  mouse-operated  cursors, 
available  to  Unix  applications 
running  on  the  AViiON  host. 

All  OpenMAC  products  are 
available  90  days  after  receipt  of 
order.  OpenMAC/VT  costs  $720 
for  a  three-user  license  and 
$17,500  for  as  many  as  256  us¬ 
ers.  OpenMAC/Services  costs 
$960  for  as  many  as  three  users 
and  $20,000  for  as  many  as  256 
users.  OpenMAC/Transport  costs 
$400  to  $600,  depending  on  con¬ 
figuration. 

Spin-off  plots 
net  overhaul 

continued  from  page  23 

“We  want  to  build  state-of- 
the-art  manufacturing  systems  in 
the  next  two  years,”  Gogolin 
said.  “There  was  no  way  I  could 
develop  the  staff  to  meet  that 
time  frame.” 

According  to  Gogolin,  the 
company’s  business  applications, 
such  as  accounts  receivable  and 
general  ledger,  will  run  on  sever¬ 
al  DEC  VAX  minicomputers  at  the 
headquarters  here.  NVG  will  use 
commercially  available  software 
packages  wherever  possible. 

More  than  300  terminals  or 
personal  computers  running  ter¬ 
minal-emulation  software  at 
NVG’s  three  sites  will  be  linked  to 
the  VAX  computers  via  a  DECnet 
network.  The  network  will  enable 
employees  to  access  any  autho¬ 
rized  business  application  from 
any  NVG  site. 

The  speed  and  type  of  wide- 
area  links  between  NVG  sites  is 


Also  on  the  LAN  front,  DG  en¬ 
hanced  the  AViiON  NetWare  serv¬ 
er  software  it  has  been  shipping 
for  more  than  a  year  to  support 
token-ring  LANs.  It  previously 
supported  only  Ethernet. 

Server  to  data  center 

DG  also  announced  new  to¬ 
ken-ring  products  that  allow  DG’s 
Systems  Network  Architecture 
connectivity  products  to  be  used 
over  LANs.  Previously,  they  had 
supported  only  Synchronous 
Data  Link  Control  connections, 
Anderson  said.  Those  SNA  prod¬ 
ucts  include  software  that  lets  the 
AViiON  emulate  either  an  SNA  PU 
2  or  PU  2.1  device  for  hierarchi¬ 
cal  or  peer-to-peer  communica¬ 
tions  with  IBM  computers  over  a 
range  of  SNA  session  types,  in¬ 
cluding  LU  2  and  LU  6.2. 

Also  last  week,  DG  announced 
the  DECnet  Interface  (DNI)  for 
AViiON,  which  lets  AViiON  serv¬ 
ers  be  configured  as  DECnet  end 
nodes  to  communicate  with  VAX 
machines  over  DECnets.  The  soft¬ 
ware  works  over  token-ring  or 
Ethernet  LANs  and  supports  E- 
mail,  file  transfer  and  application 
access  in  both  directions  between 
AViiONs  and  VAXes. 

Available  now,  DNI  for  AViiON 
ranges  from  $1,295  to  $9,190, 
depending  on  configuration. 

To  help  users  on  disparate  sys¬ 
tems  exchange  E-mail,  DG  last 
week  announced  X.400  for 
AViiON  Systems.  Based  on  the 
Open  Systems  Interconnection 
X.400  standard,  the  software  can 
be  used  to  build  a  pure  X.400- 
based  E-mail  system  or  let  AViiON 
users  exchange  E-mail  with  other 
X.400  E-mail  systems  and  with 
users  on  TCP/IP  nets  that  employ 
the  Simple  Mail  Transfer  Proto¬ 
col. 

Available  now,  the  X.400  soft¬ 
ware  costs  between  $800  and 
$6,000,  depending  on  the  AViiON 
host  on  which  it  runs.  □ 


still  under  discussion,  Gogolin 
said. 

Applications  will  support  a 
common  user  interface  that  de¬ 
fines  screen  layout,  function 
keys,  windows  and  other  ele¬ 
ments.  This  will  make  it  easier  for 
NVG  employees  to  access  data 
and  send  messages,  according  to 
Gogolin. 

DEC  will  also  install  about  50 
Unix-based  engineering  worksta¬ 
tions  at  the  three  company  sites. 
These  workstations,  which  will 
run  computer-aided  design  and 
other  engineering  applications, 
will  be  connected  using  a  Trans¬ 
mission  Control  Protocol  /Inter¬ 
net  Protocol-based  network.  The 
engineering  and  business  net¬ 
works  will  be  bridged  so  users  can 
access  information  on  either  net. 

“We  want  an  open,  flexible  ar¬ 
chitecture  that  gives  people  the 
ability  to  access  information  they 
need  immediately  anywhere  in 
the  company,  instead  of  waiting 
days  or  weeks  for  a  report  to  be 
printed  out,”  Gogolin  said.  □ 


©  I99T  AT&T 


All  the  luxury  of  a  digital  service 
now  available  with  a  meter. 


“Digital  quality?  Fiber  optic  speed? 
Video  Conferencing?  Who  needs  such 
luxuries?” 

You  do. 

What  you  don’t  need  is  the 
expense  of  leasing  your  own  interna¬ 
tional  private  line,  which  your  trans¬ 
mission  volume  won’t  justify. 

Fortunately,  our  AT&T  Switched 
Digital  International  Service  is 
dial-up,  available  on  demand  and 
usage  sensitive. 

You  only  pay  for  the  point-to- 

*  Access  charges  not  included. 


point  digital  link  when  you  actually  use 
it.  And  that  opens  up  a  whole  world  of 
applications  possibilities,  from  Business 
Video,  Group  IV  Fax  and  CAD/CAM  to 
Back-Up  and  Electronic  Data  Transfer. 

It  also  opens  up  any  number 
of  different  point-to-point  connections 
without  the  need  to  manage  multiple 
private  lines.  Thus  optimizing  your  net¬ 
work  at  minimum  cost. 

All  we  ask  is  that  your  fare  at  the 
end  of  the  month  come  to  at  least  $75* 
Which,  for  an  idea  as  simple  as  a 


meter,  should  certainly  set  your 
mind  ticking  about  what  else  we  can 
do  for  you. 

For  more  information  on  how 
AT&T  can  help  you,  please  call 

1  800  448-8600,  Ext.  811. 


Is  AT&T 

■  The  right  choice. 


Protocol  unites 
SQL  products 

continued  from  page  1 
tion  is  an  important  first  step. 

“The  SQL  Access  Group  is  im¬ 
portant  because  it’s  pressuring 
vendors  to  offer  portability  be¬ 
tween  data  bases  in  a  consistent 
way,”  said  Judith  Hurwitz,  an  an¬ 
alyst  with  Patricia  Seybold’s  Of¬ 
fice  Computing  Group,  a  consul¬ 
tancy  in  Boston. 

Mix  &  match 

Now  that  the  specification  is 
complete,  vendors  will  integrate 
it  into  new  releases  of  existing 
data  base  products,  enabling  us¬ 
ers  to  mix  and  match  a  variety  of 
front-end  tools  and  data  base 
sewers  on  the  same  network. 

The  demonstration  featured 
products  from  16  vendors,  in¬ 
cluding  ASK/Ingres,  Inc.,  Digital 
Equipment  Corp.,  Hewlett-Pack¬ 
ard  Co.,  Informix  Software,  Inc., 
Microsoft  Corp.,  Oracle  Corp., 
Sun  Microsystems,  Inc.,  Sybase, 
Inc.  and  Tandem  Computers,  Inc. 

Even  though  the  demonstra¬ 
tion  was  successful  from  a  techni¬ 
cal  standpoint,  surprisingly  there 
were  no  product  announcements. 

“I  think  the  individual  compa¬ 
nies  blew  it  since  they  should 
have  been  more  prepared  to  dis¬ 


cuss  product  commitments,”  said 
Tony  Percy,  vice-president  of 
Gartner  Group,  Inc.  in  Stamford, 
Conn.  “You  wonder  why  they 
called  us  all  together;  I  was  disap¬ 
pointed.” 


While  organizations  such  as 
ANSI  and  the  International  Stan¬ 
dards  Organization  (ISO)  have 
made  progress  toward  standard¬ 
izing  SQL,  many  areas  are  incon¬ 
clusive  and  left  to  vendors  or  us¬ 


ers  to  define.  As  a  result,  each 
vendor’s  brand  of  SQL  is  slightly 
different,  and  communications 
protocols  and  message  formats 
vary  from  one  vendor  to  the  next. 

To  solve  this  interoperability 


issue,  the  SQL  Access  Group  was 
founded  in  1989  as  a  consortium 
of  42  vendors  and  a  few  users  to 
build  on  and  accelerate  the  work 
already  under  way  in  the  stan¬ 
dards  organizations. 


In  April,  the  SQL  Access  Group 
completed  a  specification  defin¬ 
ing  a  common  method  for  data 
base  interaction  that  was  based 
on  both  the  existing  SQL  standard 
and  the  work  being  done  by  the 
ISO  Remote  Data  Access  Commit¬ 
tee  (RDA). 

The  SQL  Access  specification 
calls  for  products  to  contain  an 
embedded  SQL  application  pro¬ 
gram  interface.  It  also  asks  that 
the  devices  conform  to  RDA’s 
formats  and  protocols,  which 
specify  the  manner  in  which  cli¬ 
ents  speak  to  servers. 

Even  though  vendors  will  be¬ 
gin  delivering  products  that  ad¬ 
here  to  this  specification  by 
1992,  most  will  probably  still  of¬ 
fer  proprietary  versions  of  their 
products  because  they  can  be  op¬ 
timized  for  such  things  as  perfor¬ 
mance  and  data  handling. 

One  conspicuous  absence 
from  the  consortium  was  IBM. 

“IBM  faces  a  challenge  to  get 
its  own  data  bases  working  to¬ 
gether  on  its  own  hardware,” 
Sippl  said.  “We  wish  they  would 
join,  but  it  will  probably  take  cus¬ 
tomer  pressure  to  get  them  to.” 

In  case  IBM  does  not  join,  the 
SQL  Access  Group  is  moving 
ahead  with  the  development  of  a 
specification  for  a  gateway  to 
IBM’s  DB2.  □ 


Fleet/Norstar  to 
link  900  offices 

continued  from  page  6 
in  Albany,  which  will  let  the  com¬ 
pany  manage  the  VSAT  network 
itself.  The  bank  will  use  AT&T’s 
shared  hub  in  Marietta,  Ga.,  to 
support  VSAT  communications 
until  construction  of  the  private 
hub  in  Albany  is  completed, 
which  should  be  sometime  later 
this  year. 

It  is  a  little  unusual  for  a  bank 
to  use  a  VSAT  network  because 
federal  regulations  prohibit 
banks  from  operating  in  multiple 
states  unless  they  have  acquired  a 
failed  bank  or  are  operating  as  a 
holding  company  with  separate 
state  subsidiaries.  Because  of 
this,  most  banks  concentrate 
their  branches  in  a  limited  geo¬ 
graphical  area,  so  it  is  usually  less 
expensive  to  use  leased  lines. 

But  regional  banks  such  as 
Fleet/Norstar,  which  through  ac¬ 
quisitions  or  legal  arrangements 
support  branch  offices  in  several 
contiguous  states,  may  find  that 
VSATs  can  reduce  network  costs 
without  sacrificing  reliability  or 
quality,  said  George  Mattingly, 
senior  vice-president  and  direc¬ 
tor  of  telecommunications  for 
First  Union  Corp.  in  Charlotte, 
N.C.  □ 


Seated  (from  left  to  right):  Osamu  Wada  of  Fujitsu,  John  Robertson  of 
HP,  Philip  Cannata  of  MCC,  Roger  Sippl  of  Informix,  Benoit  Lheureux 
of  NCR,  Gary  Hallmark  of  Oracle  and  Tony  Guttman  of  Sun.  Standing 
(from  left  to  right):  Stuart  Gove  of  ASK/Ingres,  Lowell  Tuttman  of  Mi¬ 
crosoft,  Dave  Himes  of  Cincom,  Betsy  Burton  of  Sybase,  Howard  Co¬ 
hen  of  Tandem,  Patti  Meara  of  Unisys,  Dave  Glende  of  Unify,  Jeff  Bal- 
boni  of  DEC  and  Jeff  Jones  of  Teradata. 
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When  it  comes  to  attracting  the 
computer  industry’s  best  exhibitors  and 
educators,  showcasing  the  newest  products  and 
services  and  addressing  issues  relevant  to  computer 
networking  and  connectivity,  there’s  only  one  trade  show 
that  consistently  outperforms  all  others.  NETWORLD. 

Designed  as  a  global  marketing  and  sales  event,  the  91  Dallas 
show  will  be  NETWORLD’S  best  performance  yet.  Over  450  vendors 
will  line  the  show  floor,  each  able  to  answer  your  toughest  questions,  offer 
solutions  and  deliver  all  the  latest  technologies.  And  you  can  choose  from 
a  variety  of  topics  featured  in  NETWORLD'S  Conference  Program — 
more  than  70  Seminars  and  12  full-day  Tutorials  all  guaranteed 
to  leave  you  charged  with  the  latest  industry  information. 
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Frame  relay 
steals  show 

continued  from  page  1 
specification  that  will  ease  equip¬ 
ment  interoperability. 

The  group  also  addressed  a 
number  of  technical  issues,  such 
as  multicasting  and  encapsula¬ 
tion,  and  formed  subgroups  char¬ 
tered  with  the  task  of  encourag¬ 
ing  user  participation  in  the 
forum,  as  well  as  increasing  inter¬ 
national  awareness  of  the  group. 

During  the  forum’s  meeting, 
Mary  Modahl,  director  of  network 
strategy  research  at  Forrester  Re¬ 
search,  Inc.  in  Cambridge,  Mass., 
released  the  results  of  a  recent 
survey  of  Fortune  1,000  compa¬ 
nies  in  which  nearly  80%  of  the 
respondents  said  they  would 
probably  implement  frame  relay 
within  two  years. 

Vendors  and  consultants  said 
the  activity  here  last  week  indi¬ 
cates  that  frame  relay  has  moved 
from  a  technology  of  the  future  to 
something  that  users  are  looking 
to  buy  now. 

“I  think  that  in  the  last  six 
months  people  have  really  gotten 
turned  on  to  frame  relay,”  said 
Peter  Francis,  industry  analyst 
for  telecommunications  at  Data- 
quest,  Inc.,  a  market  research 
firm  in  San  Jose,  Calif.  “I  think 


people  are  [anxious]  to  get  up 
and  running.” 

Frame  relay  is  an  emerging 
packet-switching  technology  that 
makes  it  possible  to  support  high¬ 
er  speeds  than  standard  X.25 
packet-switching  by  stripping  off 
many  of  X.25’s  error-correction 
protocols  and  streamlining  pack¬ 
et  handling. 

More  details  made  available 

The  product  and  service  an¬ 
nouncements  at  the  conference 
were  significant  not  only  because 
vendors  committed  to  delivering 
product  within  a  few  weeks,  but 
also  because  they  disclosed  more 
details  about  frame  relay  pricing 
strategies. 

For  example,  CompuServe, 
Inc.  announced  rates  for  its 
frame  relay  service,  Frame-Net, 
which  is  available  now.  Users  will 
pay  a  flat-rate  fee  of  $1,050  per 
month  per  location  for  56K  bit/ 
sec  access  and  $  1 ,700  per  month 
per  location  for  256K  bit/sec  ac¬ 
cess.  No  other  public  frame  relay 
service  provider  has  yet  disclosed 
pricing. 

However,  Andy  May,  director 
of  marketing  for  CompuServe’s 
network  services  division,  said 
his  company  may  increase  or 
lower  Frame-Net  prices  after  it 
gets  more  experience  with  actual 


usage  and  demand. 

Hughes  Network  Systems,  Inc. 
announced  the  availability  of  a 
$16,000  interface  that  enables 
remote  devices  to  access  its  Inte¬ 
grated  Packet  Switch  via  frame 
relay.  When  this  card  first 
shipped  in  February,  it  could  only 
route  frame  relay  traffic  between 
Integrated  Packet  Switches, 
which  remote  devices  could  then 
only  access  via  X.25. 

Proteon,  Inc.  said  it  will  begin 
beta-testing  frame  relay  support 
on  its  CNX  500  and  p4l00  + 
routers  with  about  six  customers 
in  August.  General  availability  is 
scheduled  for  October.  Frame  re¬ 
lay  support  costs  $750  for  the 
CNX  500  and  $500  for  the 
p4l00  +  . 

Not  all  the  news  was  good, 
however.  BT  North  America,  Inc. 
admitted  that  its  frame  relay  ser¬ 
vice,  which  was  supposed  to  be¬ 
come  available  in  the  second 
quarter,  will  not  be  available  now 
until  September. 

In  its  demonstration,  Netrix 
used  frame  relay  to  route  data  be¬ 
tween  six  Ethernet  local-area  net¬ 
works.  The  LANs  were  linked  to 
bridges  and  routers  from  five 
vendors,  which  in  turn  were 
linked  via  frame  relay  at  speeds 
ranging  from  64K  to  384K  bit/ 
sec  to  three  Netrix  #1-ISS  fast- 


packet  switches.  The  switches 
were  linked  via  384K  bit/sec  cir¬ 
cuits.  The  participating  router 
and  bridge  vendors  were  Ad¬ 
vanced  Computer  Communica¬ 
tions,  Cisco  Systems,  Inc.,  Cross- 
Comm  Corp.,  Proteon  and  RAD 
Networking  Devices. 


Vendor  group 
to  test  X.500 

continued  from  page  4 
tempted  to  build  a  large-scale, 
distributed  X.500  directory,” 
Myer  said.  “There’s  been  a  lot  of 
work  done  on  X.500  directories 
in  the  academic  community  with 
Internet,  but  a  full-scale  commer¬ 
cial  pilot  should  really  add  to  our 
knowledge  base  about  X.500.” 

Although  Myer  declined  to 
predict  when  commercially  avail¬ 
able  X.500  directories  will  be  in 
place,  he  said  the  forthcoming 
1992  version  of  the  X.500  stan¬ 
dard  should  expedite  implemen¬ 
tation  of  the  standard  in  new 
products  and  services. 

John  Sherburne,  director  for 
product  planning  at  US  Sprint 
Communications  Co.,  said  his 
company  plans  to  extend  its  exist¬ 
ing  proprietary  reference  data 
base  to  incorporate  a  comple¬ 
mentary  X.500  reference  data 


Netrix  officials  said  their 
booth  included  the  first  demon¬ 
stration  of  a  proposed  frame  re¬ 
lay  standard,  dubbed  Annex  D, 
which  lets  routers  and  other  de¬ 
vices  exchange  net  performance 
and  configuration  information 
with  frame  relay  switches.  □ 


base  under  the  pilot.  This  will  en¬ 
able  users  to  look  up  E-mail  ad¬ 
dresses  as  if  they  were  searching 
through  a  phone  book. 

The  carrier  will  hold  off  on 
moving  to  X.500  for  its  routing 
system  —  which  would  enable 
users  to  send  messages  to  any 
other  user  without  needing  to 
know  their  address  —  until 
X.500  is  more  mature,  Sherburne 
said.  That  is  because  users  expect 
faster  response  for  this  service 
than  for  a  basic  address  lookup, 
and  US  Sprint  is  not  yet  sure  how 
X.500  will  perform. 

But  users  said  they  are  encour¬ 
aged  by  the  NADF  plan.  “I  really 
think  X.500  may  be  more  impor¬ 
tant  than  X.400,”  said  Bill  Klauk, 
manager  of  communications  op¬ 
erations  for  Continental  Grain 
Co.  in  New  York,  which  is  in  the 
early  stage  of  using  X.400.  “It’s 
difficult  to  get  a  lot  out  of  X.400 
without  the  directory  services 
provided  under  X.500.”  □ 


So  plan  to  attend.  And  take  advantage  of  this  powerful 
opportunity  to  put  your  company  in  complete  control  of  today’s 
rapidly  expanding  computer  market. 

Call  800-444-3976  for  information. 
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Bank  mergers 
test  mettle 

continued  from  page  2 
Pacific  Bell  in  San  Francisco  and 
former  chief  information  officer 
(CIO)  at  Wells  Fargo  Bank,  N.A., 
which  acquired  Crocker  National 
Corp.  in  1986. 

The  key  to  merging  IS  and  net¬ 
works  is  to  do  it  fast  and  efficient¬ 
ly,  according  to  bank  CIOs  inter¬ 
viewed  by  Network  World.  The 
quicker  the  consolidation,  the 
bigger  the  cost  savings,  they  said. 

“There  is  a  lot  of  money  to  be 
made  [in  consolidating  IS  and 
networks]  if  you  move  quickly 
and  don’t  study  the  issue  to 
death,”  said  George  DiNardo, 
former  CIO  at  Mellon  Bank,  N.A., 
which  acquired  seven  different 
banks  during  his  tenure  there. 
“The  mistake  some  banks  make  is 
being  too  conservative  and  not 
acting  quickly  enough.” 

Most  CIOs  said  consolidating 
networks  should  take  no  longer 
than  three  months,  depending  on 
the  size  of  the  banks  being 
merged.  Banks  can  eliminate  re¬ 
dundant  circuits  where  the  net¬ 
works  overlap  and  connect  the 
nets  where  they  don’t. 

The  key  is  to  consolidate  traf¬ 
fic  on  a  single  network  as  soon  as 
possible  in  order  to  realize  sav¬ 
ings  from  casting  off  duplicate  fa¬ 
cilities  and  qualifying  for  higher 
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volume  discounts  on  the  remain¬ 
ing  lines. 

“By  combining  [traffic]  vol¬ 
umes,  you  can  immediately  drive 
down  usage  costs  at  least  two 
cents  per  minute,”  DiNardo  said. 

DiNardo  estimated  that  Manu¬ 
facturers  Hanover  and  Chemical 
Bank  should  be  able  to  consoli¬ 
date  their  nets  within  three 
months  and  save  $  1 0  million  per 
year  on  line  costs  alone. 

Often,  what  happens  to  the 
network  is  dictated  by  the  deci¬ 
sion  about  which  data  centers  to 
close.  While  merging  networks 
may  be  relatively  easy,  consoli¬ 
dating  data  centers  and  integrat¬ 
ing  diverse  applications  running 
on  incompatible  software  and 
hardware  is  a  far  greater  chal¬ 
lenge,  the  CIOs  said. 

Consequently,  many  CIOs  are 
tempted  to  simply  scrap  one 
bank’s  systems  in  favor  of  the 
other’s.  This  eliminates  the  diffi¬ 
culty  of  building  interfaces  be¬ 
tween  systems  and  supporting 
dual  sets  of  programs. 

Pacific  Bell’s  Hancock  adopt¬ 
ed  this  strategy  when  Wells  Fargo 
bought  Crocker  National.  Within 
nine  months  of  the  acquisition, 
all  of  Crocker  National’s  bank  ac¬ 
counts  were  running  on  Wells 
Fargo’s  systems,  Hancock  said. 

“It  wasn’t  a  matter  of  whose 
systems  were  the  best,  but  which 
we  could  adopt  the  quickest,”  he 
said. 

According  to  Hancock,  such 
wholesale  conversions  are  more 
easily  done  when  one  bank  ac¬ 
quires  another  and  is  clearly  call¬ 
ing  the  shots  rather  than  when 
two  equals  merge,  as  is  the  case 
with  Manufacturers  Hanover  and 
Chemical  Bank. 

But  some  CIOs  say  it  is  unwise 
to  rush  into  scrapping  all  of  one 
bank’s  systems. 

“You  can  throw  away  some 
real  gems,”  said  DiNardo.  “If  one 
bank  has  vastly  superior  systems, 
it’s  worth  the  extra  work  to  inte¬ 
grate  them  because  they  will  pro¬ 
vide  a  lot  of  advantage.” 

Consolidating  systems  and 
networks  is  an  expensive  and 
time-consuming  endeavor.  Real¬ 
izing  this,  small  and  midsize 
banks  without  adequate  staff  or 
capital  often  turn  to  outsourcing 
firms,  such  as  Electronic  Data 
Systems  Corp.  (EDS),  to  get  the 
job  done  quickly  with  minimum 
expense. 

First  City  Texas  Bank  Corp., 
for  example,  recently  awarded 
EDS  a  contract  to  standardize  the 
systems  and  networks  used  by 
banks  it  has  acquired  in  the  past 
few  years.  EDS  runs  the  automat¬ 
ed  teller  machine  network  and 
branch  applications  for  First  City 
Texas  and  its  subsidiaries. 

The  contract  will  enable  First 
City  Texas  to  acquire  a  new  bank 
and  turn  over  responsibility  for 
integrating  the  computer  and 
network  operations  to  EDS,  sav¬ 
ing  it  considerable  time  and  mon¬ 
ey,  according  to  J.W.  Pieper,  ex¬ 
ecutive  vice-president  at  First 
City  Texas-San  Antonio.  □ 


PictureTel  intros 
low-end  systems 

continued  from  page  4 
grated  Dynamic  Echo  Cancella¬ 
tion.  The  Models  20  and  100  al¬ 
low  users  to  select  transmission 
speeds  from  56K  to  1 28K  bit/sec, 
with  the  higher  speed  providing 
better  picture  quality. 

The  drawback  to  the  low- 
priced  systems  is  that  they  sup¬ 
port  fewer  features  than  the  oth¬ 
er  models  in  the  System  4000 
line,  which  was  introduced  in  Jan- 
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X  he  drawback  to  the 
low-priced  systems  is 
that  they  support  fewer 
features. 
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uary.  For  instance,  the  cameras 
on  the  Models  20  and  100  are 
manual,  while  the  cameras  on  the 
more  expensive  systems  are  re¬ 
mote-controlled.  In  addition,  the 
videoconferencing  systems  don’t 
support  the  Px64  standards, 
which  allow  different  vendors’ 
systems  to  interoperate. 

Both  models,  however,  can  be 
upgraded  with  such  features. 

Norman  Gaut,  PictureTel’s 
chairman  and  chief  executive  of¬ 
ficer,  said  the  Models  20  and  100 
“provide  us  with  an  entry-level 
product  for  Fortune  500  compa¬ 
nies  and  below.” 

Gaut  acknowledged  that  the 


Novell  to  buy 
Digital  Research 

continued  from  page  4 

With  the  completion  of  the 
merger,  expected  in  October,  the 
two  companies  will  begin  work 
on  a  value-added  version  of  DR 
DOS. 

“Our  stragegy  from  the  outset 
with  DR  DOS  has  been  to  offer  a 
significant  value-add  of  MS- 
DOS,”  said  Dick  Williams,  presi¬ 
dent  and  chief  operating  officer 
of  Digital  Research.  Today,  DR 
DOS  offers  integrated  file-linking 
capabilities,  in  addition  to  the 
ability  to  fully  execute  files  from 
read-only  memory  —  features 
MS-DOS  does  not  offer,  he  said. 

However,  Williams  said,  Digi¬ 
tal  Research  and  Novell  together 
will  continue  to  enhance  the 
product.  “We’re  going  to  en¬ 
hance  functionality  in  all  areas 
—  in  memory  management, 
power  management,  file  manage¬ 
ment  and  file  optimization,”  he 
said. 

Analysts  and  users  did  not  sec¬ 
ond-guess  Novell’s  intentions  for 
buying  Digital  Research,  even 
though  rumors  have  been  circu¬ 
lating  for  some  time  that  Novell  is 
developing  its  own  Intel  Corp. 
80386-  and  peer-to-peer-based 


low-end  systems  could  cannibal¬ 
ize  sales  of  higher  end  products 
and  hurt  PictureTel’s  bottom  line 
since  they  offer  lower  profit  mar¬ 
gins.  But  he  said  market  research 
showed  a  need  for  low-priced  sys¬ 
tems  from  a  different  set  of  users 
than  those  that  would  buy  Pic¬ 
tureTel’s  higher  end  models.  He 
expects  sales  of  the  low-cost  sys¬ 
tems  to  more  than  offset  any  lag 
in  high-end  product  sales. 

“We  want  to  test  the  elasticity 
of  the  market,”  Gaut  said. 

Datapro’s  McElgunn  said  price 
has  been  a  considerable  barrier 
for  users  contemplating  buying 
videoconferencing  systems. 
“Keep  in  mind  that  no  one  buys 
just  one  videoconferencing  sys¬ 
tem,”  he  said. 

Users  agreed.  “The  new  mod¬ 
els  might  not  have  as  many  fea¬ 
tures  as  the  old  ones,  but  they  are 
built  on  a  solid  foundation  and 
are  backwards-compatible  with 
our  existing  systems.  That’s 
what’s  important,”  said  Tom 
Cooley,  director  of  telecommuni¬ 
cations  at  Allied-Signal,  Inc.  in 
Southfield,  Mich. 

Analysts  said  PictureTel’s 
competitors  may  be  forced  to  re¬ 
act  to  its  aggressive  pricing.  But 
not  all  rivals  agreed. 

According  to  John  Walsh,  ex¬ 
ecutive  vice-president  of  market¬ 
ing  and  sales  at  Compression 
Labs,  Inc.,  a  San  Jose,  Calif.,  vid¬ 
eoconferencing  vendor,  “We’re 
always  looking  to  reduce  prices, 
but  we  won’t  do  so  to  respond  to 
this.”  Compression  Labs  will  in¬ 
troduce  products  next  year  that 
will  address  the  video  telephony 
and  desktop  videoconferencing 
markets,  he  said.  □ 


personal  computer  operating 
system. 

“I  think  Novell  did  this  just  to 
cover  its  bases  with  a  client  oper¬ 
ating  system,”  said  Jamie  Lewis, 
vice-president  at  Clarke  Burton 
Corp.  in  Salt  Lake  City. 

“In  the  next  three  to  five 
years,  file  and  print  services  will 
need  to  be  integrated  with  the 
desktop,”  he  said.  “A  lot  of  [Mi¬ 
crosoft]  LAN  Manager  services 
will  be  intrinsic  to  some  future 
operating  system  Microsoft  will 
sell,  and  Novell’s  not  sure  Micro¬ 
soft  will  support  NetWare.  So  this 
way,  Novell  can  be  sure,”  it  will 
have  a  client  platform  for  native 
NetWare  services. 

Novell’s  Miller  said  the  new 
versions  of  DR  DOS  will  be  target¬ 
ed  at  “all  users  that  use  DOS  as 
their  primary  desktop  operating 
system,  including  those  that  have 
MS-DOS.”  But  analysts  and  users 
fear  Novell  is  setting  its  sights  too 
high. 

“People  don’t  like  to  change 
—  change  is  a  pain  in  the  neck,” 
said  Glenn  Fund,  president  of  the 
Boston  Area  Novell  Users’  Group. 
“The  only  reason  for  me  to 
change  would  be  if  there  were  a 
big  incentive  —  like  if  they  were 
providing  features  that  I’m  not 
getting  now  and  I  really  need.”  □ 
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ALLIGATORS  IN  THE  SWAMP 

Unforeseen  problems  that  can 
put  the  bite  on  your  network 

AAA 


Dealing  with  vendor-user  mismatches 

Communicating  your  expectations  up  front  can  ensure  a  happy  relationship. 


Your  company  is  in  the  market  for  a  particular  network  product  or  ser¬ 
vice.  As  the  network  manager,  you  do  some  research,  shop  around, 
talk  to  some  vendors,  get  references  from  their  users  and  make  what 
you  feel  is  an  informed  decision. 

Then,  a  few  months  into  the  relationship,  the  road  starts  to  become 
rocky.  You  find  that  your  vendor  is  pushing  new,  relatively  untried 
solutions  while  your  company  craves  stability.  Or  your  firm  is  looking  for  inno¬ 
vative  approaches  only  to  find  your  vendor  is  pushing  tried-and-true  solutions. 
Or  economic  changes  seem  to  dictate  a  shift  in  network  management  strategy, 
but  your  vendor  advises  you  to  “stay  the  course.” 

The  relationship  between  a  user  company  and  its  network 
vendor  is  like  a  marriage:  In  order  for  it  to  succeed,  both 
parties  must  communicate  their  needs  and  understand 
the  other  party’s  needs  as  well.  Communication  dif¬ 
ficulties  are  often  the  warning  sign  of  a  vendor- 
user  mismatch. 

A  midsize  financial  services  company, 
which  requested  anonymity,  learned  this 
lesson  recently  when  its  minicomputer- 
driven  office  tools  network  began  having 
problems.  The  net,  which  served  the 
spreadsheet,  word  processing  and  elec¬ 
tronic  mail  needs  of  more  than  1 ,000  us¬ 
ers,  kept  crashing  —  without  warning  or 
apparent  cause.  The  company  contacted 
its  hardware  vendor,  which  immediately 
devoted  its  research  labs  to  identifying 
the  cause  of  the  problem. 

“The  vendor’s  engineering  staff  was 
convinced  they  could  design  an  innovative 
solution  to  the  problem  if  they  could  only  ana 
lyze  enough  data,”  recalls  the  user  company’s 
manager  of  network  services.  “But  we  needed  im¬ 
mediate  relief.”  Worker  productivity  suffered  as  the 
network  continued  to  crash  intermittently  for  three 
weeks. 

By  devoting  its  research  labs  to  solving  its  user’s  problem,  the  ven¬ 
dor  felt  it  was  providing  excellent  customer  service.  But  from  the  user’s  per¬ 
spective,  the  vendor  was  treating  the  problem  as  if  it  were  an  academic  exercise 
rather  than  an  emergency.  “It  took  some  yelling  to  get  them  to  see  that  their 
customer  service  efforts  were  not  satisfying  [us],”  the  manager  says. 

Finally,  the  vendor  sent  two  research  engineers  to  the  user  site,  and  they 
quickly  found  the  cause  of  the  problem.  “Our  transaction  rate  was  exceeding 
the  benchmark  test  transaction  rates;  we  were  simply  overloading  the  hard¬ 
ware,”  the  manager  says.  A  solution  was  quickly  engineered,  and  the  network 
was  back  up  in  a  few  hours. 

Identifying  the  mismatch 

Vendor-user  mismatches  aren’t  always  immediately  apparent.  In  a  heteroge¬ 
neous  network  environment,  a  single  incident  may  not  be  adequate  to  identify  a 
pattern  of  inappropriate  response  from  a  particular  vendor. 

As  in  the  example  above,  the  basic  cause  of  most  vendor-user  mismatches  is 
miscommunication  or  misinterpretation  of  needs  and  expectations.  Good  ser¬ 
vice  can’t  be  provided  when  vendors  and  customers  define  service  differently.  If 
the  user  doesn’t  explicitly  state  its  service  expectations,  chances  are  good  that 
the  vendor  won’t  live  up  to  them. 

Some  questions  that  may  help  identify  a  service  mismatch  are: 

■  Is  the  vendor  looking  at  the  problem  from  my  company’s  perspective,  or  are 
we  expected  to  fit  into  one  of  their  service  categories? 

■  Have  we  explicitly  told  the  vendor  what  we  expect? 

■  Has  the  vendor  explicitly  told  us  what  we  can  expect? 

■  Are  we  satisfied  with  the  service  we’ve  received? 

■  If  service  has  recently  changed,  do  I  understand  why? 

Schmaltz  is  the  supervisor  of  process  management  and  control for  Stan¬ 
dard  Insurance  Co.  in  Portland,  Ore. 


Another  way  to  determine  whether  you  and  your  network  vendor  are  mis¬ 
matched  is  by  comparing  your  vendor’s  preferred  way  of  providing  service  to 
your  company’s  preferred  way  of  receiving  it. 

Network  vendors  can  be  categorized  as  providing  service  “to,”  “for,”  or 
“with”  their  customers. 

Vendors  that  prefer  to  deliver  products  and  services  “to”  their  customers 
target  a  passive,  somewhat  dependent  user  that  will  follow  directions  and  pay 
its  bills.  These  vendors  typically  deal  in  commodities-quality  goods  or  services, 
such  as  cables  and  connectors,  and  specialize  in  quick  delivery  and  low  cost.  The 
“to”  vendor  often  doesn’t  focus  on  developing  long-term  relationships,  know¬ 
ing  its  user  base  is  loyal  mostly  because  of  availability  and  price. 

Few  user  companies  today  can  afford  to  rely  on  a  “to”  ven¬ 
dor.  The  heterogeneity  of  today’s  networks  demands  equal 
participation  between  the  user  and  vendor.  Yet  the  “to” 
vendor  may  see  user  participation  as  a  hindrance.  As  a 
result,  the  “to”  vendor’s  responses  tend  to  be  gener¬ 
ic  rather  than  geared  to  solving  a  particular  client 
problem. 

Vendors  that  deliver  goods  and  services 
“for”  their  customers  may  differentiate  their 
products  by  price,  quality,  feature, 
availability  or  any  of  an  array  of  other 
attributes.  They  prefer  developing 
long-term,  dependent  relationships 
based  on  shared  experience.  However, 
their  compulsion  to  do  things  for  their 
users  may  cause  these  vendors  to  overlook 
the  root  of  the  problem  entirely,  as  in  the  ex¬ 
ample  mentioned  earlier. 

“For”  vendors  typically  seek  a  moderate 
level  of  user  participation.  If  the  user  becomes 
too  actively  involved,  these  vendors  may  become 
ISP'  uncomfortable  and  feel  they’re  being  second- 
guessed. 

Vendors  that  deliver  goods  and  services  “with”  their 
customers  are  typically  “high-touch”  and  hands-on.  They 
differentiate  their  products  by  intangibles,  such  as  the  percep¬ 
tion  of  quality  or  brand  name  recognition,  and  they  prefer  long-term 
relationships  built  on  shared  understanding  and  trust. 

“With”  vendors  require  and  expect  considerable  user  participation.  Before 
selecting  this  type  of  vendor,  the  user  must  determine  if  it  has  the  time,  interest 
and  personnel  to  maintain  such  a  relationship. 

Preventive  measures 

Obviously  some  vendors  will  enter  into  a  relationship  with  any  type  of  user, 
regardless  of  the  likelihood  for  long-term  success.  Users,  however,  can’t  afford 
to  be  so  cavalier;  they  must  realize  that  their  relationship  with  their  vendor  will 
most  likely  last  a  long  time  and  have  a  high  impact  on  their  network’s  operation. 
So  it’s  up  to  you  as  the  network  manager  to  screen  the  vendor  at  least  as  careful¬ 
ly  as  you  screen  the  vendor’s  product. 

Realize  that  not  every  vendor  is  capable  or  interested  in  providing  your  pre¬ 
ferred  style  of  service.  To  find  one  that  is,  spend  time  up  front  talking  with  the 
prospective  vendor.  Listen  carefully.  Understand  what  the  vendor  can  deliver.  If 
you’re  unsure  of  its  ability  to  address  your  company’s  needs,  work  with  the 
company  to  address  the  deficiency,  develop  proactive  strategies  for  alternative 
support  or  investigate  other  vendors.  Get  explicit  about  the  service  you  want. 
Vendors  aren’t  mind  readers! 

Don’t  wait  until  your  network  develops  a  serious  problem  before  assessing 
your  vendor’s  ability  to  provide  the  service  you  retmire.  It  could  be  a  matter  of 
life  or  death  for  your  network  —  and  your  career.  □ 


IT’S  HARD  TO  DRAIN  THE  SWAMP  when  those 
reptiles  keep  getting  in  the  way.  To  share  your  “alligator 
story,”  call  Susan  Collins,  associate  features  editor,  at 
(508)  820-7413  or  fax  your  idea  to  (508)  820-3467. 


By  DAVID  SCHMALTZ 
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Find  out  how  you  can  get  more  of  everything  you  need 
from  your  network  -  from  access  to  applications  -  including 
peace  of  mind. 

Call  N.E.T.  and  we’ll  send  you  a  free  copy  of  “Architecture 
for  the  World’s  Most  Demanding  Networks”  so  you  can  sleep 
at  night.  Call  1-800-952-6300,  ask  for  dept.  N  1C. 


Architecture  for  the  worlds  most  demanding  networks™ 
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